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Sweet with 
blossoms is 
the year’s 
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These Spokane Pine Frames will bear the closest 
scrutiny. You'll find in them the super-qualities that 
meet highest building standards. You'll like the wood 
and the careful manufacture. Choicest Idaho White 
Pine (Genuine White Pine) and Ponderosa Pine are 
used—carefully seasoned for this exacting use—cut 
and milled on modern precision machines. Every 
joint is weathertite. Every frame is SQUARE, ready 
for the sash, without further fitting. Weathertite spe. 
cial tongue and groove joints between pulley stiles, 
blind stops and casings. Made in standard sizes and 
to special order. 


Famous Long Lake Lumber 
is Uniformly Fine 


We manufacture a full line of Quality Products 
in Idaho White Pine (Genuine White Pine) and 
Ponderosa Pine. Sound, straight-fibred, sofft- 
textured lumber, carefully seasoned, painstak- 
ingly manufactured. All building and industrial 
items. Let us quote or fill an order for you. 


Mixed Cars 


Order in Mixed Cars 
any variety of Lum- 
ber Products—Pre- 
cision Frames, Pack- 
age and Lineal 
Trim, Lath, Mould- 


ings, etc. 





Members National Door Mfrs. Assn. 





LONG LIFE... 
GOOD, TRUE COLORS... 
WATER REPELLENCY 
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Aerial View of Medford Corporation Plant 





Complete Western Pine Service 


LUMBER DEALERS: from One Large Mill 


—offer something BETTER in a shingle roof or siding. Takes 
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Protection Products Mfc 


Mfrs. of PRESERVATIVE SOLUTIONS for 
Research Laboratory and Plant KALAMAZOO, 





only a short dip in bath of WOODLIFE to preserve shingles 
against decay, curling, warping, leaking. Add our ground- 
in-oil colors to clear WOODLIFE and you get a beautiful 
colored shingle that stays fast for a long, long time. Color 
does not bleed. 


This is one of many sales angles that raises the selling of 
lumber products out of the price competition class. 
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You'll find it advantageous and profit- 
able, Mr. Lumber Buyer, to depend on 
Medford Corporation for your lumber 
needs. California Ponderosa Pine, 
Sugar (Genuine White) Pine, Douglas 
Fir and White Fir. Yard Stock, Cut 
Stock, Lath, Mouldings, Factory Items. 


Sugar (Genuine White) Pine Clears, 
wide and thick, carefully -kiln-dried in 
modern cross-circulation kilns. Com- 
plete planing mill and cut stock de- 
partment. Mill capacity, 240,000 ft. per 
8-hour day. Tell us your needs. Write 
today. 


Member Western Pine Association, West Coast Lumbermen’s Association 


Miedford 
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Consolidation in 1899 of the Northwestern Lumberman and Timberman 
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THE SATURDAY EVENING POST 





“Dont let the fire get me again, Daddy” 


ON’T wait until tragedy proves that you 
D need protection against fire. Remember 
that insurance doesn't fully pay fire losses. It 
can't bring back life nor remove the scar of a 
therefore, when you 
build or remodel, be sure to use fireproof 


terrifying experience ... 


materials. Though there is no positive guaranty 
against fire breaking out, great strides have 
been made in developing materials to control 
its spread. These materials protect life and 
property. In most cases they save you money! 


For example, there is Sheetrock, the fireproof 
gypsum wallboard. It won't burn. Sheetrock 
walls and ceilings have held fire in check for a 
full half hour and more! In addition, Sheetrock 


*For vanishing joints, ask for Recessed-Edge Sheetrock and Perf-A-Tape. 


UNITED STATES GYPSUM COMPANY 


-where research develops better, safer building materials 


actually costsless than many combustible materials! 


Sheetrock’s superiority doesn’t stop with fire 
protection. It won't warp, buckle or rot. Walls 
and ceilings built with Sheetrock stay smooth. 
And Sheetrock provides a superb base for deco- 
ration. A skilled workman will make Sheetrock 
joints vanish.* Then any decoration goes on 
easily and quickly . . . these exclusive and 
outstanding Sheetrock features are reasons 
why many contractors will tell you—“When 
you use wallboard, use fireproof Sheetrock.” 


USG research in home construction assures 
better, safer materials — helps provide comfort, 
security and economy when you build or remodel. 


Valuable Guides to Better Home 
Building and Remodeling 


What do you want to know about buying, build- 
ing or remodeling a home? Practically every 
detail about planning; many new ideas for 
designing, decorating and furnishing rooms; 
financing; modern materials; all this and much 
more are included in two new USG books. 


Get “How to Have the Home You Want” — 116 
pages of new home information; or “How to 
Modernize and Make It Pay”—84 pages of 
remodeling ideas. The price is only 25¢ each— 
but it may save you hundreds of dollars in costly 
mistakes. See your USG dealer or use the coupon. 








and other consumer magazines 
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This Country of Ours 


BERMAN who are especially inter- 

ested in promoting home building 
throughout the country—and that em- 
braces practically all whose eyes will fall 
upon this item—will be glad to know that 
the plan to help overcome the obstacle of 
accumulating sufficient funds for first 
down-payment on a home, which plan 
was first publicized on a national scale 
on front cover, and pages 24-25, of the 
Feb. 24 issue of this journal, is “taking 
hold” in a big way, and promises to 
sweep the country. 

We refer, of course, to the movement 
to form an “Own a Home Savings Club” 
in every community where there is a 
building and loan association, under the 
plan sponsored by the United States Sav- 
ings & Loan League, set forth in detail 
in the article referred to. In a letter dated 
March 6, to the AMERICAN LUMBERMAN, 
John W. Ladd, manager advertising and 
business development division of the 
League, says: 

“We are planning to send copies of 
your issue of Feb. 24 to each member of 
our board of directors and advertising 
committee, and I know that they will be 


equ of the AMERICAN LuM- 


® Sure, “the poor man pays no taxes”—he 
merely pays a dollar for a fifty-cent 
article bought from a merchant who does 
pay taxes. 


elated by your splendid editorial co-oper- 
ation. It is difficult at the moment to 
appreciate the extent of the enthusiasm 
already being expressed for this plan. Al- 
ready we have had letters from a number 
of lumber dealers, in different States, ex- 
pressing their interest in the plan, and 
asking for additional data. Newspapers 
throughout the country, including many 
in large metropolitan centers, have prom- 
inently featured the preliminary news re- 
leases we have sent out about the plan, 
and in some cases have made editorial 
comment about the excellence of the idea. 

“We see in this new Savings Club idea 
an unusual opportunity to center the at- 
tention of countless people on the ease 
with which they can acquire a home. 
Since the down-payment seems to be the 
stumbling block that prospective home 
owners most frequently have to hurdle, 
and since long-term financing through 
savings, building and loan associations 
makes payment from income for home 
ownership so easy, this plan ought to get 
more people than ever before saving spe- 
cifically for home ownership. This, of 
course, will mean more construction and 
modernization work for lumber dealers 


and contractors, and more jobs for people 
in related trades.” 

Mr. Ladd concludes his interesting let- 
ter by saying: “We are exceedingly 
anxious to make this plan, as we present 
it to our members, full of ideas that will 
bring about 100 percent co-operation 
among the lumber and building materials 
people, construction groups and our in- 
stitutions, in encouraging more people to 
save specifically for the down payment 
on a home.” 


® President of a lumber company tells us 
his stenographer is so dumb, after ten 
years in the business, she still thinks rock 
maple comes from the Petrified Forest. 





HIS WEEK we had an interesting 
+ conversation with a representative 

of a business organization devoted 
to the gathering and dissemination of 
credit information relating to lumber 
dealers, manufacturers and distributors 
the country over. The theme of the chat 
was the advantage to all dealers of es- 
tablishing the credit position to which 
they are entitled, by promptly supplying, 
through regular statements, such informa- 
tion as is needed to insure a correct rat- 
ing. “What special advantage accrues to 
the dealer by being correctly rated in your 
book?” asked the editor. “If a dealer’s 
credit is satisfactorily established with the 
suppliers with whom he deals, why should 
he worry about any rating that may be 
given?” “Well,” said the credit man, “if 
you were a manufacturer, wouldn’t you 
be inclined to give every possible advan- 
tage in price and service to dealers whose 
ratings indicated that their accounts are 
desirable; and that doesn’t necessarily 
always mean ‘prompt pay’—desirable as 
that is—provided the dealers’ statements 
on file indicate both ability and inclina- 
tion to pay, even though discount may not 
always be taken. A slow account may 
not necessarily be an undesirable one; 
the principal thing is that the dealer be 
correctly rated, in the category to which 


® Dealer reports losing an order to build 
a garage; customer said his designs be- 
longed to the steamboat era. Finally fig- 
ured out he meant no sail. 


he is entitled, and not dropped down to 
a lower bracket merely because of his 
neglect in supplying the information 
necessary to properly classify him. Op- 
portunities are given to dealers to submit 
regularly statements concerning their 
commercial condition, including a list of 





concerns from whom purchases are made 
during the year.” 

Having reported this much of the con- 
versation, we may as well go a step far- 
ther and say that the gentleman quoted 
represents the Lumbermen’s Credit Asso- 
ciation, Chicago. It struck the editor 
that his remarks were worth passing 
along, as sound advice to dealers on 
a subject in which they have an equal in- 
terest with other branches of the lumber 
trade. 





OW AND THEN a lumberman 

finds out in a new way that it’s 

fun to run a lumber yard. Nate A. 
Allen, of Fremont, Neb., is a veteran 
retailer. But during much of his busi- 
ness life he has been an executive of a 
line company, working in a supervisory 
capacity. He had a good many local man- 
agers, and he did the usual things that 
fall to a line executive; managed finances, 
buying, general policies .of sales and 
credits. 

“The last couple of years,” he says, 
“since I’ve been in a company of my 
own, have been the pleasantest of my 
business experience. I’ve had in mind 


®@ Harry Chest, star lumber salesman, got 
three orders yesterday. It’s days like that, 
says Harry, that make up the best yeahs 
of a salesman’s life. 


quite a number of methods, gathered from 
lumber journals and conventions or that 
I’ve worked out myself. They didn’t fit 
very well into line operation, for they 
were methods whose success turned 
upon individual work. Policies for a line 
company have to be those that will suc- 
ceed in the hands of any good manager. 
No matter how efficient they are, these 
managers are men of different personali- 
ties and different aptitudes. A line method 
has to be a greatest common divisor of 
the abilities of all the managers. I’ve 
been my own manager the past two years, 
and I could try out ways that fit me and 
my trade. Selling has been a pleasure. 
I’ve learned much about the response of 
these customers to merchandising that is 
personally adjusted to their needs and 
resources and understanding.” 


* * * 


The new merchandising puts several 
problems up to retailers. The changes in 
policy that make this newer kind of busi- 
ness have roughly paralleled the changes 
in the general pattern of American life. 
While it isn’t true everywhere by a long 
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shot, there is something of a shift away 
from selling lumber by the thousand feet. 


* * * 


These older ways, sometimes called 
“freight-agent and warehousing” meth- 
ods, long fitted the American scene. 
And for that matter every dealer, no 
matter how up-to-the minute his mer- 
chandising is, has customers who don’t 
want the new service. Such a buyer knows 
what he wants to do and what he needs. 

But this is no longer so true in the 
housebuilding field. A house, even a 
small and seemingly simple one, is fairly 
complex. Its resale value turns upon 
technical matters of design, construction 
and finish. And because the average cus- 
tomer is less familiar with building than 
his predecessor used to be, he needs ad- 
vice and professional services. The ware- 
housing dealer isn’t in a position to offer 
it; and if he has a competitor who is good 
at these things the first dealer is likely 
to lose sales. Such sales are no longer 
competitive as between the freight agent 
and the merchant. 

os <= 


This brings problems to both of them. 
The merchant naturally makes more 
profit on such sales. He gets more, for 
he offers more. 

* * *K 


Perhaps it should be said that the mer- 
chant gets better prices and ought to 
make more net profit. But as a matter 
of fact the merchant’s net, when meas- 
ured by retail standards, is almost never 
excessive. He is legally entitled to his 
profit, so long as he enters into no col- 
lusive agreement in restraint of trade. So 
long as his customers are free to buy in 
the next block, at prices freely made by 
the competitor, and so long as they do 
go to the merchant because they value his 
services, he’s legally in the clear. 

The merchant’s danger, if it may be 
called that, isn’t that he will make exces- 
sive profits but that he will multiply serv- 
ices beyond the needs and uses of his 
trade; in this way adding to the cost of 
doing business. He may run his prices 
pretty high without making more than a 


modest profit. 
oe 


He still has the trade that doesn’t need 
service, and this trade is important to 
him. Unless he sets non-service prices to 
these buyers they may go elsewhere. Even 
the customers who do want advice and 
technical planning will go only about so 
far in the matter of price. It becomes 
a fairly complex equation; one centering 
on those service factors that will bring in 
enough volume to carry any added cost. 


x * * 


Dealers are thinking intensively about 
these things, and several have talked to 
this Page about them. 

‘ R. C. Woods, of Independence, Kan., 
believes that prices in themselves—not 
profits to the dealer but dollar prices to 


Amemcanfiumberman 
the customer—are still an important in- 
dex of the position and security of the 
yard. If they’re too low, naturally the 
business is on the way out by the painful 
route. If they’re too high, even though 


-they rest upon desirable customer service, 


the business is in a vulnerable position. 
Competition can be, and in time doubt- 
less will be, just as keen on a merchan- 
dising basis as upon a warehousing, price- 
per-thousand basis. So far it is less 
keen; for many yards have not entered 
that field. But it takes only one local 
merchant-competitor on the make to 
bring back the old contest on price terms. 
It’s smart to keep an eye on those 
prices and the overhead factors that go 
into them. Plenty of dealers are making 
fair profits in the service field without 
kiting their prices too much. It is true 
that customers are less price-minded than 
some dealers think; and they do not re- 
sent extra cost if they get value for what 





If spring came but once in a 
century, instead of once a year, or 
burst forth with the sound of an 
earthquake, and not in silence, 
what wonder and expectation there 
would be in all hearts to behold 
the miraculous change! But now 
the silent succession suggests noth- 
ing but necessity. To most men 
only the cessation of the miracle 
would be miraculous, and the per- 
petual exercise of God’s power 
seems less wonderful than its with- 
drawal would be. 


—Longfellow 





they pay. But there is a limit even here. 
It’s easier to keep a sharp and appraising 
eye on prices when the pressure isn’t so 
bad than to pull them down under com- 
petitive conditions after items of over- 
head have become fixed in the business 
pattern. 





doggone pleases about business. 

The State of Missouri reports a 
January decrease of more than $30,000 in 
the collection of gas taxes as against the 
same month a year ago. The State oil 
inspector charges the whole loss against 
the tough weather. Mr. Householder and 
his family stayed home and listened to 
the radio. Much of this gasoline busi- 
ness, like Darling Clementine, is lost and 
gone forever. 

But, after all, the tax collections were 
off only three or four percent. If you 
figure back to the number of gallons 
actually sold and translate them into miles 
traveled you begin getting into astronom- 
ical figures. No one who has looked for 
a parking place needs to be told about 
how many cars there are or how much 


(3 L’ MAN WEATHER does as he 
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they are used; but these sidelights do 
indicate in a little different way the huge 
place motors have taken in American 
life. A few snow storms in one State 
in one month reduce the travel by three 
percent and knock $30,000 plus off the 
State’s gas tax receipts. 


Shafts at Random 


Ask ten men if they want their sons 
to enter the same business they are in 
and nine will probably answer, “No.” 
They are so close to their jobs that they 
see only their bad features. Shift the 
same nine to other lines, and they'll all 
be homesick to get back; they'll remem- 
ber only their good features. Distant pas- 
tures look greener—until you have 
climbed over the fence. 





* * * 


Some folks talk sense. Some talk non- 


sense. Others just talk. 
‘i. 


1940’s crop of high school and college 
seedlings are now thinking about what 
their life jobs will be. Are you thinking 
about how you can give one or two of 
them a boost? 

. 


’ 


“Only God can make a tree,” sang the 
poet—and He takes many years to do it. 
But one lighted cigarette can destroy a 
lot of the Almighty’s handiwork in a 


few hours. 
xk ok x 


No man ever achieved success just by 
thinking about it. But no man ever suc- 
ceeded without thinking about it. 


* *K * 


You can’t tell the age of a tree by its 
outward appearance; you have to count 
the tree’s rings to do that. Nor can you 
judge a man by his looks or clothes or 
manner; it’s the little daily acts, one 
added to another, that determine his 


character. 
*k * * 


Communism, Nazism and Fascism are 
the termites of modern civilization. The 
only way to prevent them from infesting 
our own national fiber is to permeate our 
entire citizenry with belief in the Amer- 
ican way of freedom, tolerance and fair 
play. 

x * x 

Acorns don’t grow into maple trees; 
nor government deficits into national fru- 
gality. 

x ok x 

Commenting upon the fabulous career 
of F. W. Woolworth, of five-and-ten 
fame, the New York Sun said: “He won 
a fortune, not by showing how little could 
be sold for much, but how much could be 
sold for little.’ There’s something for 
our present-day apostles of limited pro- 
duction and restricted distribution to 
chew on. 
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“Number One Lumberman” 
Honored at Dinner 


JACKSONVILLE, FLA., March 18.—Representa- 
tives of America’s lumber industry joined with 
citizens of Jacksonville and Florida in paying 
tribute, March 9, to Marc L. Fleishel, president 
of the National Lumber Manufacturers’ Asso- 
ciation, and president of the Putnam Lumber 
Co., Shamrock, Fla. The tribute was in the 
form of a testimonial dinner at the Mayflower 
Hotel roof garden, at which Mr. Fleishel and 
members of his family were honored guests. 
More than 250 persons were in attendance. 

Among the speakers voicing their regard for 
“America’s number one lumberman” were Dr. 
Wilson Compton, Washington, D. C., secre- 
tary-manager of the National Lumber Manufac- 
turers’ Association; Dr. Elwood E. Rice, New 
York City, founder of the Rice Leaders of the 
World Association; C. McD. Davis, Wilming- 
ton, N. C., vice president, Atlantic Coast Line 
Railroad; H. C. Berckes, New Orleans, secre- 
tary, Southern Pine Association; C. R. Mac- 
pherson, president of the Southern Cypress 
Manufacturers’ Association; Bion H. Barnett, 
chairman of board of Barnett National Bank, 
Jacksonville, Fla.; George W. Dulany, Jr., 
Clinton, Ia., retail lumber dealer, and head of 
Hoo-Hoo; Albert Kissling, pastor of the River- 
side Presbyterian Church of Jacksonville; J. E. 
Crosby, sales manager, Putnam Lumber Co. 

Dr. Compton praised Mr. Fleishel “as the 
greatest contributor to good will in this gen- 
eration of lumbermen,” and presented him with 
a humidor made from long leaf yellow pine 
which had been a part of the roof of the White 


railroads” ... Mr. Davis; “Marc Fleishel wears 
a perennial mantle of modesty. He is a most 
remarkable man, especially in his capacity to 
grasp essentials. All men would do well to 
emulate him” . .. Dr. Rice; “Marc Fleishel 
has proved himself one of the great lumbermen 
of America. His advice and business acumen 
have been real factors in building our banking 
institution” . . . Mr. Barnett; “He is a man 
of vision and I salute him as a man who has 
created a loyalty that is enduring” . . . Rev. 
Kissling; “Down at Shamrock we who work 
with him love him because of the man he is 
and not because of the honors he holds. He is 
full of the spirit of fine humanity” ... Mr. 
Crosby: “As the personification of energy, de- 
termination, and courage he exemplifies the 
qualities which make our American people 
great. He is a great American citizen.” .. . 
Mr. Berckes. 

. B. Wand, Jacksonville, toastmaster, 
sketched Mr. Fleishel’s career since he started 
in the lumber business as a tally clerk at a 
mill across the river from New Orleans. “His 
life story, if put into print, would read like 
a Horatio Alger novel,” Mr. Wand said. “At 
the age of 21 he was a sales manager, and 
three years later was a wholesale owner. In 
1900, he built the Gulf Lumber Company mill 
at Fullerton, La., and in 1913, he came to Flor- 
ida as an associate of the late William O’Brien, 
founder of the Putnam Lumber Co., at Jack- 
sonville. 

“Mr. Fleishel has given unselfishly of his 
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M. L. FLEISHEL, NLMA President 


“America's No. One Lumberman" 


Mr. Fleishel responded briefly and, after pay- 
ing tribute to the late William O’Brien, stated: 
“As most of you can well understand, this is 
a great moment in my life and I am filled with 
a deep sense of appreciation. It is most unusual 
for a man to receive the plaudits of his friends 
and such great recognition for the little he 





Partial view of those attending the testimonial dinner, March 9, at Jacksonville, Fla., 
honoring M. L. Fleishel, president of the National Lumber Manufacturers’ Association 


House for more than one hundred years. The 
silver covering, engraved with a picture of 
Mr. Fleishel, bears a tribute from his Na- 
tional associates. Inside the humidor are two 
engravings of the White House, one as it 
appeared during the tenures of office of twenty- 
Six presidents, and the other showing the scaf- 
folding around it during the 1928 reroofing. 

Excerpts from the comments of other speak- 
ers are as follows: 

“Mr. Fleishel is better known personally to 
the officials of the American railroads than 
any other lumberman. He stands high with 


time, money and strength to other people, and 
he is known in the lumber industry as the 
‘king maker.’ For years he has turned down 
honorary positions at the head of various asso- 
ciations with which he has been connected, 
until this year, when he was prevailed on to 
accept the presidency of the National Lumber 
Manufacturers’ Association. He has been active 
in thirty-seven different enterprises, and during 
the world war was chairman of the Emer- 
gency Bureau in Washington. Forty years of 
successful activity in the lumber industry stand 
as testimony to his worthwhile efforts.” 


might have accomplished while he is still alive 
to enjoy it.” 

A highlight of the evening was the presenta- 
tion to Mr. and Mrs. Fleishel of two Sheffield 
silver wine coolers, tendered by their friends as 
a memento of the occasion. The presentation 
was made by J. F. Wigginton, Jacksonville, 
president of the Florida-Louisiana Red Cypress 
Co., chairman of the committee in charge of 
arrangements for the dinner. 

Prior to the introduction of the speakers, the 
toastmaster informally presented members of 

Continued on page 55) 
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Well Planned Home Show 


Creates Scores of Prospects 


More than 10,000 persons visited the 
first Better Homes Exposition in Beloit, 
Wis., March 6-10, and saw what modern 
lumber and building material dealers have 
to offer. It proved such a thoroughly 
successful venture that the Beloit Real 
Estate Board, Inc., sponsor, quite likely 
will make it an annual event. The four 
lumber dealers who had attractive booths 
in the large exposition hall were enthu- 
siastic over the excellent prospects they 
obtained for new houses, remodeling, 
kitchen modernization, new roofs, and 
miscellaneous other work. All of the re- 
tailers were at their exhibits to give pros- 
pects information about building, insula- 
tion costs, benefits of storm sash, modern 
window units, decorative wallboards, and 
dozens of other things. 

Indicative of business developed by 


The Strasburq Lumber & Fuel Co. displayed stock in a corner 
Lighting effectively emphasized insulation and roofing, 
and pictures of jobs caught one’s attention 


booth. 


H. J. Qualman, manager of Beloit Lumber Co., attracted visitors 
with a Carr, Adams & Collier Co. cabinet complete with sink, 
a Nu-Wood display, and eight roofing panels 
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lumbermen at the exposition was the se- 
curing of three good prospects for new 
homes, five for modernized kitchens and 
two for new roofs by the Beloit Lumber 
Co. during the first two nights of the 
show. Survey cards were distributed at 
the booth to visitors for filling out with 
the kinds of jobs they were interested in 
having done, and will all be followed up. 
The company does package selling. 

It was reported by Robert Dane, Jr., 
that his father’s company was interesting 
many people in insulation and paint at 
the home show. The protection offered 
by insulation against heat was effectively 
demonstrated to the crowds by heating 
with a blow torch a penny nestled in a 
pad of rockwool held in one hand until 
it was red hot. The firm added a line of 
paint ten months ago and hardware last 

























A corner china cabinet and a complete window unit made by Curtis, paint, 
rockwool, and miniature houses from Weyerhaeuser were featured by the 


The large exhibit of Barber Genasco Sealbac shingles dominated the Wilford 
Lumber Co. booth which further included a trio of model bungalows, USG 
Weatherwood, and Weyerhaeuser 4-square lumber 


March 23, 1940 


2G he creme nmnmaminesammeree 


These booths at the entrance 
caught the eye at once with 





their clever wording and 
illustrations 
Sl eee te 





fall, and is enjoying good trade in each. 

John Strasburg said sales had been 
good and he expected them to be better 
as a result of participating in the exposi- 
tion. Fle reported selling 51 carloads of 
cement last year to the city for paving, 
for new house basements, barn floors and 
foundations, creek walls, sidewalks and 
other purposes. He took on nails two 
years ago and reported a big annual turn- 
over. “Nails surely belong in a lumber 
yard ; that’s why I decided to stock them,” 
he said. 

F. W. Wilford, Sr., has been with the 
concern bearing his name since 1892, and 
has his son, L. G. Wilford, in business 
with him. A variety of literature was 





given out at their booth, and several pros- 
pects were secured for sizable bills of ma- 
terials. 
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Dane Lumber Co. 
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THIS CONCERNS You! 
"$0,000.00 Pai each bonito Be 


paver caihects ehaaghn Rent Receipts me 
Life Tie be te Pay fr THREE Comfortable Homes ... 


@ 500.00 WILLGET YOU SIMD & 


Come 1 and Talk t over with our Broker 





BLL GIRERICH, 1982 
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Small Homes Sales Program For 1940 


A comprehensive, spiral-bound portfolio of all 
the materials prepared for local State Homes 
Foundations. lumber merchants, builders and 
financial institutions has just been made avail- 


turers’ Association, outlines the program and 
purposes of the campaign as follows: 

The sales program and the merchandising 
materials displayed in this portfolio outline 
the lumber industry 
co-operation with the 
National Small Homes 
Demonstration (Inc.) 
of 1940. 

This program and 





A model of the story and 
one-half 1940 National 
Small Homes Demonstra- 











able by the National Small Homes Demonstra- 
tion, Washington, D. C., sponsored by the Na- 
tional Lumber Manufacturers’ Association and 
the National Retail Lumber Dealers’ Associa- 
tion. It is intended for the use of traveling rep- 
resentatives in the presentation of the 1940 sales 
campaign to the building industry this spring. 

The newly assembled collection, which is also 
being sent to the manufacturers co-operating in 
National Small Homes Demonstration, brings 
together all the materials necessary for the in- 
auguration of a local drive for lower cost homes. 

The portfolio contains information for the 
exclusive use of the dealer in the form of a new 
dealer’s manual, a low-cost home sales manual 
for distribution to prospective home builders, 
ready-written advertising for use in local cam- 
paigns, ready-written publicity material, illus- 
trations of models and sample working draw- 
ings of the two 1940 engineered homes sug- 
gested as exhibit houses. 


In a foreword captioned “Better Housing for | 


More People at Lower Cost,” Wilson Compton, 
secretary-manager National Lumber Manufac- 


- creased 


tion design. The roof lifts 

off, displaying the interior 

arrangement of the entire 
house 
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these materials are 
presented to the build- 
ers of small homes and 
to prospective home 


owners in the belief 
that in this period of 
increased national em- 
ployment and _ in- 
national in- 
come we have the 
means of further na- 
tional recovery 
through Better Hous- 
ing for More People 
at Lower Costs. 





This basic two-story 1940 
design offered by the Na- 
tional Small Homes Dem- 
onstration brings to the 
owner a full measure of 
house for the money. The 





Private enterprise, where given opportu- 
nity without unreasonable restrictions and 
restraints, can provide and will provide with- 
out public subsidy, decent, comfortable, 
healthy housing for most families which have 
a reasonably dependable current income, and 
this can largely be done within the bounds 
of the building industry as it is now consti- 
tuted. 

The National Small Homes Demonstration 
has invited the interest and ingenuity of all 
elements of the building industry in explor- 
ing, each in its own field and in its own way, 
the practical means of facilitating the build- 
ing and ownership of soundly constructed 
low-cost small homes. The accompanying 
information shows various ways in which 
the lumber and timber products industries, 
and distributors of their products, believe 
they can contribute to this objective. 


We are trying novel methods of lumber 
construction; economical design; further 
standardization, and further partial prefabri- 
cation and pre-assembly. We have already 
developed and widely demonstrated worth- 
while economies and improvements. We re- 
gard modern small homes, paid for at less 
than a dollar a day, as one of the great 
national needs and as the greatest building 
opportunity during the next ten years. 
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second floor provides two [*.""*sSe™-senar™ eatin serine: 





bedrooms, but a_ third 
may be added if needed 
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Jouret, ILt., March 18.—The modernization program in the 
office building of the I. N. R. Beatty Lumber Co., here, has 
increased from an original intention of just fixing up the office 
space to an improvement job throughout the 20x66-foot build- 
ing. When the business quarters behind the streamlined 
counters had been all dressed up, the remainder of the interior 
looked so “poor relative’ that it was absolutely necessary to go 
ahead with the work until the two areas matched. 

Before work was started last Dec. 15, the Beatty office and 
display room were uninviting to customers, cluttered, poorly 
lighted, and inconvenient. These shortcomings have been 
eliminated and better business has reflected from the improve- 





Miss Madeline Gleason, bookkeeper, was busy at adding 
machine while behind his desk C. W. Beatty, secretary of 
firm, talked with a contractor 


ments. The office quarters formerly was too crowded so the 
first step taken was to move the customer counters forward. 
This necessitated knocking out a section of wall for a new 
entrance, which was made one of the attractive features of the 
building by laying Insulux glass blocks two wide up each side 
of the door frame. The former entrance opening now contains 
an Andersen casement window with reglex glass to keep out sun 
in the forenoon and eliminate glare. Insulux blocks have 
replaced a large plate glass window in the office space, and have 
proved very satisfactory in deadening the noise of traffic which 


“ 


AE 


% 


With the completion of interior modernization, the office 
furniture was badly out of tune so was replaced by Amer- 
ican walnut desks and chairs 
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roars past constantly on U. S. Route 66, in diffusing light, and 
lessening visual distraction. 

Formerly the walls of the office consisted of three feet of fir 
paneling on the bottom with sheetrock continuing to the ceiling. 
Now, Mengel-Bord faced with American walnut forms a 54-inch 
wainscoting, and the wallboard above has been given a rough 
texture and painted a mellow blue. The Nu-Wood ceiling in 
the entire building was covered with white Luminall which 
brightens it like new. The wainscoting was finished with 
applications of Rez, shellac, a gloss varnish, and finally a special 
varnish which dries to a satin-like surface. 

While this remodeling work was progressing, it became clear 
that the old counters and desks were going to look ludicrous 
and spoil the entire effect, so they were thrown out. Stream- 
lined counters with tops of dark blue linoleum, fronts in lighter 
blue linoleum, and chrome edging were installed. The cabinets 
beneath the counters have doors and drawers of five-ply, thir- 
teen-sixteenths plywood faced with American walnut and fitted 
with hardware like that on the three new walnut desks. The 
handles on the cabinet doors and drawers were secured from 





The under-counter cabinets are five-ply plywood faced with 
Arierican walnut in keeping with the wainscoting and newly 
purchased desks and chairs 
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the obliging desk manufacturer. Toe- 
room was left at the base of the counters 
to eliminate fatigue to employees’ backs 
while they are using counter machines. 

The lighting fixtures looked like a first 
cousin to a kerosene lamp by this time, 
so an engineer from the Public Service 
Co. was called in to write proper speci- 
fications. As may be seen in an accom- 
panying picture, the office is now illu- 
minated with indirect light which has 
three stages of wattage. Plans are being 
made to install colored lights behind the 
large glass block window and the Insulux 
panels on each side of the entrance to at- 
tract attention to the yard at night. 


COMMUNICATING EQUIPMENT 
USEFUL 


The Leatty company is another lum- 
ber yard which has found it advantageous 
to install a communicating system be- 
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Ward Loeffler is 
proud of the remod- 
eled office with its 
large window of 
glass blocks and 
other features. A 
canopy roof is to be 
put over the door 


tween the office, sheds, mill and yard. 
There are four stations around the prem- 
ises, making conversation with a work- 
man a simple matter. When a yard em- 


Fred Johnson 
praised the ability 
of the cab-over-en- 
gine truck just 
bought. It is one of 
three new Chevro- 
lets put into service 
in past year 





ployee wishes to call the office, he uses a 
one, two, or three-ring signal depending 
upon the station from which he is calling, 
and a musical gong sounds near the man- 
ager’s desk. 

Since the office and display room have 
undergone a modernization program, a 
larger number of women have come to 
the yard either with their husbands or 
alone. Their enthusiasm over the beau- 
tiful room treatments possible with to- 
day’s materials has been clearly shown, 
and good prospects are coming to light 
daily. Several Andersen casement win- 
dow units have been sold because a sales- 
man was able to demonstrate the one in 
the office. Women particularly have been 
impressed by the fact that the outside of 
these windows can be washed from in- 
side the house, and because the installing 
of screens and storm sash is a simple mat- 
ter and takes but a jiffy. 





SPA Announces Silver Anniversary Program 


NEw OrveANs, La., March 18.—Lumber 
manufacturers from all Southern States and 
irom various other regions of the country, to- 
gether with representatives of other Southern 
industries, have indicated their intention to at- 
tend and participate in the twenty-fifth annual 
meeting of subscribers to the Southern Pine 
Association here, March 27, 28, and 29, accord- 
ing to H. C. Berckes, secretary-manager, in an- 
nouncing the program for the “Silver Anni- 
versary” meeting of the pine manufacturers. 

Mr. Berckes predicted that this meeting will 
be one of the most important ever held by the 
Southern pine industry, in view of the many 
matters of vital concern which will be consid- 
ered and acted upon during the three-days’ de- 
liberations. The subjects for consideration in- 
clude plans for accomplishing the changes in 
the set-up for grading, inspection and grade- 
marking activities in the industry as required 
under the consent decree entered into by the 
SPA in Federal court, here, recently; report on 
the past year’s activities, and opportunities for 
the industry for the coming twelve months; 
discussion and action on the report of the spe- 
cial “fact-finding” committee appointed to make 
a survey in important lumber consuming mar- 
kets with the object of collecting information 
to assist in improving Southern pine marketing 
methods; consideration of the association’s 


trade promotion program for the coming year; 
discussion of various aspects of forest conser- 
vation, which will be participated in by Federal 
and State foresters and private timberland own- 
ers, and discussion of legislation affecting the 
industry. There also will be appropriate cere- 
monies commemorating the quarter century an- 
niversary of the association. 

Among the speakers of national reputation 
who will address the lumbermen’s gathering, 
will be Clayton Rand of Gulfport, Miss., edi- 
tor and columnist, who will speak on important 
trends in the political, Governmental and social 
affairs of the country. 

The forenoon of March 27, will be occupied 
with a session of the board of directors and 
a meeting of the transportation committee, and 
the afternoon will be devoted to a general ses- 
sion of subscribers, when President P. A. 
Bloomer, of Fisher, La., and Secretary-Man- 
ager Berckes will report on the association’s 
activities of the past year and discuss oppor- 
tunities. for the industry during the coming 
year. Also at this session, J. H. Crooker, of 
Washington, general counsel for the SPA, will 
describe the limitations of the consent decree 
entered into by the association, and will ex- 
plain its effects on the manufacturers’ activities. 


Nominations for officers and directors from the 
various Southern States for the ensuing year 
will be made at the close of the afternoon ses- 
sion. 

Election of officers and directors will take 
place the morning of March 28, followed by a 
session of the advertising and trade extension 
committee, with O. N. Cloud, chairman, 
Shreveport, La., presiding. This session will 
be devoted to consideration of the “fact-finding” 
committee report and other trade promotion 
matters. At noon luncheon on March 28, the 
newly-elected board of directors will hold a 
meeting and transact business of the associa- 
tion, and in the afternoon there will be a gen- 
eral session of manufacturers devoted to forest 
conservation, under auspices of the conserva- 
tion committee, with H. M. Seaman, chairman, 
Houston, Tex., presiding. 

On the morning of March 29, there will be 
a session of the Southern Pine Industry Com- 
mittee, with Chairman C. C. Sheppard, Clarks, 
La., presiding, and this will be followed by an 
industry wide meeting of Southern pine manu- 
facturers to discuss the terms of. the consent 
decree and to take preliminary steps for estab- 
lishment of the autonomous Southern Pine In- 
spection Bureau, which in the future will have 
charge of grading, inspection and grade-mark- 
ing activities of the industry. 
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Farco, N. D., March 
18. — The thirty-third 
annual convention of the 
North Dakota Retail 
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Lumbermen’s Associa- 
tion was held, here, 
March 12, and 13. Mayor F. O. Olsen, Fargo, 
who has addressed many similar meetings, 
appeared before the convention and touched 
upon the trying period which all business 


organizations are now going through. He com- 
mented on the fact that prospects for the build- 
ing industry are seemingly bright. There was 
a record attendance of 375 dealers and salesmen 
at the meeting and all exhibit space was filled. 

Ward D. Briggs, president of the association, 
stated that dealers are entering 1940, with in- 
dustry operating at a faster pace for the season 
than at any time during the past ten years; 
that there is no indication of accumulated inven- 
tories at the mills, and that the brightest spot 
in the picture is the present and prospective 
consumer demand. He advised, however, that 
the lumber business is changing rapidly and 
that each dealer must predicate his sales prog- 
ress and management on a sound basis of study 
of the developments in the field of modern 
homes and farm buildings. 


Value of Association Work 


In conclusion, President Briggs dealt with the 
value of association work for the individual 
dealer, particularly in keeping him informed 
of new and improved methods of handling vari- 
ous problems, and intelligently promoting legis- 
lation which affects him. “1940 will be a good 
year for the lumber dealer who has the ambi- 
tion to work and to take advantage of the many 
dealer helps,” he said. 


The following officers and directors were 
elected for the ensuing year: 

President—T. H. Ferber, Salzer Lumber Co., 
Oakes. 

Vice president—Henry Klein, Henry Klein 
Lumber Co., Bismarck. 

Secretary—John Alsop, secretary, 
Lumber Co., Fargo (re-elected). 

Treasurer—A. M. Dammen, manager, Cen- 
tral Lumber Co., Fargo (re-elected). 

Directors — Ward Briggs, Crane-Johnson 
Co., Fargo; G. H. Patterson, Patterson Lum- 
ber Co., Rugby; and Ed Buchanan, Buchanan 
Lumber Co., Hunter. 


R. E. Saberson, Weyerhaeuser Sales Co., St. 
Paul, Minn., one of the convention’s principal 
speakers, offered the opinion that, as rich as 
the new home market is, it isn’t one, two, three, 
compared with the repairing and remodeling 
demand which has grown to such immense pro- 
portions—including practically every existing 
piece of real property. He particularly men- 
tioned the necessity of revamping existing farm 
structures to meet changing farm conditions. 
“We have markets, materials and money to carry 
out the job—as well as a modern method of 
instalment selling, but, in many instances, deal- 
ers are handicapped because of the lack of, or 
lack of appreciation of the value of, salesman- 
ship,” he said. 

“Instalment selling has become the American 
method of doing business, and if the lumber 
dealer is to succeed he must gear his selling 
policy to the buying habits of the people in his 


Interior 
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community. Very few sales are self-starting,” 
he observed, “and the dealer must plant a 
thought, encourage its growth, and follow it 
through until he is able to turn it into a sale. 
Lack of this policy constitutes the weakness in 
most lumber yards today. Lack of advertising 
and lack of salesmanship aided considerably in 
pushing 10,000 lumber dealers out of business 
from 1926 to 1934. Some 5,000 of these were 


* replaced, but unfortunately many of the new 


yards were the so-called price yards, carrying 
a small assortment of inferior materials.” 


Need for Better Selling 


He gave several instances of yards which are 
succeeding because of better lumber merchandis- 
ing, advertising and salesmanship. “The most 
encouraging thing in our industry today is the 
awakening of the dealer to the need for better 
selling. However, I have never quite been able 
to make up my mind as to what line of reason- 
ing prompts a dealer to buy a new delivery 
truck to haul a small amount of lumber several 
miles, and sell it for cost, while he hesitates 
before buying a proved course in salesmanship, 
and this at a small cost, which would teach his 
entire organization how to sell lumber or any 
other building material at a profit,” he con- 
cluded. 

B. E. Urheim, secretary of the Northwestern 
Retail Coal Dealers’ Association, in discussing, 
“Why a Federal Subsidy for Natural Gas In- 
dustry to Compete With Your Business?” stated 
that his association, representing several thou- 
sand retail coal dealers in Minnesota, North 
and South Dakota, Nebraska, and Iowa, had 
for the past year and one-half watched develop- 
ments in connection with attempts on the part 
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of several natural gas pipe line companies to 
secure RFC loans to finance the laying of pipe 
lines in this territory. “The tonnage of coal 
displaced by natural gas pipe lines of the magni- 
tude of the one proposed by the Kansas Pipe 
Line & Gas Co.,” he said, “would have a dis- 
astrous effect on the coal industry, railroads and 
labor. If the construction were feasible and 
economically sound, private capital could easily 
be interested.” The association went on record 
as opposing the granting of Federal funds for 
this purpose. 


March 23, 1940 


North Dakota Dealers Tol 
Salesmanship Is Prime Nee 


"Defeatism" Must Go 


Dr. Frank L. Eversull, president of the North 
Dakota Agricultural College, Fargo, touched 
on the “terrific ten years,’ just experienced in 
North Dakota, which have brought economic 
depression, drought, and grasshoppers. He 
offered the opinion that defeatism had tinged 
the thinking of many people in the State, and 
their unwholesome attitude has made them satis- 
fied with mediocrity. He urged that the mem- 
bers do their part, individually and collectively, 
to obliterate defeatism. Lumber dealers, accord- 
ing to Dr. Eversull, should recognize the im- 
portance of selling service instead of just lum- 
ber; should accept social responsibility ; and do 
their part toward the preservation of American 
dernocracy. 

John Gray, Bismarck, North Dakota tax com- 
missioner, spoke briefly on the new State Law 
governing assessments. W. A. Heley, Fergus 
Falls, Minn., told of his experiences in handling 
native Minnesota lumber. He said that it could 
be made to pay profits if handled in the right 
manner and recommended for proper uses, and 
denied that its sale interfered with the mer- 
chandising of other lumber. 


Ormie C. Lance, Minneapolis, secretary of 
the Northwestern Lumbermen’s Association, 
“paid his annual visit to the North Dakota deal- 
ers,’ and warned against price-cutting as harm- 
ful to both the dealer and the consumer. “This 
competition must be met by showing the con- 
sumer that ‘all is not gold that glitters,” he 
said. “A well-built house costs more to build 
than a jerry-built structure, but the upkeep on 
the well-built house is neglible, while on the 
other type it is terrific,” he declared, in advis- 
ing all dealers to stress quality materials. 


"The Lighter Side" 


A session, which marked the revival of Hoo- 
Hoo in North Dakota, was held at the Elks on 
the afternoon of March 12, following the con- 
vention session. The following “kittens” were 
initiated: Earl Williams, Frank Peterson, Roy 
Peterson, Fred Erickson, Myron Renser, Dan 
Opperman, Andy Hvidston, John Alsop, Lester 
Feiring, Arlen Schultz, S. B. Arnquist and 
Chris Hilleboe, all of Fargo; W. H. McClin- 
tock, Wahpeton; Robert Zentgraf, Larimore; 
Chris Roholt, Mayville; Rex Ressler, Bis- 
marck; and Tyler Curtis, Moorhead, Minn. 
Officers serving for this concatenation were: 
Snark, John Glenn, Fargo; Senior Hoo-Hoo, 
Frank Probst, Fargo; Junior Hoo-Hoo, Ormie 
Lance, Minneapolis ; Bojun, Robert Bardwell, 
Fargo; Jabberwock, T. T. Jones, Minneapolis; 
Scrivenoter, Roger Snyder, Fargo; Custocatian, 
Tom Partridge, Fargo; Arcanoper, Cc. & 
Daley, Fargo; Gurdon, H. L. Taylor, Fargo: 
and international secretary, W. M. Wattson, 
Minneapolis. 

North Dakota dealers entertained manufac- 
turers, wholesalers and sales representatives at 
a stag party, on the evening of March 12, with 
Secretary John Alsop in. charge. The ‘sales- 
men’s banquet on the following evening, the 
twenty-sixth to be held, had as toastmaster, 
Walter Murfin, Murfin & Trace, Fargo, who 
served in the absence of U. L. E. Godwin, 
Fargo, who, for the past twenty-five years, has 
acted as toastmaster at such affairs, but was 
not sufficiently recovered from a recent illness 
and could not be present. Those assisting Mr. 
Murfin on the various committees included E. 
W. Clark, Tom Partridge, Frank Probst, H. L. 
Taylor, Dan Opperman, A. R. Trace, Harry 
Byfield, Henry Larson, and Earl Williams. 
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South Dakotans Endorse Train- 
ing of Salesmen and Cra 


Sioux Fa tts, S. D., March 18.—The twenty- 
third annual convention of the South Dakota 
Retail Lumbermen’s Association, here, March 
5 and 6, attracted a record registration of 896 
persons. It was voted to return to Sioux Falls 
next year for the annual meeting which will 
be held March 5, and 6, 1941. 


The following officers and directors were 
chosen for the ensuing year : 
President—Peter Wick, Dell Rapids, (re- 


elected) 

Vice president—D. W. Golthwaite, Yankton 

Secretary-treasurer—Hiram G. Ross, Sioux 
Falls, (re-elected) 

Directors—W. M. Barton, Vermillion. (Con- 
tinuing directors) L. D. Roberts, Rapid City; 
W. J. MacLean, Mitchell; A. E. Munck, Pierre, 
and C. J. Root, Madison. 


Convention entertainment was provided by 
the Tri-State Association of Building Material 
& Coal Salesmen, who elected new officers and 


Amemcanfiumberman 


Weber, Miller. Other convention committees 
included: Auditing—L. H. Blegen, Madison, 
chairman; Herbert Schoeneman, Sioux Falls; 
Frank Henrich, Lennox; Ivar Skyberg, Can- 
ton. Nominating—C. H. Entsminger, Chamber- 
lain, chairman; J. H. Chapin, Winfred; and 
John Knecht, Rapid City. 


"Secure Public Confidence" 


The forenoon of March 5 was devoted to 
registration at the Coliseum and inspection of 
exhibits. The initial business sessions got under 
way that afternoon to hear President Wick re- 
plying to what he charged is a muck-raking 
campaign against the building industry. “So 
far, no charges have either been made or proved 
against lumber dealers, yet blanket articles, 
given national circulation, are read by laymen, 
who, in turn, picture our yards in the same 
light as the activities actually being investigated 
by the Department of Justice. Let us lose no 
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directors, including Lot Armin, Sioux Falls, 
president; Neil Annis, Huron, vice president, 
and Pat Ryan, Sioux Falls, director. 


Resolutions 


_Among the resolutions adopted at the meet- 
ing were expressions of sympathy to the fam- 
ilies of members who died during the past year 
—George A. Liebenstein, C. E. McGowan 
lumber Co., Milbank; and Peter Reding, 
lhompson Yards (Inc.), Marion; commenda- 
tion of the FHA; pledging of support to the 
National Retail Lumber Dealers’ Association 
in its Tested Selling Methods program; favor- 
ing the training of building tradesmen and 
lumber yard managers by trade schools, col- 
leges, etc., to fill the gap in skilled labor; con- 
demning high real estate taxes; and endorsing 
the use of paper sacks for cement and elimina- 
tion of the price differential. 

Serving on the resolutions committee were: 
Max Nobis, Mitchell, chairman; John S. Tut- 
hill, Sioux Falls; Walter Lowthian, Milbank ; 
|. P. Johnson, Brookings; Ruben Haar, 
Marion; Don Knecht, Rapid City; and F. J. 


opportunity to take the people into our con- 
fidence” he urged, ‘and sell them on the idea 
that we are a group of businessmen, contribut- 
ing in no small measure to the building up 
of the country, and asking nothing but a fair 
return for our efforts.” In closing, President 
Wick warned against the use of cheaper grades 
of lumber not suited for specific building pur- 
poses. He also commented on the fact that dur- 
ing the last ten years there had been a shrink- 
age in the number of yards operating in South 
Dakota—160 less in existence now than in 1929. 

L. R. Girton, Sioux Falls, president of the 
Northwestern Retail Coal Dealers’ Association, 
spoke informally on little known facts about 
the coal industry. He pointed out that this 
industry employs directly one-half million per- 
sons, accounting for a probable income of 
$1,500,000,000 annually. 

D. J. Fouquette, Minneapolis, regional FHA 
director discussed the FHA’s 1940 program, 
which lays emphasis on housing in the moderate 
cost field. “What we want to do is to restore 
the small home to the place it rightfully de- 
serves,” he said, “with necessity and good taste 
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population. We = are 
not relaxing our vigi- 
lance as to property 
standards and construction requirements, as we 
do not want to build up a volume business at 
the expense of creating new slums and blighted 
areas.” 

Ormie C. Lance, Minneapolis, secretary of 
the Northwestern Lumbermen’s Association, re- 
viewed current and proposed legislation, cover- 
ing lien laws, sales tax, employment tax, and 
other matters. 





“Accommodate Feminine Custome:;'' 


The concluding business session was held on 
the afternoon of March 6, with the feature ad- 
dress by Otto Lieber, Jr., Neenah, Wis. Mr. 
Lieber urged dealers to keep abreast of the 
times, by aggressively seeking business, instead 
of waiting for it to be brought to them by 
contractors. “Make your places of business 
more like department stores for the convenience 
of customers who come to shop for home im- 
provements,” he said. “Prepare to accommo- 
date feminine customers because they dictate 
most of the business of purchasing; make your 
business a one-stop building headquarters, fully 
equipped as to home planning and financing. 
Advertised products are the easiest to sell,” he 
concluded. 

The convention dance was held at the Coli- 
seum on the evening of March 5, and the an- 
nual show was staged there on the evening of 
March 6, attended by 2,500 persons. A ladies’ 
hanquet was held on the evening of March 6. 





California Firm Representing 
Philippine Band Mill 


SAn Francisco, CALiF., March 16,—The 
Barg Lumber Co., 16 California St., here, im- 
porters and exporters, recently announced that 
the Valderrama Lumber Manufacturers (Inc.), 
Victorias, Occidental Negros, Philippine 
Islands, has appointed the company as exclusive 
United States agents. The Philippine manufac- 
turer operates a new all-electric band mill, en- 
abling the Barg Lumber Co. to supply Philip- 
pine hardwoods, specializing in red and white 
Lauan and Apitong. The Philippine mill’s pro- 
duction runs very strongly to dark red Lauan 
and Apitong of fine even medium texture, soft 
enough for good working qualities, and vet 
hard enough to take a fine finish. 





Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
revenue freight loadings for the two weeks 
ended March 9 totaled 1,255,407 cars, showing 
an increase of 52,451 cars above the amount 
for the two weeks ended Feb. 24. Forest prod- 
ucts loadings of 63,833 cars show an increase 
of 3,155 cars above the amount for the two 
weeks ended Feb. 24. 
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THESE DEALERS SELL STOKERS 


From lumber to coal to stokers is as much a natural for lum- 
ber dealers as Tinker to Evers to Chance was a natural in base- 
ball. 

A foremost authority, whose job it is to keep coal sales going 
up, states the reason: “A coal stoker is dependent upon the 
heating plant for its efficiency, and the efficiency of the heating 
plant is dependent on the construction of the house and whether 
or not insulation is present. You can’t expect to get low cost 
heat by putting a stoker in a corn crib.” 

Every time the lumber dealer sells insulating materials he is 
making the automatic heating installation job that much easier 
for some stoker salesman. Every time a stoker is sold, the job of 
selling coal heat is made that much easier for some lumber 
dealer with a coal yard. So the question is, inasmuch as the 
lumber dealer sells the materials for the house that makes the 
stoker effective—and also sells the fuel the stoker handles—why 
not also sell the stoker and cash-in in the middle as well as at 
both ends? 

The answer is, of course, that many lumber dealers handling 
coal are selling stokers and stoker coal, to keep up and increase 
their fuel sales volume. They are handling stokers in spite of 
competition from other fuels and, to get to the nub of the 
problem, in spite of competition from stoker organizations set 
up to do nothing else. 

Sales organization problems, technical, installation and serv- 
icing problems have been of such importance in the sale of stok- 
ers that they have caused many lumber dealers to shy away 
from this additional and normal source of revenue. Lumber 


dealers who have taken an interest in the field, or who have 
been forced into selling stokers to keep up their coal tonnage, 
have successfully developed almost as many ways to get around 
those organization problems as there are stokers. 

Many lumber dealers have found it advantageous to give 
themselves the training necessary to selling the stoker, but to 
employ some man outside the company to do the installing and 
servicing. This situation obtains particularly in small towns. 





The Importance of Insuring 
Your Coal Business 











Frank Flood, manager of Doyon Rayne Lumber Co., has 
been doing a fine job with stokers in Delavan, Wis., a town of 
3300 population. One man looks after the stoker business but 
in no sense of the word canvasses for the business. This same 
man also works on prospects for other types of business in the 
lumber field. An electrician in the town makes the stoker instal- 
lations and service calls for appropriate fees worked out for each 
type of call. 

“Good coal is the most important factor in selling stokers,” 
stated Frank Flood. “We use it as a selling point for selling 
fuel with the stoker. For example: the customer knows that if 
we sell him a stoker and the fuel for it, we have no comeback 
if he runs into trouble. Either the stoker or the fuel is to blame 
and we have to do something about it. Because he reasons this 
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Left: A stoker installation of the type Frank Flood, 
manager of Doyon Rayne Lumber Co., Delavan, Wis., 
is selling, by means of floor display and newspaper 
advertising. Local stokers use 1,000 tons of coal a 
year from the Doyon Rayne Lumber Company 


way, and we take care to reason it out for him if he doesn’t, 
he is inclined to buy the stoker from us, while at the same time 
he is equally inclined, for the same reasons, to buy his coal from 
us. 
“Only once have we ever run into trouble because we were 
on the spot from two sides. A prominent man whom we had 
dealt with for years died one morning and the next day the 
stoker we had sold him began to give trouble. The fire would 
go out every hour or two. Our electrician went out to locate 
the trouble and stated the stoker worked all right. We had sold 
him the coal and knew that it was all right. So we sent for an 
expert from the factory to look over the stoker. He tame, 
looked, and returned from the customer’s home with the in- 
formation that it was the: coal that was causing the trouble. 
We felt like making the expert eat his words, but we went 
along to the customer’s house. It was the coal, all right. We 
knew it the minute we looked at it. 





Is Your Coal Business Getting More 
Important—or Less Important—Why? 











“There was only one thing to do: take the coal out of the 
bin—no mean job in a bin designed for a bin-fed stoker—and 
put in the coal that would work. ‘It puzzles us,’ we told the 
widow, ‘how that coal got in there. We can’t remember ever 
buying coal like that. But we'll take it out and put the right 
kind in.’ 

““T don’t see why you should take it out,’ she said. ‘Last 
fall we decided to split up our coal business, maybe this is the 
other company’s coal.’ 

“*Then why didn’t you have trouble until now? 

“Maybe your coal was on the bottom,’ the stoker expert sug- 
gested, ‘and the other coal has just started feeding into the 
furnace.’ 

“*That’s right,’ admitted the widow. ‘It was.’ 

“Well, the widow had had enough trouble, so I went to my 
competitor, explained the situation, and offered two of my men 
to help his men take out the coal. Our coal went into that home 
and there has been no shopping around for coal at that place 
since. 

“You see we have our own oil treating system and we don’t 
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Right: Stoker dis- 
played by Skandia 
Coal & Lumber Co., 
Rockford, Ill. Above: 
The lumber com- 
pany's display room 


advocate a cheap coal for stokers. We sell a good grade of coal, 
and we’re able to sell it because if the customer doesn’t buy 
what we recommend he can’t come back to us when the coal 
doesn’t work. 


“The stokers we have sold use close to 1000 tons of stoker 
coal a year. I estimate that 70 percent of those stoker cus- 
tomers would have turned to gas or oil heat if we hadn’t had 
stokers to give them automatic heat. I’ve never had a stoker 
taken out by an oil or gas heat man. But I have replaced oil 
burners with stokers. If you get started with the stokers ahead 
of the oil and gas burner people you'll beat them and keep your 
coal business.” é 


Frank Flood got started in the business when one of his cus- 
tomers wanted him to get a stoker for him. He got it, and for 
a few days prior to installation it stood on the display room 
floor. Frank Flood sold six stokers before the first stoker was 
moved off the floor, and had inquiries from three more pros- 
pects. 

That’s how he got started. He uses the same system now. 


Left: A coal stoker of the hopper type installed in a 
farm house (above) by the Geneva Lumber & Builders 





Supply Co., Geneva, Ill. Stokers retain customers 
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A stoker is ordered for a customer early in the fall and this 
first sale is placed on display until it has to be installed. There 
is not room for a stoker on the floor all year around. While the 
stoker is on display he advertises in the local papers. 

“But the best advertisement,” stated Mr. Flood, “is the sat- 
isfied user. Over a bridge game people start talking about 
heating and the satisfied user makes a new prospect for us. We 
don’t have to canvass in a small town. We know all the prospects 
who own homes and have a large enough income to afford a 
stoker. We don’t stress heat cost savings. We tell them that if 
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Since January |, 1933, stoker coal tonnage has increased from 

3,880,000 tons used in one year to 17,225,000 tons—the figure 

available July |, 1939. With the trend accelerated toward auto- 
matic heat, the stoker means more business for dealers 
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they realize 10 percent a year on their investment of, say $250, 
they have made a good investment. 

“As far as servicing is concerned—out of thirty stokers you'll 
only find two or three chronic trouble makers and they make 
trouble because the owners don’t operate them properly. The 
cost of servicing is more than made up in the difference between 
ordinary coal and stoker coal. With ordinary coal you have 
a loss on your screenings, but you have no loss on stoker coal, 
so you can afford to lose some time on servicing.” 

Frank Flood meets competition by stocking two different 
makes of stokers. One, a low price stoker that he advertises, 
and another, a very fine stoker that he, more often than not, 
sells. 

Skandia Coal and Lumber Co., Rockford, Ill., is getting 
away from having a stoker organization within the company 
by accepting an offer made by two young roofing contractors. 
These two young men wanted to sell stokers during their slack 
winter season. The Skandia Coal and Lumber Company opened 
its show room to them and took on an agency. The young 
roofing contractors are digging up the leads and doing the active 
selling, although the force in the lumber office will show the 
model on display. As this lumber company is in a community 
where a great deal of coke is used, the stoker they display will 
handle coke as well as coal. 





How Lumber Dealers Sell Stokers 





Without a Costly Organization 











H. T. Hultberg of the Skandia Coal and Lumber Company 
states that in his opinion “a dealer in a town of 10,000 popula- 
tion or less, who does not handle stokers is making a mistake. 
All industries, apartment buildings, and laundries, as well as 
homes, are markets for stokers if they do not have them.” 

H. W. Chadwick of the Monroe Lumber and Fuel Co., is 
selling anthracite stokers in Monroe, Wis. In this town of 
5,000 he uses no force outside of himself and his employees. 
With him the sale of stokers is a sideline and a protection for 
his coal business. 

A former manager of the Geneva Lumber and Builders 
Supply Co., Geneva, IIl., at first tried specialty salesmen for 
the development of his stoker business, but he decided that 
it was far better to train himself in the business than to spend 
money training an employee who was not connected with the 
lumber business. He did the selling of the stoker and had an 
electrician in the town handle the installation and the servicing 
with a set fee for each call. In his opinion, the right kind of an 
ambitious driver could be schooled in the selling of stokers and 
be of great assistance. 

The Denny Lumber Co., Middletown, Ohio, not only sells 
stokers, but heating plants as well. They write: 

“Our total units sold in 1938 were 64. This was comprised 
of new furnaces and add on blowers and stokers. Total sales 
were $22,600. 

“This year we have sold 49 units to date. Total sales $15,400. 
We believe our sales will be about $4,000 short of last year. 

“We depend a great deal upon getting new house work, and 
since there are fewer large homes and more smaller homes 
being built this year, and our overhead prohibits our selling this 
type job, we feel that lower sales will result. 

“The public, as a whole, is taking more and more to stokers. 
Last year we sold only two, while this year we have sold six 
to date. We did no advertising last year at all, but this year 
we started newspaper advertising on Nov. 15.” 

The Lieber Lumber & Millwork Co., Neenah, Wis., has one 
man who was employed solely to make door to door canvasses 
for prospects that might be developed into customers for vari- 
ous kinds of building material and building improvements. 
Later, he was allowed to sell paint, and now sells and installs 
stokers. Thus, this man does direct selling only as a 
side line, leaving the bulk of direct selling to the regular sales 
force. His primary job is to get leads or prospects, but now 
he also sells, installs and services stokers. 
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New Yard 
ls Among 


the Best in 
Texas 


To the many fine, modern, lumber and 
building material stores already dotting 
the Lone Star State, there was added an- 
other, a few weeks ago, by the completion 
of the new retail plant of the W. F. & 
J. F. Barnes Lumber Co., at Marlin, 
Tex., which was formally opened with a 
gala celebration on Jan. 13. A glance at 
the pictures on this page, showing exte- 
rior and interior aspects of the new plant, 
will show that the complimentary state- 





ments made regarding it are not over- 
drawn. 

This is a complete building material 
store, stocking practically everything 
needed for construction and equipment of 
the modern home, or other structure. 


















The Barnes sales room as it appeared on opening day 


Everything offered for sale by the com- 
pany is stored under cover, and all mate- 
rials are loaded for transfer to the pur- 
chaser right in the building. One of the 
accompanying views shows the main 
driveway with convenient loading plat- 
form, well guarded walkways at the sec- 
ond deck, enclosed storage rooms for 
certain materials, and other interesting 
details of construction. 

The display and sales room, shown in 
another photograph, will compare favor- 
ably with retail stores of similar scope in 
any line of business. 


GRAND OPENING IS HELD 


The grand opening was attended by no 
less than 3,000 people, among them 25 
or more representatives of major allied 
industries from far and near. Executives 
of the company from the general offices 
at Waco, as well as local managers of 17 
or more of the company’s yards, also were 
in attendance. The local manager, O. O. 
Smith and his associates, of course, were 
on hand to greet the visitors and show 
them about the new plant. The local daily 
newspaper was well filled with congratu- 
latory messages from manufacturers laud- 
ing the enterprise of the Barnes com- 
pany, as expressed by the splendid new 
unit here described. 





The new plant is an example of careful planning, and of first class construction 
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Viewing the Pattern of Things to Come 


Here are excerpts from an excellent ad- 
dress recently delivered by Kenneth 
Smith, secretary Lumber and Allied 
Products Institute, Inc., Los Angeles, 
Calif. 

The retail lumber business is now in 
various stages of evolution from the orig- 
inal lumber “yard” offering only lumber 
and rendering no service except place 
utility. Outside of metropolitan areas it 
has already become a retail building ma- 
terial business with a further refinement 
(achieved long since by many born finan- 
ciers and merchants) into the “building 
headquarters” of the community, contact- 
ing the consumer direct, selling the 
“package’’—either a home or remodeling 
job—and_ controlling the transaction 
(without, except rarely, actually becom- 
ing the contractor). That trend has been 
tremendously accelerated since install- 
ment selling was made readily available 


by FHA, and is definitely the pattern of 
things to come for dealers removed from 
metropolitan centers. The so-called coun- 
try dealer has always been closer to his 
trade and a better merchant than his city 
contemporary, anyway, and has long 
pioneered direct selling to consumers. 
i a. 


In metropolitan centers (which is the 
problem we must analyze) four types of 
selling and three general types of dealers 
are emerging as the pattern of the future. 
There will be, and there is plenty of room 
for, the “merchant” just described, oper- 
ating in a section of the metropolis (or 
even on a city-wide scale), but to do so 
successfully against the speculative 
builder will require exceptional resource- 
fulness, selling ability and courage, plus 
organized system and tested technique. 
Those who can do it will be rewarded by 








suggestions to prospective builders. 





Timely Tip for Dealers 


An attention-getting outdoor display of building sundries is that of the 
Crowe Building Material Co., San Bernardino, Calif., shown in the photo- 
graph here reproduced. Close to the high woven-wire fence that surrounds 
the yard of this company are stepped-up shelves, on which are placed the 
lighter materials to be shown, with some heavier ones, such as tile, brick, 
etc. piled at the base, the whole display surmounted by a clock, leading up 
naturally to the suggestion, “It’s Time to Build or Remodel.” The items 
constituting the display are changed at frequent intervals, to offer new 
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a much greater profit per dollar of sales 
and per dollar of investment than the 
dealer who elects to become the “whole- 
saler” type next described. 


* * x 


A group of dealers in every metropolis 
will go back (are already doing it, of 
course) to the original “yard” type, ren- 
dering little service beyond place utility, 
catering to quantity buyers on price with 
an absolute minimum of sales and yarding 
expenses. Big plants which have become 
white elephants, are too unwieldy, or 
which lack the exceptional merchandising 
minded personnel required to shift over 
successfully to direct consumer selling, 
have little choice other than to cut out 
unprofitable free services, and unprofit- 
able lines of merchandise, reduce over- 
head to a minimum, eschew detail milling 
and small complicated orders, concen- 
trate on lumber sold as bought, and as 
nearly as possible in round lots requiring 
a very minimum of handling. In other 
words, running a “wholesale” or “ware- 
house” type of business on the very nar- 
row margin that always accompanies that 
type of operation in any staple business. 


* *K * 


These changes will not come about 
overnight. What I am pointing out is 
the trend, as I see it. It will be accel- 
erated, or held back, in this market, to 
the degree that men with substantial in- 
vestments either deliberately revamp 
their organization and move as rap- 
idly as they can toward becoming 
either “merchant” or “wholesaler” ; or de- 
liberately buck the trend. For instance, 
the present situation could be very nearly 
frozen for an indefinite period of time if 
practically all the substantial investments 
were minded to submit to the rigid regi- 
mentation entailed and use the Unfair 
Practices Act, because it would then be 
possible, not to make large profits, but 
to recover the present cost of operation. 
Likewise, any individual can freeze his 
own present method of operation as long 
as he is willing to work for nothing, or 
take losses. 

. #2 

I know that many of you who have 
spent a lifetime selling to contractors, 
and made money at it, will disagree and 
go right on losing money trying to re- 
cover the 23 to 25 percent of gross sales 
to which your costs have now mounted by 
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reason of a multiplicity of free services, 
increased labor and taxes, excessive in- 
vestment in plant and equipment and 
wholly unwarranted sales costs. How- 
ever, when 15 percent of the contractors 
(being those who build five or more 
houses per year) are building 63 percent 
of all the houses, I do not believe you 
will be able to compete successfully with 
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the “wholesaler” who can operate at a 
cost to himself of 15 percent or less on 
gross sales. Nor will the small contrac- 
tor be able to compete successfully with 
the “merchant” type of dealer. 

Any or all of you can buck the trend. 
Maybe you can buck it and keep even. 
That depends upon your resourcefulness, 
upon volume available, upon the degree 
of co-operation between dealers, upon 
effort of manufacturers to promote new 
business, and upon a lot of other things 
you can think of as well as I. But no 
man ever made much profit bucking the 


tide. 
* * x 


This 1940 decade will witness this 
market go over to dry framing (largely 
pre-cut), will see “use name” grades dis- 
place the present grading nomenclature 
and descriptions for construction lumber 
(if not also for industrial trade), will 
bring salt seasoned timbers into common 
use and thereby tremendously increase 
the market for structural timber. Lam- 
inated construction, not only of heavy 
members of trusses, for which it is 
already being used, but even laminated 
house framing, will be with you. Airplane 
manufacturers will be using it again, be- 
lieve it or not. All of which is added 
reason why men with substantial invest- 
ments in our business, who wish to make 
money, or even in many cases, to survive, 
must adapt themselves to the pattern of 
things to come. 





Forest Resources oF West CENTRAL ALA- 
BAMA, by A. R. Spillers, associate forest econo- 
mist, a progress report by the Southern For- 
est Survey, has been issued by Southern For- 
est Experiment Station, New Orleans, La. Its 
50 pages include maps and charts showing for- 
est growth and drain, in relation to opportuni- 
ties for employment to supplement the dwin- 
dling ability of cotton to provide income. 


Amemcanfiunherman 
An Acre of Dirty Dishes 


A newspaper item asserts that “each 
year the average American housewife 
washes an acre of dirty dishes, and scrubs 
five miles of floors.” Probably the item 
should be headed “Interesting If True,” 
but anyway it spotlights the importance 
of so planning the kitchen as to save un- 


These kitchen units 
are products of the 
Acushnet Saw Mills 
Co., New Bedford, 
Mass., and are shown 
on display by the re- 
tail lumber depart- 
ment of that com- 
pany. They are stock 
items, and are sold in 
natural wood only 
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necessary labor. Installation of modern 
kitchen layouts and equipment in all new 
or remodeled homes should be the con- 
cern of lumber dealers, as well as of archi- 
tects and builders. The accompanying 
photograph shows a modern kitchen lay- 
out on display in a lumber dealer’s sales 
room. 





Riders Read About Homes and 
Buy Them 


The public in Tacoma, Wash., was re- 
cently acquainted with the fact that small 
houses can be purchased from the John 
Dower Lumber Co. with no down pay- 
ment and in installments of $17 a month 
over seven years. Tacomans were in- 
formed of this situation in an advertising 
medium not frequently used by lumber re- 


This is the card used in 

busses by a Tacoma, Wash.., 

lumber dealer to sell small 
houses 


tailers, the card which all users of motor 
coaches and street cars read as they ride. 
The company had used this method to ad- 
vertise smaller and less expensive mer- 
chandise so its executives decided to try it 
for selling homes. 

The card reproduced here was placed 
in busses of the city, and took 30 pros- 
pects into the Dower office. Five of this 
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number bought residences. The results 
were so favorable that the company plans 
to use more cards during the coming 
months. 

In commenting on the successful ven- 
ture E. M. Llewellyn, advertising man- 
ager of the lumber concern, said that the 
cards enabled the showing of houses in 
colorful and attractive settings which is 
helpful in attracting responsible people to 
new homes. 





Retail Firm Announces Another 
Step In "One Stop" Selling 


Selection of the Nassau-Suffolk Lum- 
ber & Supply Corporation to offer exclu- 
sive service on Long Island (N. Y.) for 
the “Better Living” house plans of 
Good Housekeeping magazine has been 
announced by H. H. Tinkham, president. 
Nassau-Suffolk has executive offices at 
Amityville, and has yards in nine Long 
Island communities, including Locust 
Valley, Huntington, Roslyn and West- 
bury. The firm is one of four chosen to 
perform this service in New York State, 
and the only one on Long Island. 

These plans will be the exclusive prop- 
erty of the Nassau-Suffolk Lumber & 
Supply Corporation, which will be ready 
to place all its facilities at the disposal 
oi home owners and builders contemplat- 
ing construction of homes along these 
lines. 

Mr. Tinkham stated that the plans and 
specifications for these homes are indica- 
tive of the ideas which the Nassau-Suf- 
folk Lumber & Supply Corporation has 
been working on during the past several 
years. One of the chief aims of the com- 
pany, he asserted, is to work in complete 
helpfulness to the home owner and 
builder, rendering every type of service 
required. 

He further declared that his organiza- 
tion is fully equipped to carry out every 
detail of this new branch of endeavor. 
“The One Stop, Complete Package for 
the Building Trades” has been the 
“punch-phrase” of progress in the organi- 





The Nassau-Suf- 
folk slogan “Buy With Assurance—The 
Dependable Way” has come to mean 


zation for some time. 


much to Long Island buyers. Mr. Tink- 
ham pointed out that present-day require- 
ments make necessary a clearing house 
for the many trades and professions 
involved in home-building. “One Stop” 
complete package service comprehends 
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planning by experts, building by qualified 
contractors under supervision of archi- 
tects, with financing arranged to suit the 
prospect’s income. A representative of 
the company will be at the disposal of 
prospective home owners by merely writ- 
ing the company or by a phone call to 
any of its offices. 





Ready-Made Ads Timed to 
Spring Building Season 


Wasuincton, D. C., March 18.—The March- 
April issue of “Lumber Merchandising News,” 
the seasonal catalog of ready-written newspaper 
advertisements for local use, has just been 
mailed to 15,000 dealers and 500. newspapers 
by the Joint Retail Service of the National 
Lumber Manufacturers Association and Na- 
tional Retail Lumber Dealers Association. This 
is the second edition of the newly reinstated 
bi-monthly service. The catalog contains more 
than forty advertisements timed and geared to 
the spring building season. These ads, which 
are available in either one, two, or three column 
width, appeal to the prospective home owner 
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ting is done either by the retail dealer 
or by the manufacturer. Thus the lumber 
is ready for installation. Detailed in- 
structions for erecting each building ac- 
company each set of blue print plans. As 
each piece of lumber is numbered, the 
building is easily and quickly assembled. 
The usual farm labor may be safely used 
in erecting the building ; with satisfactory 
results. Sample copies of the new booklet 
may be obtained without charge from the 
Southern Pine Association.” 





Old Fashioned House Trans- 
formed Into Attractive 
New Home 


On this page are two illustrations show- 
ing an old home before and after mod- 
ernization, reproduced from photographs 
sent in by C. L. Brosh, of the Montrose 
Lumber Co., Montrose, Colo., which su- 
pervised the job and furnished the ma- 
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fications, promote high standards, and_ better 
suitability of materials and workmanship and 
remove doubt and uncertainty from bidding, as 
well as establish better understanding between 
the home-owner and his dealer or builder. The 
specifications are complete from every type of 
foundation work on through to and including 
landscaping. 





Useful Information for Dealers 
Regarding Farm Electrification 


With the increasing electrification of 
farm operations it is desirable that rural 
lumber dealers, especially, should be 
posted on the subject, so that they can 
intelligently advise their farmer custom- 
ers with regard to layouts, outlets etc. for 
their buildings. Useful for the dealer’s 
reference library is a new farm wiring 
handbook of 28 pages and amply illus- 
trated, published recently by the appliance 
and merchandise department of the Gen- 
eral Electric Co., Bridgeport, Conn., and 
available on request addressed to that 


Old home at left was modernized by Montrose Lumber Co., Montrose, Colo., with result shown at right 


to buy now because of favorable costs, and to 
the present home owner to modernize and 
repair. 

The prepared ads may be obtained from the 
Joint Retail Service at nominal cost. 

Mats of fifteen attractive, low-cost houses 
and their plans are also included in this issue 
of “Lumber Merchandising News.” All the 
houses shown can be purchased on payments 
ranging between 50 cents and $1 per day. 





For Better Farm Buildings 


New Orteans, La., March 16.—‘Bet- 
ter Farm Buildings With Pre-Cut 
Southern Pine,” is the title of a new 
plan-book, of popular, modern farm 
structures just issued by the Southern 
Pine Association and now ready for dis- 
tribution. Designs of eleven different 
structures include several poultry and hog 
houses, a corn crib, portable granary and 
sweet-potato storage house. 

“The plans of farm buildings shown 
in the booklet,” said A. S. Boisfontaine, 
trade promotion manager, “are approved 
by leading agricultural extension univer- 
sities and by the U. S. Department of 
Agriculture. A feature of unusual appeal 
‘to the farmer is the arrangement for the 
pre-cutting to exact size of all the south- 
ern pine lumber required. This pre-cut- 


terials. Mr. Brosh writes concerning the 
modernization : 

“We believe that these photographs 
will give an idea as to what was done 
with the outside of the house, which was 
remodeled this winter. The expense was 
very reasonable for the results obtained. 
This house was originally built in 1908, 
and as it was in need of reshingling the 
added expense of changing the roof and 
enlarging the small alcove was not great, 
the entire job amounting to less than was 
originally expected. The roof on this 
house was of the old Star A Star shingles, 
and said roof served the owner for thirty- 
two years without repairs.” 





Complete Specifications Manual 
Available at Nominal Cost 


The third edition of “Master Specifications 
for Reconditioning,” as issued by the Home 
Owners Loan Corp., is now available and may 
be secured from the Superintendent of Docu- 
ments, United States Government Printing Of- 
fice, Washington, D. C., for thirty cents a 
copy. The compilation includes specifications 
for repairing, rehabilitation, rebuilding, en- 
largement and demolition. Successful use of the 
specifications can provide simplicity and brev- 
ity in the preparation of individual job speci- 


company. Reviewing the new publication, 
H. G. Knoderer, G-E wiring materials 
commercial engineer, points out that a 
well-planned layout is of first importance 
in farm wiring if farmers are to use elec- 
tricity to advantage. The handbook is 
a guide for planning electrical wiring on 
farms that will make for more efficient 
and convenient use of power, and it covers 
the requirements of the average farm. 


Particular attention is given in the 
handbook to planning the feeders between 
the service entrance and the different 
buildings, and to the feeders within the 
buildings themselves. This part of the 
wiring must be adequate, the handbook 
points out, if the branch circuits and their 
outlets are to receive current at the proper 
pressure. Ways for determining feeder 
sizes are given and methods for installa- 
tion recommended. Suggestions are also 
given for the number of outlets needed 
and their location. Charts and tables that 
will be of assistance when planning farm 
wiring are included. One chapter of the 
handbook is devoted to the various ele- 
ments to be included in specifications, and 
should be helpful both in preparing speci- 
fications and in checking those written 
by others. 
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Louisiana Retailers Successful 
In Re-Organizing Association 


ALEXANDRIA, LA., March 18—An enthusias- 
tic group of approximately 100 lumber dealers 
and manufacturers attended the reorganization 
convention of the Louisiana Building Material 
Dealers Association, here, March 16. The as- 
sociation has been dormant for more than three 
years but a resurgent spirit of organization 
and co-operation has once more drawn the lum- 
ber dealers together into the association, which, 
judging from opinions voiced by the mem- 
bers, will result in the strongest and most pro- 
gressive association Louisiana has known since 
the original charter formation in 1921. 

President Ben L. Johnston called the meeting 
to order and recounted the efforts of the board 
of directors during the previous six months, 
directed ‘toward plans of re-organization and 
the investigations made by them to find an 
experienced secretary to direct the affairs of 
the association. He outlined the chaotic condi- 
tions of the retail lumber industry through 
lack of a central association office; compared 
the unfortunate conditions in the State to those 
of neighboring States, where strong associations 
exist, and expressed the hope of a more pros- 
perous future for the dealers through co-opera- 
tive efforts and more friendly dealer relation- 
ship. M. Johnston also reviewed the objectives 
which it is believed will be realized: 

Closer relationship with the Federal Hous- 
ing Administration on promotional and edu- 
cational service; better plan service for home 
builders; regional meetings with FHA speak- 
ers; closer and more friendly relationship 
with manufacturers to the end that greater 
service can be rendered to the building 
public; constant study and survey of build- 
ing conditions throughout the State, looking 
always toward the goal of giving home 
builders increasingly better materials and in- 
creasingly lower costs; an active member- 
ship in and co-operation with the National 
Retail Lumber Dealers Association, utiliz- 
ing all the material from that source to pro- 
mote better building at lower costs. 


Message of New Secretary 


R. N. Ball, newly-appointed secretary, was 
introduced and spoke to the dealers on the rec- 
ord and achievements of other State associa- 
tions. He stressed the beneficial values of closer 
dealer relationship, co-operation among the 
members and outlined the activities proposed by 
his office. 

Fred L. Bailey, State director for the FHA, 
delivered a splendid message, reviewing the past 
achievements of the FHA in Louisiana and 
promising full support of his organization. Mr. 
Bailey said, in part: 

“In Louisiana alone, the FHA has insured 
mortgages and modernization loans amounting 
to over $25,000,000. At the end of October, 
1939, some 21,000 homes and business prop- 
erties had been improved or repaired with 
loans amounting to more than $7,000,000 in- 
sured by the FHA. 

“More than 4,000 Louisiana families have ob- 
tained FHA-insured home mortgages amount- 
ing to over $17,000,000. Three thousand of 
these 4,000 families have obtained insured loans 
for the construction of new homes. We are to- 
day committing to insure long-term mortgage 
loans in Louisiana at the approximate rate of 
$1,000,000 per month, and 85 percent of this 
volume of business is for new home construc- 
tion. So much for a quick picture of the FHA 
as it exists today. 

“Twenty-seven members of your association 
in Louisiana, who are represented here today, 
built 418 new homes under the FHA plan in 
1939, for a total value of $1,626,700. The 
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largest single operator in this group built 
houses in one of the largest cities of the State, 
which gave them $178,300 of new business and 
the smallest operator in this group located in 
one of the smaller towns of the State, built 
six homes. Practically speaking, loans financed 
through the FHA are almost the equivalent 
of cash transactions to you.” 

Plans and specifications for several small 
homes which can be built in most towns and 
cities in Louisiana for $2500 or under are in 
preparation by FHA architects in New Orleans 
and Shreveport. The plans will not be for gen- 
eral distribution to the public through the FHA 
but will be turned over to the lumber dealers 
organization which, in turn, will probably make 
them available through its members. 


Small Home Possibilities 


The plans are designed as a practical ex- 
emplification of FHA minimum construction 
requirements and to demonstrate to the dealers 
the possibilities that lie in the small home pro- 
gram to be stressed this year by the FHA. 

Professor Karl D. Reyer, assistant director 
of the bureau of business research and profes- 
sor of merchandising and management at the 
Louisiana State University, took for his topic 
“Your Business and Modern Trends,” and 
pointed out how necessary it is for the lumber 
dealers to be conversant with business statis- 
tics and trends in fields outside of their own 
that a knowledge of the national trends in 
other retail lines such as furniture, automobiles, 
telephone service, department stores, bank 
clearances, etc. is of prime importance to them 
in charting their business course. Professor 
Reyer stressed the value of well-appointed 
show rooms with attractive displays of home 
building merchandise as an appeal to women as 
ultimate consumers. 

The meeting at this point turned to an open 
forum in which, for an hour and a half, mem- 
bers from the floor discussed the need of a 
strong association, the benefits the dealers could 
derive, and offered many constructive ideas to 
assist prospective home owners in securing bet- 
ter dwellings. 

At the luncheon following, the dealers had 
an opportunity to renew acquaintance with their 
fellow members, many of whom had not met 
for three years. 

At the afternoon session President Johnston 
introduced Walter Parlour, director of the 
committee on industrial research for the South- 
ern Pine Association. Mr. Parlour reviewed 
the history of the investigation by the De- 
partment of Justice into the affairs of this 
organization and causes leading to the consent 
decree entered into by the SPA and the Gov- 
ernment. While proving to the satisfaction of 
all the dealers present that the SPA had not 
been guilty of the charges made against it, 
Mr. Parlour made it very clear that the new 
setup under which it will operate is not only a 
Federal endorsement of grade marking stand- 
ards and practices, but will also result in more 
satisfactory conditions for the lumber industry 
than had ever existed in the past. 

Mr. Parlour then spoke on the topic he had 
originally planned for the meeting; “The In- 
creasing Need of Co-operation.” He pointed 
out many ends which could be achieved only 
by harmony and unity among the dealers, and 
likened the membership in the association to an 
insurance policy against the hazards of fire and 
tornado. “The hazards of increasing Govern- 
mental participation and control of industry, 
make vital the need of the lumber dealers to 
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watch for and study 
the introduction of in- 
imical legislation so 
that protective defense 





B. L. JOHNSTON, 
New Orleans; 
President 





can be undertaken by 
the whole industry,” he 
said. 

The nominating committee, made up of Sid- 
ney Geary, Kaplan, chairman; A. Hill, New 
Orleans; Henry W. Palfrey, Alexandria; T. A. 
Sanders, Monroe; and L. C. Clanton, Shreve- 
port; submitted the following slate as directors 
of the association for the coming year: 


T. J. Pittman, Shreveport; Jack McCrocklin, 
Mansfield; J. C. Bollinger, Bossier City; James 
Burgess, Monroe; Lee Hodges, Monroe; Gilbert 
Derouin, Lake Charles; Andrew Broussard, 
Abbeville; Ben L. Johnston, New Orleans; J. 
Frank Carroll, Alexandria; Paul Blanchard, 
Baton Rouge; Thomas Harrall, Winnfield; F. 
Lisle Peters, St. Charles; George Knoop, New 
Orleans; Emmet Brown, New Orleans; R. F. 
Lorio, Larose. 





It was moved by J. F. Meeks, Baton Rouge, 
and seconded by Robert Wood, New Orleans 
that the ticket submitted by the nominating 
committee be adopted. The secretary was in- 
structed to cast the ballot for the directors 
named. The meeting then stood to a vote of 
thanks to President Johnston for his untiring 
efforts in the past year to bring about the re- 
organization of the association. 

At the meeting of the board of directors, im- 
mediately following adjournment, the following 
officers were elected: 


President—Ben L. Johnston, New Orleans. 

First vice president—Andrew Broussard, 
Abbeville. 

Second vice president— Thomas Burgess, 
Monroe. 


Treasurer—George E. Knoop, New Orleans. 

Secretary—R. N. Ball, Baton Rouge. 

An executive committee was elected, made 
up as follows: F. Lisle Peters, Lake Charles; 
Jack McCrocklin, Mansfield; T. J. Pittman, 
Shreveport; J. Frank Carroll, Alexandria; 
Paul Blanchard, Baton Rouge. 





British Schedule Maximum Prices 
for Imports on Hand 


WasuHincTon, D. C., March 18.—The For- 

est Products Division has been informed 
through the London office of Order No. 8, 1940 
concerning the control of timber, which covers 
supplementary schedules of maximum prices for 
imported softwood, imported pitwood, and ply- 
wood. Official announcement issued by the 
Ministry of Supply points out that these new 
schedules do not involve any increase in prices, 
but make provision for maximum prices for 
items not shown in previous Timber Control 
Orders. 
. Prices given in the order apply only to so 
called “opening stocks,” either already in the 
United Kingdom at the time the Timber Control 
was established, or subsequently come forward 
under contracts previously made by private 
importers. Prices have not yet been announced 
for “national stocks” comprised of timber which 
has been purchased by the Timber Controller. 
It is thought that there will probably be early 
announcement in regard to them. 
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Spring Is Coming to the Ozarks 


If Arkansas people were not so courteous and so gently- 
spoken, your correspondent might find himself leading a pack 
of open-mouthed dawgs toward the nearest tall tree. With 
spring hardly cracking the calendar, it’s not exactly neighborly 
of us to go skyhooting around through the mud and fog asking 
to know about the state of business. Sunday schools were in- 
vented to repress the natural answers to such questions, asked 
at this time of year. 

Here in the Razorback State it’s the blooey season that, North 
or South, seems to paralyze the customer ; the time when build- 
ing morale hits bottom. Here’s the yard all fixed; everything 
whetted, cocked and primed. Then nothing happens. Nobody 
comes in except to get warm and read the papers. Not a nibble. 
Maybe this is going to be another Paul Bunyan year of two 
winters; with no sales at all, nothing but nothing and mighty 





Wallpaper, paints, Venetian blinds and other 
decorating materials, sold at the yard’s office, are 
important items in the trade of Kelley Bros. Lum- 
ber Co., Fayetteville—as is indicated by this win- 
dow, beside which stands WILLIAM L. BUNCH 





little of that. It’s the period, up North and East, when the boss 
wears a path around his desk and crackles with static, while 
the help decides to quit just for the pleasure of telling the old 
bear a few things. Is it their fault if the rain rains and the 
sleet sleets and the customers haven’t the energy even to go 
to bank night? 

But not here in Arkansas. It’s an old State as States go in 
these parts, and the people are patient and confident. Business 
always comes along in time, and they reason it will this year. 
Comes a break in the clouds, showing enough blue sky to 
make a Dutchman a pair of britches; and the elderly man in 
the newsstand remarks, “Mighty pretty mawnin’, Suh. Why 
yes, Suh, it has been kind of a bad wintuh, kind of cold and 
ugly. We-all ain’t used to cold, so it’s right hahd on us. But 
this heah, now, rain, it’s mighty welcome. We ought to have 
us some right nice crops, come summah.” The department 
doesn’t guarantee the accent, as represented here, but we never 
weary of the liquid speech or get over marveling at the kindli- 
ness and courtesy of the people. If Bob Burns succeeds in 
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getting the Arkansas people really known to the country, he'll 
be doing all the States a service. 

At the suggestion of E. E. Woods, secretary-manager of 
the Southwestern Lumbermen’s Association, the department 
stopped first in the little town of Gentry, Ark., in the north- 
western part of the State in the famous fruit country. The 
more rugged part of the Ozarks lies to the eastward, in Arkan- 
sas and Missouri; real mountains, but on a fairly moderate 
scale. They’re getting famous as summer resort country and 





as a health area for ailments that yield to clear mountain 
atmosphere. Benton and Washington counties are noted for 
fruit; for grapes and peaches. The mineral in the soil gives 
the peaches the pink cheeks of a country girl; and those who 
should know say the grapes are by way of producing an Arkan- 
sas wine industry that will rank alongside similar industries 
in California and Ohio and New York. 

J. P. Rousch, who operates the J. P. Rousch Lumber Co., 
in Gentry, has been the lumber industry of the town for many 
years. He handles all building materials, and told us with 
some pride that he has built every brick building in Gentry. 
There was one brick building when he arrived, but it didn’t 
amount to much and was soon pulled down; so all the busi- 
ness buildings and houses of brick, and most of the frame 
structures, are Rousch products. For many years this was a 
one-man yard; and the handsome town is something of a 
monument to one man’s work. The yard doesn’t handle hard- 
ware; and to that extent we have to back up on the statement 
about all building materials. It does handle paint. 

Mr. Rousch is strong for association work and, like all the 
dealers down this way, has much respect and liking for the 
secretary-manager of the Southwestern. Mr. Woods has a 
complicated task, directing an association that covers four States 








In the Queen City of the Ozarks, Fayetteville, the 
FHA and B&L have been found by the Dyke Lum- 
ber Co. to be important factors in making sales. 
Posed in front of Dyke company’s Anaconda White 
Lead display are (left to right): CARL ROWDEN; 
MISS ETHEL SMITH, assistant auditor, and 
DARRIS G. WIMBERLY, manager 
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and includes the whole range of retailing from big-city busi- 
ness to rural trade centering in widely separated towns and 
villages. This association work in farming towns seems to us 
of much importance, and the man who can do it successfully 
marks himself as something of a genius. Customers want sim- 
pler buildings and ask for less of the service that finds its big 
field in more densely settled areas. There is more pressure to 
buy on price. Holding the trade to sound and suitable stand- 
ards and business principles is a tough assignment, both for 
the secretary and for the dealers. A city secretary would have 
pretty nearly everything to learn if he transferred to the farm 
States of the South and the Southwest. 


AT FAYETTEVILLE, FHA AND B&L ARE SALES MAKERS 


Fayetteville is Arkansas’ Queen of the Ozarks; a handsome 
little city that is growing rapidly and that is the seat of the 
State university. The university has grown out of all recogni- 
tion since our former visit of some years ago; it has many 
new buildings and a much increased student body. 

Darris G. Wimberly, manager of the Dyke Lumber Co., with 





headquarters at Fort Smith, tells us that the FHA together 
with a local building and loan closely associated with the com- 
pany must be considered the top factors in making sales. It is 
an old tradition in the town, one hard to overcome, to buy on 
competitive prices of materials. This tradition hangs on, de- 
spite the fact that sales service has necessarily swung over to 
the complicated pattern of planning and completed units. 

This old price-by-the-thousand tradition seems to linger 
among the customers rather than among the dealers; and it 
takes some new factor to help retire it. Financing seems to be 
that factor. If the dealer uses his expert knowledge to arrange 
suitable loans, the customer gets his mind off the relatively 
unimportant matter of pricing materials. Oh, sure, it’s im- 
portant to him. A hundred dollars is a hundred dollars in any 





The Fayetteville yard of the Gilstrap Lumber Co. 

is a big one that carries a big stock. Mountain 
farmers, the University and summer cottagers are 
important contributors to the company’s volume 
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Any Day the Sun Will Start the Buds 
and the Carpenters’ Hammers-- New 


Merchandising in an Old State 





All the brick and 
most of the frame 
structures in Gen- 
try, Ark., were built 
by J. F. ROUSCH, 
who has been in 
business there for 
many years 








man’s language. But if saving it reduces the resale value of 
the house by five or ten times as much, it takes a contortionist 
to prove that the buyer is ahead. For some reason or other an 
owner looks with more respect upon the business of getting 
loans than he does upon the more complicated business of 
architectural plans, fitting the house to the lot and the neigh- 
borhood and managing the puzzle of arranging in advance for 
a complete price. It’s rather curious; for if he put his mind 
and energies to it he could get the loan, and he would have a 
lot more trouble doing the other things. 

Some dealers, irritated by the routine exactness of FHA 
loans, don’t realize even yet the usefulness, in the business of 





Its urge to follow the newer merchandising meth- 
ods has led the Fayetteville Lumber & Cement 
Co. to decide on building a new office and service 
building. Here are (left to right) W. G. STONE 
and PAUL YOUNG standing in front of a window 
that invites inspection of home decorating ideas 





making sales, of these Federal standards and requirements. A 
customer can’t go tragically wrong with them, as he sometimes 
does without them. They assure him a reasonably satisfactory 
house, with all the important factors fitted in. They make it 
possible to get a fair price. While we were in this office, the 
purchasing agent for a big contractor came in, very jovial and 
all that. But you know well enough what he said, two or three 
times, while listing the items on which he wanted bids. Of 
course ; sharpening the pencil and bearing down on item prices. 
He knew that somebody, in some town or other, would trim 
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most of the net away. Service? The only service he’s interested 
in is getting some dealer to freight-handle the items for the 
exercise and the honor of the thing. Which doesn’t do much 
toward paying overhead. 

The Kelley Bros. Lumber Co. used to be the Northwest Ar- 
kansas Lumber Co.; the yard that the late L. R. Putman oper- 
ated years ago before getting into association work with the 
Southern Pine and the wholesalers. There are not so many 
retailers who have been in business for a dozen years or more 
who haven’t heard Dick’s machine-gun oratory at conventions. 
This is the yard where he learned the lumber business and 
tried out the then new advertising ideas that attracted Jim 
Moorhead’s attention when the latter was secretary of the 
Southwestern, and that later carried Dick to wide fields of 
association work. 


DOES HALF CITY'S TRADE IN PAINTS, WALLPAPER 


C. W. Bone, manager of Kelley Bros., and William L. Bunch 
tell us the company has as an important line the sale of wall 
paper, paint and Venetian blinds. This decorating trade was 
installed when the present company was founded, and now in- 
cludes probably more than half the business of this kind done in 
the city. For a time the company handled it in a down-town 
store, and volume was big enough to justify the extra over- 
head. It was finally brought to the yard office, because this 
trade has special credit problems that could be handled best by 
the yard’s credit department. 

Kelley Bros. are looking for a first-rate season. Fruit pros- 
pects are fine. The university is expanding, and, while new 
buildings usually mean outside bids and shipped-in materials, 
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the departments are steadily in the market for some that are 
bought locally. The company handles the Devoe line of paints. 


PLANNING A MODERN SALES BUILDING 


The Fayetteville Lumber & Cement Co. is so deeply into the 
new merchandising that it is building a new office and service 
building. The project is in the planning stage as yet, and Paul 
Young, Jr., the architect, was in the office with elaborate 
sketches. Building will start soon. L. L. Bagget, the manager, 
was out of the city. W. G. Stone laughed a little over this uni- 
versal spring feeling that business has gone to the tropics. “We 
always think, before things green up, that nobody is going to 
build. But they always do. Our new sales plant is evidence 
of what we think about the season’s business and the character 
of Fayetteville people as customers. We hope and expect to 
have something pretty good looking, and useful to us and to 
the trade, before summer is too far along.” 

The T. J. Gilstrap Lumber Co., headquarters at Coffeyville, 
Kans., has a big yard and stock at Fayetteville. James F. Gil- 
strap was out of town, so we talked with C. F. Cory, a young 
Texan who tells us he hasn’t been in the lumber business long 
but likes it better than anything else he’s ever done. He tells 
us the mountain farming, which is an important item in Fay- 
etteville prosperity, runs largely to fruit and chickens. Poultry 
seems to take to these hills; and, having achieved market age, 
gets shipped widely over the United States. Health seekers, 
hot-weather visitors, the university and the Methodist Assembly 
all figure in local trade. Summer cottage building doesn’t re- 
quire so much material per unit, but lots of cottages are built, 
and the credit problem is usually easy. 





SEASONAL SALES, FISCAL CLOSING DATES 


The data embodied in this article, concern- 
ing the seasonal characteristics of sales, in- 
ventories, receivables and _ liabilities, fiscal 
closing dates, etc., as related to lumber and 
building material retailers, come to us from the 
Research and Statistical Division of Dun & 
Bradstreet (Inc.), New York. 

The information has been reviewed by Dun & 
Bradstreet reporters, with officers of represen- 
tative concerns in this line of business in all 
parts of the country; and the facts obtained 
have been used to correct, amplify and refine 
previously available data. This is one of a 
series of Natural Business Year studies de- 
signed to furnish accountants, banks, insurance 
companies, and the trade, with condensed, au- 
thoritative data on seasonal characteristics. 

In addition to lumber and millwork these 
dealers commonly handle sash, doors, glass, 
roofing and insulation material. Probably the 
majority of yards also carry mason supplies 
such as brick, cement, plaster and stone. Fre- 
quently builders’ hardware and paint are in- 
cluded. Many yards in the northern States 
handle fuel. Customers of these yards are 
contractors, industrial users and individuals. 


Seasonal Fluctuations 


Sales—Sales are lowest in December, Janu- 
ary and February, when cold or rainy weather 
retards construction and outside repairs. With 
the approach of spring, sales build up, and 
after a slight peak in May are sustained 
through the summer and early fall to the year’s 
usual high point in October. This peak coin- 
cides with the completion of the season’s con- 
struction jobs, requiring delivery of sash, doors 
and interior trim. 

Building material trade in California and in 
the South has narrower seasonal fluctuations 
than in the North, because milder climate 
permits more winter construction. 

Inventories—Minimum stocks, needed to sat- 
isfy contractors and consumers, commonly in- 
volve large assortments of sizes, grades’ and 
types of materials. This necessary backlog of 
inventories, and the divergent seasonal sales of 


the several lines, jointly tend to stabilize total 
inventory. Except for speculative purchases, 
stocks accumulate moderately during the first 
four months of the year, remain up during the 
summer, when demand is heaviest, and are re- 
duced during the fall to a low point in De- 
cember. 

Inventories of city yards, backed by nearby 
wholesalers’ stocks of sash, doors and speciali- 
ties, may be relatively smaller and show less 
seasonal fluctuation than is common among 
country yards. 

Receivables—Terms of sale are commonly 2 
percent’ 10 days, or 2 percent 10 days E.O.M.., 
net 30 days. The typical collection period in 
this trade was 77 days in 1937 (data from 97 
lumber retailers). Receivables are highest 
during the period of heavy sales from March 
through October. By the end of December, 
they are declining and reach a low point in 
February. 

Current Liabilities—Current liabilities are 


% of Average Month 
150 
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Stocks -32 eo -= 
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low during the winter as collection of receiv- 
ables enables dealers to reduce their current 
indebtedness and inventories are built up only 
gradually from their December minimum. 


Fiscal Closing Dates 


The most desirable closing date depends on 
climate and collections. For many members of 
the trade the end of the calendar year appears 
to be the natural closing date because sales, 
inventories, receivables and current liabilities 
are then at, or near, their seasonal minimum. 

Feb. 28 may prove more satisfactory to con- 
cerns whose inventories are relatively stable 
and whose November receivables are commonly 
outstanding for more than 90 days. 

Nov. 30 may be preferable in localities where 
climatic conditions constrict fall construction— 
and the resulting receivables—earlier than is 
indicated in the chart; and where severe 
winter weather would handicap inventory-tak- 
ing at a later date. 


% of Annual Total. 
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SOURCE: Data compiled by Federal Reserve Banks of Chicago, Minneapolis, and Kansas City, 


adjusted by Dun & Bradstreet, Inc. 
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BOOK OF SMALL HOMES IS EXCEL. CRATER LAKE 
LENT PROMOTIONAL PIECE 





“Distinctive Small 
Homes of the ‘New 
Decade’,” is an attrac- 
tive book, containing 
twenty-five small house 
plans, just published by 
the Dierks Lumber & 
Coal Co., Dierks Bldg., 
Kansas City, Mo. Con- 
siderable space is de- 
voted to explaining 
why it is wise for the 
prospective home owner 
to build now, and ad- 
vice is offered on the 
selection of a lot, plan, 
materials and the neces- 
sity of good construc- 
tion. Emphasis is 
placed on the use of 
properly seasoned lum- 
ber. Fourteen princi- 
ples of sound con- 
struction are explained 
and detailed. Various 
Dierks’ products, such 
as trim, vertical siding, 
end-matched and pine 
plank flooring, end- 
matched sheathing, oak 
flooring, and hardwood 
interior trim, are men- 
tioned. The concluding 
portion of the book 
contains an explanation 
of the easy way to 
home ownership 
through the FHA plan. 
Dealers, handling the 
Dierks’ line of kiln 
dried Arkansas dense 
short leaf pine and 


hardwood items will 
find the book ideally 
svited as a_ reference 


and promotional piece. 





Tornado Hit Shreveport Hard 


SHREVEPORT, La., March 19.—The tornado 
which hit Shreveport about 4 p.m. last Tues- 
day evening, cost ten lives and scores injured. 
rhe damage to the State Fair grounds buildings 
will total about $200,000. The roof of the 
grandstand blew off. The total damage in 
Shreveport is not less than two million dol- 
lars. About five hundred houses were com- 
pletely wrecked by the twister and about one 
thousand five hundred damaged. The Red 
Cross is handling emergency relief cases, and 
over $15,000 has been raised locally. The 
storm came from southwest of here, dipping 
in several places on a line from west to east, 
and spent itself at the bank of Red River near 
the Texas Co. tank farm, which sustained con- 
siderable damage. A complete check-up has not 
yet been made. 





New Ponderosa Pine Mill Soon 
to Be in Operation 


Pitor Rock, Ore., March 16.—A new source 
Of soft-textured, Ponderosa pine—the Pilot 
Rock Lumber Co., here—has just been an- 
nounced by E. C. Kerns, president of the com- 
pany. A modern new mill of 100,000 feet saw- 
ing capacity, modern cross-circulation dry kilns, 
and planing equipment will be in operation 
around June 1. The company’s holdings include 
the Griswold tract of over two million feet of 


exceptional timber. The excellent quality of 
this pine from the Blue Mountains of Oregon 
is recognized throughout the industry. 

It will be the policy of the company to ship 
quality lumber carefully milled and graded un- 
der the supervision of experienced graders. 
Shipments will originate on the Union Pacific 
railroad, based on the Spokane rates of freight. 
The production of this soft-textured Ponderosa 
from Umatilla County, Ore., will be distribute:| 
exclusively through the Bockmier Lumber Sales 
Agency, 301 Radio Central Building, Spokane, 
which has eastern offices at Grand Central Ter- 
minal, New York City. 





Large Battery of Kilns for 
Memphis Company 


MEMPHIS, TENN., March 18.—One of the 
largest dry kiln orders in recent months was 
placed by Nickey Bros., here, well-known 
woodworking and lumber manufacturing firm, 
for nine Moore cross-circulation kilns of the 
latest type. These modern kilns will replace 
the battery of kilns destroyed recently by fire. 

The work on the kiln installation is being 
rushed and the new kilns will be placed in 
operation soon. The Moore cross-circulation 
kilns will have the latest drying equipment, 
including automatic control of the drying condi- 
tions at all times. With modern drying facili- 
ties, Nickey Bros. will be able to furnish uni- 
formly seasoned lumber of the desired moisture 
content at all times. 


BOX & LUMBER CO. 


PINE Rea 


Oregon 
from the famous 


Klamath 
Region 






Trade-Winning 
Lumber 


Klamath Ponderosa is the choice of careful 
buyers who want full value for their money. 
Its superfine quality is added to by careful 
precision manufacture. Depend on us for 


SELECTS and COMMON, S4S, 


PATTERNS or ROUGH, 
SHOP and BOX 


Let us send you quotations or fill an order 
for you. Write us today. Address Crater 
Lake Box & Lumber Co., Sprague River, 
Oregon. 








THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 


DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 











SULLIVAN LUMBER CO. 


PORTLAND, OREGON 
TIMBERS FACTORY 


YARD STOCK » i R CLEARS 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 28 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 











Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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Private Building Shows 59 Per- 
cent Gain Over Year Ago 


New York, March 18.—Contracts awarded 
in the 37 Eastern States for non-residential 
building for private ownership during February 
aggregated $43,674,000, according to the F. W. 
Dodge Corporation. This represented an in- 
crease of $16,218,000, or 59 percent over Feb- 
ruary of last year and was more than enough 
to offset the decline, $15,197,000, registered by 
public non-residential projects, a reduction 
caused mainly by the marked reduction in the 
public school program. 

While the valuation of contracts awarded in 
February for total residential building was 
about 5 percent lower than last year, it is of 
considerable importance that one- and two-fam- 
ily houses, both for owner’s occupany and for 
sale or rent, not only exceeded the correspond= 
ing month, 1939, but also showed improvement 
over the preceding month, January, 1940. 

The composite of total value of contracts 
awarded in February, for buildings, utilities 
and public works for private ownership, is up 
9 percent over the corresponding month last 
year and is up 15 percent over January, 1940, 
while total construction for public ownership 
in the month is down from both periods. The 
net result is that total construction contracts 
awarded for both private and public ownership 
amounted to $200,574,000 in February, 1940, as 
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Exports of sawn softwood totaled 59,229,000 
(49,781,000) feet. Sawn hardwoods (in- 
cluding flooring) totaled 8,465,000 (19,669,- 
000) feet. Softwood log exports totaled 
8,028,000 (13,105,000) feet. Hardwood log ex- 
ports totaled 2,903,000 (2,238,000) feet. Hewn 
railroad ties totaled 1,969,000 (577,000) feet; 
sawn railroad ties, 836,000 (724,000) feet, and 
box shooks, 8,983,000 (1,326,000) feet. 

Total imports of hardwood and softwood 
logs and lumber (including cabinet woods, 
hewn railroad ties, box shooks and empty 
packing boxes) totaled 73,508,000 (63,849,000) 
feet, an increase of 15.1 percent. Of this 
amount logs (hardwood and softwood) ac- 
counted for 19,858,000 (14,338,000) feet; soft- 
wood lumber, 38,486,000 (41,622,000) feet; hard- 
wood lumber and sawn cabinet woods, 14,892,- 
000 (7,237,000) feet; hewn railroad ties, 248,000 
(525,000) feet, and box shooks and empty 
packing boxes, 24,000 (127,000) feet. Of the 
cabinet woods imported from the Philippine 
Islands, free, 5,126,000 feet entered through 
the Hawaiian Customs District. 





Carnival Participation Brings 
Sale of Logs and Lumber 


SHAWANO, Wis., March 18.—The Menominee 
Indian Mills, Neopit, Wis., manufacturers of 
virgin growth white pine, hardwoods and hem- 
lock, took a very active part'in the third annual 
Lumberjack Carnival, here, recently. Altogether 
the company had fourteen truckloads of logs 
and lumber in the carnival parade. All of the 
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Public Hearing Slated 
on Wage-Hour Problem 


Wasuincton, D. C., March 18.—According 
to Colonel P. B. Fleming, administrator of the 
Wage and Hour Division, Department of La- 
bor, a public hearing will be held, April 10, 
at the Washington hotel, here to discuss what, 
if any amendments shauld be made to section 
541.1, 541.2, and 541.4 of the regulations issued 
under section 13(a)(1) of the Fair Labor 
Standards Act, defining and delimiting the 
terms “executive, administrative, professional, 
and outside salesman,” with respect to the 
wholesale distributive trades. 

Any person interested in proposing or oppos- 
ing any amendments to the regulations, and 
wishing to be heard shall file not later than 
April 3, a notice of intention to appear which 
shall contain the following information: 


The name and address of the person ap- 
pearing; if such person is appearing in a 
representative capacity, the name and ad- 
dress of the person or persons he is repre- 
senting; the branch.of the wholesale distrib- 
utive trades in which he is _ interested; 
whether such person proposes to appear in 
support of or in opposition to any amend- 
ment of the regulations; if he proposes to 
appear in support of an amendment, the 
terms of the suggested amendment; the ap- 
proximate length of time requested for his 
presentation. 


Such notice shall be mailed to the adminis- 


Truckload of white pine (left) was one of several lumber loads paraded by Menominee Indian Mills, Neopit, Wis., at Lumberiack Car- 
nival at Shawano, Wis., while (at right) is one of the truckloads of logs shown—all fourteen loads of lumber and logs in the parade were 


compared with $220,197,000 in February of 
last year and $196,191,000 in January of this 
year. 





January Lumber and Log 
Exports and Imports 


WASHINGTON, D. C., March 18.—Total ex- 
ports of hardwood and softwood lumber (in- 
cluding boards, planks, scantlings, flooring, 
sawed timber, logs hewn and sawn, railroad ties 
and box shooks) for January, 1940, totaled 90,- 
413,000 board feet, as compared with 87,420,000 
feet for January, 1939, a gain of 3.4 percent, 
according to figures just released by the Forest 
Products Division. 

Of the total 1940 amount, sawed material, 
including sawn railroad ties and box shooks, 
accounted for 77,513,000 feet, as compared with 
71,500,000, a gain of 8.4 percent. On the same 
basis of comparison, exports of logs and hewn 
timber, including hewn railroad ties, totaled 
12,900,000 feet, as against 15,920,000 feet, a loss 
of 18.9 percent. 

Following are amounts for January, 1940, 
with January, 1939, totals in parentheses: 


sold and delivered the same afternoon 


logs were fifteen inch and larger veneer logs 
of excellent quality as shown in an accompany- 
ing picture. The truckloads of logs included 
white pine, birch, maple, red oak, soft elm, 
basswood, and hemlock. Truckloads of lumber 
included white pine, one of which is shown in 
an accompanying picture, and two truckloads of 
hemlock lumber. All logs and lumber were sold 
and delivered on the same afternoon of the 
carnival, which, according to G. C. Robson, act- 
ing manager of the company, is “a fair record 
for one day.” 





Rail Movement for Export Is 
Heavy 


Wasuincton, D. C., March 18.—Export 
freight handled in February, 1940, through 
Atlantic and Gulf ports was appreciably greater 
than in the same month last year, the Associa- 
tion of American Railroads has announced. 
The movement by rail to those ports is being 
handled without congestion or delay, due largely 
to the cooperation of steamship owners, port 
authorities, shippers, and exporters in the 
prompt handling of shipments for export. 


trator at Washington, D. C. All notices, in- 
cluding terms of proposed amendments will be 
placed on file in room 313, 939 D Street, N. W., 
where they may be examined by any interested 
person. Written statements may be filed in 
lieu of personal appearances, if filed not later 
than April 3. The term, “wholesale distributive 
trades,” includes the following: 


Wholesale merchants, including limited 
function as well as full service wholesalers, 
jobbers, voluntary group wholesalers, ex- 
porters, importers, industrial distributors, 
cash and carry and mail order wholesalers, 
retail-co-operative warehouses, manufactur- 
ers’ sales branches and offices, with and with- 
out stocks, chain store warehouses and buy- 
ing offices, commission merchants, brokers, 
export and import agents, sales and purchas- 
ing agents, and manufacturers’ agents; and 
other related types of wholesalers. 





Forest STATISTICS FOR SNOHOMISH COUNTY, 
WASHINGTON, from the inventory phase of the 
Forest Survey, containing 10 pages of text and 
in, addition an uptodate map and _ statistical 
tables and graphs, has been issued by the Pa- 
cific Northwest Forest & Range Experiment 
Station, Portland, Ore. 
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HERE’S THE 


CABINET THAT PUTS 


YOU AHEAD OF COMPETITION! 


LAWSON 
She 


VITREOUS PORCELAIN 
CABINET 





More Profit to You Because 
Your Competitors Can't Say — 
“Here’s Something Just as Good” 


ERE are the bathroom cabinets your customers and 
prospects have always wanted—at prices they are 
willing to pay. 


Now, your salesmen can again sell bathroom cab- 
inets on merit as well as on price—without fear of cut- 
throat competition. Why? Because no one else can 
sell as fine a cabinet as this at the low price for which 
Lawson offers it. 


THE F - H = 





In 4 models ... Gothic arched and 
square...framed or frameless... 


With or Without Sidelights 


And only Lawson offers a one-piece TIME-PROOF 
vitreous porcelain finished cabinet with ten unique 
features! 


Write today for full details, specifications, and prices 
of this Lawson One-Piece Vitreous Porcelain Finished 
model selling for $23 without lights, $43.50 with 
lights (less attractive trade discount), and of 72 other 
Lawson Cabinets listing from $5 to $65 less discount. 


LAWSON COMPANY 


Producers. off Guality Poduals Stree tbl 


Bathroom Equipment Division 


Dept. AL-1 


Cincinnati, Ohio 
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March Roose- 


velt Hotel, New Orleans, La. Silver Jubilee An- 


nual. 

April 4-6—Florida Lumber & Millwork Association. 
Miami Biltmore Hotel, Coral Gables. Fla. An- 
nual, 

April 5—Appalachian 
(Inc.), Hotel Netherlands Plaza; 
Ohio. Quarterly meeting. 


April 8-10—Lumbermen’s 
Fort Worth, Tex. 


April 9—Roofer Manufacturers’ Association, Hotel 
Dempsey, Macon, Ga. 


Hardwood Manufacturers 
Cincinnati, 


Association of Texas, 
Annual. 


April 11-12—Arkansas Association of Lumber Deal- 
ers, Marion Hotel, Little: Rock, Ark. Annual. 


April 17-18—Southern Hardwood Producers, (Inc.), 
Hotel Heidelberg, Baton Rouge, La. Annual. 


May 4-12—National House and Garden Exposition, 
Coliseum, Chicago. Annual home show. 


May 5-7—National Retail Lumber Dealers’ Asso- 
ciation, Shoreham Hotel, Washington. D. C. 
Annual meeting of Board of Directors. 

May Industries of 

St. Louis, Mo. 


14-15—Associated Cooperage 
America (Inc.), Jefferson Hotel, 
25th Annual. 
May 19-25—Producers Council; American Institute 
of Architects, Louisville, Ky. Annual meetings. 


June 4-5—National-American Wholesale Lumber 
Association, Westchester Country Club, Rye, 
N. Y. Annual. 


June 13-14—National Association of Commission 
Lumber Salesmen, Brown Hotel. Louisville. Ky. 





Industry-Wide Meeting Called for 
Southern Pine Manufacturers 


New Orteans, La., March 18.—An industry- 
wide meeting of all Southern pine manufactur- 
ers has been called for March 29, at the 
Roosevelt hotel, here, according to an an- 
nouncement by H. C. Berckes, secretary-man- 
ager of the Southern Pine Association. There 
will be a full discussion of the recent consent 
decree entered by the SPA which requires all 
grading, standardization, inspection and grade- 
marking activities of the industry to be handled 
through a newly created and autonomous bureau 
of the association, to be known as the Southern 
Pine Inspection Bureau. This bureau is to be 
under the control of a board of governors of 
its own, elected by the subscribers to the 
bureau. 

It is the desire of the association to afford to 
every Southern pine manufacturer an opportun- 
ity to participate in the formation of the bureau. 
Its services are to be available to everyone in 
the industry on equal terms at the actual cost 
thereof. At the meeting, March 29, proposed 
contract blanks will be distributed and plans 
outlined for securing contracts for the services 
of the bureau. After it has been definitely de- 
termined who will comprise the subscribers to 
the bureau, another meeting will be called, not 
later than May 15, for the purpose of electing 
a board of governors. 





Northwestern Association Plans 
Active “Homes Foundation" 


MINNEAPOLIS, MINN., March 18. — The 
Northwestern Lumbermen’s Association, here, 
according to L. H. Piper, president, and Ormie 
C. Lance, secretary, has launched the “North- 
western Homes Foundation.” This project, 
based on the program sponsored by the National 
Retail Lumber Dealers’ Association, and the 
National Lumber Manufacturers’ Association, 
through the National Small Homes Demonstra- 
tion, is designed to aid dealers to sell more 
homes. Local homes foundation committees 
are to be set up in communities where dealers 
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What Associations Are 
Planning and Doing 


Meetings to Be Held 


27-29—Southern Pine Association, 


are interested. Each committee will consist ot 
twelve persons, including contractors, bankers, 
civic organizations, and others. Intensive pub- 
licity and selling campaigns are planned. The 
program will involve mass meetings to acquaint 
the public with the plan, building of a demon- 
stration home, building show, home building 
week, home lighting and heating demonstration, 
etc. 





Cooperage Annual at St. Louis 


Sr. Louis, Mo., March 18.—The Associated 
Cooperage Industries of America (Inc.) will 
hold its twenty-fifth annual convention, here, 
May 14, and 15, according to an announcement 
by M. T. Rogers, assistant secretary of the 
organization. Details of the “Silver Anniver- 
sary” meeting will be announced later. 





New Chief Forester of N. L. M. A. 
to Take Over Duties 


WasuHincton, D. C., March 18.—The ap- 
pointment of G. H. Collingwood, forester of the 
American Forestry Association for many years, 
as chief forester of the National Lumber Manu- 
facturers Association 
has been announced by 
M. L. Fleishel, presi- 
dent of the association 
and G. F. Jewett, 
chairman of its commit- 
tee on forest conserva- 
tion. Mr. Collingwood 





G. H. COLLINGWOOD, 
Washington, D. C.; 
Chief Forester of 

«ian me A. 





succeeds John B. 
Woods of Portland, 
Ore., now executive of- 


ficer of the Oregon 
Forest Fire Associa- 
tion. 





As forester for the 
American Forestry As- 
sociation since 1928, Mr. Collingwood has di- 
rected much of that body’s educational work in 
forestry, co-operating with the Federal govern- 
ment, State governments, cities, industries, and 
private timberland owners in promoting forest 
interests in the nation. He will assume his new 
duties about April 15. 





Canadian Lumber and Timber 
Group in Annual Meeting 


Toronto, Ont., March The annual 
meeting of the Lumber & Timber Association 
of Ontario held, here, recently was presided 
over by D. C. Johnston, Toronto, president of 
the group. Assisting President Johnston were 
Vice president K. M. Brown and Manager W. 
J. LeClair, both of Toronto. 

The following board of directors, which will 
appoint officers of the association, was elected 
for the ensuing year: 

Jaffray B. Smith, John B. Smith 
Ltd., Toronto; W. R. Bond, Northern Wood 
Preservers, Ltd., Swansea; D. C. Johnston, 
National Lumber Co., Ltd., Toronto; Ivan 
Welsh, Welsh Lumber Co., Ltd., Toronto; and 
A. D. F. Campbell, Arnprior. 





& Sons, 
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The business of the meeting included the of- 
ficers’ reports and a decision to reduce the 
number of directors from twelve members to 
S1X. 

A motion was carried, appointing the presi- 
dent and secretary as a committee of two to 
confer with similar committees from other as- 
sociations, regarding the advisability of arrang- 
ing for membership in any one of the affiliated 
associations carrying with it membership also 
in the Canadian Lumbermen’s Association. Di- 
rectors of the group were authorized to con- 
sider the advisability of deleting the word “On- 
tario” from the name of the association. 





Long Island Salesmen Ask for Addi- 
tional FHA Office 


MineEoLa, Lone Istanp, N. Y., March 18.— 
The annual meeting of the Long Island Sales- 
men’s Association, for the election of officers, 
will be held at the Freeport Elks Club, March 
26. At its February meeting LISA petitioned 
the FHA Administrator to create a district 
office in Nassau to serve the counties of Nassau 
and Suffolk. A. M. Crittendon, manager of the 
Reserve Supply Corporation, Long Island, ten- 
dered a blanket invitation to all members of 
LISA to attend a meeting at the company’s 
office, March 28, to hear Hal D. Alston, of the 
Durable Woods Institute, speak on a _ topic 
of vital interest to all of those connected with 
the building industry. At the February meet- 
ing, Jewett Brown, who is retiring from busi- 
ness, resigned his active membership and was 
voted to honorary membership in the organiza- 
tion. James Carr of the Celotex Corp., and « 
past president of the ALAMS of New Jersey, 
was admitted to membership. 





Arkansas Dealers Announce 
Thirty-sixth Annual Meeting 


LittLeE Rock, Ark., March 18.—The thirty- 
sixth annual convention of the Arkansas Asso- 
ciation of Lumber Dealers will be held, here, 
in the Herman Kahn Room of the Marion 
hotel, Thursday and Friday, April 11, and 12, 
according to J. N. Cook, chairman of the con- 
vention committee. The program has not yet 
been completed, according to L. M. Hawkins, 
secretary of the association. 





Forestry Needs Outlined at State 
Conference 


SEATTLE, WASH., March 16.—The eighteenth 
annual meeting of the Washington State For- 
estry Conference was held, here, on March 8. 
Resolutions adopted urged Congress to include 
an appropriation of $50,000 in the agricultura! 
appropriation bill for the Pacific Northwest 
Experiment Station to be devoted to practical 
studies in silviculture, logging methods, and 
economics of timber management in the Douglas 
fir region; urged that of the present appropria- 
tion for United States Forest Service research, 
a small sum be allotted for utilization studies 
at the University of Washington College of 
Forestry. 

It was the opinion of the conference that 
Federal funds should match State and private 
expenditures for fire prevention and suppres- 
sion; that a continued study of timber taxation 
should be made, particularly its application to 
sustained yield logging. 

Hugo Winkenwerder, dean of the College of 
Forestry, University of Washington, was re- 
elected president of the conference, and C 
Cowan was re-elected secretary-treasurer. In 
tracing the accomplishments of the organization, 
since its inception in 1921, President Winken- 
werder commented on_the conference’s activity 
in creating a State Forestry Board; the law 
which authorized the board to take over delin- 
quent cut-over land; the yield tax law, which 
encourages private ownership to have land 
classified by the board which may impose 4 
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minimum tax of fifty cents per acre; the co- 
operative forestry law which provides for 
co-operation between Federal, State, county, 
and private ownership to combine lands for 
operation as forests. 

T. T. Munger of the Pacific Northwest 
Experiment Station and G. F. Hedges of the 
Washington State Tax Commission, favored a 
deferred tax to cover the period between the 
marketing of old growth timber and new 
growth maturity. 

W. A. Price, Weyerhaeuser Timber Co., gave 
a thorough analysis of the difference between 
protection of forests from fires in 1903 and 1939. 
“On account of the increased use of forests by 
the public, we must further the practice of 
starting protection before the first smoke goes 
up,” he said. 

H. L. Plumb, supervisor of the Snoqualmie 
National Forest, and other speakers, emphasized 
the importance of school forests, particularly on 
lands owned by schools where the institutions 
can pay for fire protection and get the proceeds 
from the sale of timber. 





Elected President Del-Mar-Va 


BattrmorE, Mp., March 18.—Quince Ash- 
burn, of Pocomoke City, Md., has been elected 
president of the Del-Mar-Va Lumbermen’s As- 
sociation, which is made up of members of 
the trade in Delaware and the Maryland and 
Virginia counties on the eastern shore. The 
annual meeting of the group was held last week, 
and a lot of accumulated business was dis- 
posed of. 


3ALTIMORE, Mp., March 19.—Hoo-Hoo Club 
No. 100, whose membership is taken from the 
3altimore Lumber Exchange, held a meeting, 
here, March 18, at the Merchants Club, de- 
voting the entire evening to social affairs and 
presentation of two moving pictures. F. Bowie 
Smith, snark of the club, presided. 





Canadians Seek Means to Extend 
Domestic Markets 


Toronto, Ont., March 18.—A conference on 
forest products utilization was held, here, 
March 12. W. J. LeClair reviewed market 
problems of the industry in eastern Canada, and 
emphasized the importance of a domestic mar- 
ket for the grades of lumber which will not 
stand transportation expense to overseas mar- 
kets. Mr. LeClair stated that the associations 
which he represents—The White Pine Bureau. 
the Canadian Hardwood Bureau, and the Lum- 
ber and Timber Association of Ontario, had 
raised a substantial sum of money during the 
past year to develop domestic markets. Hon. 
Peter Heenan, minister of lands and forests for 
Ontario, asked that representatives of various 
lumber industries form committees for the pur- 
pose of making recommendations at a later 
meeting. 





Representative of Northern Manu- 
facturers Retires 


OsHkosH, Wis., March 18—O. T. Swan, 
secretary-manager of the Northern Hemlock & 
Hardwood Manufacturers Association, has in- 
lormed the membership that Thomas R. Kerr, 
who represented the northern lumber manufac- 
turers in their contacts with public officials, in- 
dustrial specifiers and Midwest architects, has 
retired from active work and is living with his 
daughter and her husband at Spring Grove, Va. 
Despite his retirement, Mr. Kerr will at times 
handle matters for the association in Washington 
Which is not far from his present residence. 
_Mr. Kerr is now busy compiling for the asso- 
Ciation a record of architects and their attitude 
towards northern woods, and is writing personal 
letters to his architectural friends to introduce 
Harold Crosby who is taking over that part of 
his old job. 
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Canadians Test Facilities for 


Transcontinental Shipping 


Vancouver, B. C., March 16.—Rail shipment 
of British Columbia lumber to the east coast 
en route to the British Isles will probably get 
under way earlier than had been generally ex- 
pected. The first ship has been engaged to 
transport a lumber cargo from St. John, N. B., 
to the United Kingdom for mid-March loading. 
Railroads have been advised of the first order 
for the transcontinental movement—4,000,000 
feet to be divided between Seaboard Lumber 
Sales (Ltd.) and H. R. MacMillan Export Co., 
Vancouver agencies. It is understood that the 
first shipment will be in the nature of an ex- 
periment, although additional loads will be 
shipped soon afterward. Mills are already as- 


4” 


sembling the lumber at Vancouver. The rail- 
ways, the British Timber Control and Coast 
lumbermen are anxious to see how speedily the 
traffic can be handled. The railways have plenty 
of rolling stock for handling fifty to sixty mil- 
lion feet a month, but the controlling factors 
will be ability of eastern terminals to store 
and load the lumber without congestion, and 
the availability of ships for the trans-Atlantic 
run under convoy. 

Maj. Brian Gattie, M.B.E., has been named 
special representative of the British Timber 
Control Board in Canada to supervise rail 
shipment of British Columbia lumber across 
the continent and loading into merchant ships 
designated by the British Shipping Ministry at 
Atlantic ports. Maj. Gattie spent some time in 
Vancouver as a representative of the British 
Government in connection with purchases of 
airplane spruce. 








The Sawyer’s Hand... 


@ The finesse of an artist's touch 
is required of the sawyer's hand 
which controls the carriage that 
feeds a log into the sharp teeth of 
the band saw. . The owner of this 
hand has seen thousands of fine logs 
made into lumber that is Kirby's. 


Kirby sawyers are experienced. 
Total the accumulated cutting ex- 


perience of any ten Kirby sawyers, 
count back these years into history 
and the time will antedate the Pil- 
grims' landing at Plymouth Rock. 


Kirby is proud of Kirby sawyers, 
because with them begins the manu- 
facture of lumber you have always 
known for its consistently high qual- 
ity. Kirby lumber is good lumber. 
Buy another car today. 


KIRBY LUMBER CORPORATION 


SOUTHERN PINE 


SOUTHERN HARDWOODS 


Kirby Building, HOUSTON, TEXAS 
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Three Generations 
Active in Lumber 
Yard at Same Time 


The retail lumber and building mate- 
rial industry can point to many firms now 
being managed and operated by second 
or third, and in fewer cases, fourth or 
fifth generation descendants of the foun- 
der. There are numerous cases of foun- 
der and son, or founder’s son and grand- 
son sharing management of a retail yard. 
There are few, if any, however, besides 
the Ebenreiter Lumber Co., Sheboygan, 
Wis., in which three generations are 
actively engaged in management and op- 
eration. 

The Ebenreiter concern added another 
chapter of distinction to its long history 
with the recent entrance into the business 
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carloads, and the first 
lumber sold was for 
board sidewalks. The 
present stock consists 
of more than 2,000,- 
OOO feet of lumber, 
and diversified lines 
of all kinds of build- 
ing material. 
Robert C. Eben- 
reiter, despite his 80 
years, rarely misses a full, active day at 
his office. Arriving regularly at eight 
o'clock in the morning, he departs for 
home at five in the evening, and is in 
every sense the active head of the busi- 
ness. In 1904 Mr. Ebenreiter bought tim- 





of 23-year-old Robert H. Ebenreiter, who 
joins his 48-year-old father, and 80-year- 
old grandfather. 

Robert C. Ebenreiter, the founder, was 
born in Sheboygan, as were his son and 
grandson, and entered the contracting 
business there in 1881, after working on 
building construction in Chicago for five 
years. In 1894 he quit the contracting 
business and opened a small lumber yard 
on the site of the present large plant. It 
consisted of two small lots and an old 
church which was converted into a car- 
penter shop. The office was an 8x10 space 
in the old church. Today the yard occu- 
pies two entire city blocks. 

The first carpenter shop was equipped 
with a cross-cut saw and a planer and 
jointer. The present shop, one of the 
leading planing mills in the State, is 
equipped to handle 16x16 timbers. The 
original stock of the company consisted 
of 60,000 feet of lumber, about three small 





ber lands and a sawmill near Three 
Lakes, Wis. After he had cut several 
million feet of timber, the entire area was 
burned out, and that phase of the business 
was discontinued. Expansion of the local 
yard was then begun in earnest. 

Harvey R., son of the founder, entered 
the business in 1909, after attending high 
school and business college in Sheboygan. 
Robert H., the grandson, graduated from 
college in 1939, then went to the West 
Coast, where he worked for six months 
in the forests and mills of Oregon, Wash- 
ington and Idaho, and on the return trip 
to Sheboygan, visited many retail yards. 

He worked in hemlock and fir in the 
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Left to right: Robert H. Ebenreiter, grandson of founder; 
Harvey R. Ebenreiter, son of founder; and Robert C. 
Ebenreiter, founder of Ebenreiter Lumber Co. 


mills of the Willamette Valley Lumber 
Co., at Dallas, Ore., for about four 
months, then worked with white pine at 
the Long Lake Lumber Co., Spokane, 
Wash. While on the West Coast, he vis- 
ited many other forest Operations and 
mills in the Northwest, including the 
Weyerhaeuser plants. Thus, having act- 
ually worked at the production of lumber, 





View of part of Ebenreiter Lumber Co. 

sheds. Lumber stocks stored in these 

sheds total over 2,000,000 feet to meet 
every consumer need 





Robert enters the business of his father 
and his grandfather with a well-rounded 
practical and academic training. 

The Ebenreiter Lumber Co. is a pio- 
neer in at least one phase of retailing in 
Sheboygan. At the time the company was 
started all deliveries were made with one 
horse. Later, six horses were needed. In 
1915, however, the senior Mr. Ebenreiter 
pointed the way to motor truck delivery 
in his city. At that time he purchased the 
first motor power delivery truck ever 
used in Sheboygan. At present, four In- 
ternational trucks, two of them one-half 
ton, and two one and one-half ton, are 
in use to take care of the company‘s de- 
liveries of all kinds of building materials. 

Robert C. Ebenreiter attributes a large 
part of the success and great growth of 
the company to his employees. Indicative 
of Mr. Ebenreiter’s appreciation of the 
loyalty of his crew, is the fact that during 











Modern planing mill of Ebenreiter Lum- 
ber Co., equipped to handle all sizes 
of timber up to 16x16, and to turn out 
any kind of millwork 
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the depression none of them 
were laid off, even though 
building in Sheboygan 
dropped from an average of 
more than 300 new homes a 
year to eleven at the base of 
the depression. As sales vol- 
ume dropped off, the crews 
were put to work repairing 
and painting sheds and build- 
ings, and getting things in 
shape for the revival of busi- 
ness. 

Most of the men at present 
employed have been with the 
company more than ten years. 




























































































First motor truck in Sheboygan, put in service in 
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The dean of the crew is Fred 
Winterberg, who started as a 
truck driver 30 years ago, and 
now occupies a position of re- 
sponsibility. Next in line is 
Fred Walters, in charge of 
the roofing crew, and of stock 
placement in the yard. He 
has been with the company for 
18 years. Harvey Teumer 
and Herbert Nagel have 16 
years of service, and Melvin 
Ratz is in his twelfth year. 
Ratz, with his assistant, 
George Borde, is in charge of 


1915 all deliveries. 





"Springboard" Gym Floor 
Treated with Preservative 


New York, N. Y., March 18.—The new 
“Springboard” floor, a feature of the Rocke- 
feller Center gymnasium, is a bouncing floor, 
floated on a network of shock-absorbing steel 
springs to absorb the jolts of exercise. The 
floor is hard maple and is finished with a wood 
preservative which is non-slippery and yet dur- 
able enough that game markings are permanent. 
The foundation sleepers of the floor are set on 
steel springs, bolted at the top to the sleeper 
and set in acoustical glue at the bottom of the 
spring. The sub-flooring of spruce was laid 
diagonally on the sleepers, covered with a 
heavy asbestos paper, over which the top floor- 
ing of fireproofed, hard maple was then laid. 


Finally, the top flooring was finished with a 
preservative, Lignophol, product of L. Sonne- 
born Sons, (Inc.), here. 

According to the architects who designed 
the gymnasium, Lignophol serves a multiple 
purpose in that it does not coat the surface, 
but saturates into the wood, and does not give 
a high gloss, slippery veneer, a feature which 
is of considerable importance in a gymnasium. 
Markings for the different exercise courts were 
painted on the floor before the Lignophol was 
applied. The preservative was also used on the 
walls of the hand ball court where it has to 
withstand the constant bouncing of hard balls. 

In walking across the new gymnasium floor, 
the “spring” is only slightly noticed, but after 
an hour or more of tennis or hand ball, there 
is surprisingly less fatigue than would be 
noticed after a similar period of bouncing on 
a “solid” floor. 


Pine and Hardwood Firm Opens 
Florida Sales Yard 


JACKSONVILLE, FLa., March 18.—The Shep- 
herd Lumber Corp., Montgomery, Ala., manu- 
facturer and wholesaler of yellow pine and 
hardwoods, with mills at McRae, Ga., and 
Montgomery, recently announced the establish- 
ment of a wholesale distributing yard, here, on 
Edgewood Ave. The yard will serve the retail 
trade in Florida and serve as an additional 
outlet for the McRae mill. According to Lee H. 
Shepherd, president of the corporation, the 
Jacksonville yard will be under the manage- 
ment of W. C. Coats, who will also represent 
the corporation throughout Florida. M. C. 
Shepherd is vice president, and H. Scott Shep- 
herd, secretary-treasurer of the corporation. 
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Write today for full details 
of the Sargent Merchandising 
Plan for the Lumber Store. 
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the very highest quality and 
carry an unqualified guaran- 
insures 
consumer satisfaction. ¢ 


Sargent Merchandising Plan is 
Let Y4 Modernize Your Paint Denartment 


Producers of PAINT, 
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for the LUMBER STORE 
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the Paint Department of many Lumber Stores 


a very profitable part of their business. 


complete Lumber Store 
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the opportunity for the Lumber 
Store to cash in on this quality 
line of Paint, and, enables the 
to meet 
store and mail-order competi- 


tion at a satisfactory Profit. 


ent Gerke... 





fel okoobel 













What we have done. for others 
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Varied Truck Models Meet 
Every Demand 


P. V. Moulder, assistant domestic sales man- 
ager, of the International Harvester Co., Chi- 
cago, who is directly in charge of the company’s 
truck sales, has noted a decided improvement 
in general business conditions since the first 
of the year, and expects this improvement to 
be a factor in increasing International truck 
sales over the 1939 figure of 66,048, which rep- 
resented an increase of 18.29 percent over the 
1938 sales of 55,836 trucks. 

With the recent addition of two new multi- 
stop delivery units, and several new heavy-duty, 
cab-over-engine models, the International truck 
line now includes models and types to meet 
every need from quick delivery of extremely 
light loads to the heaviest types of highway and 
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construction hauling. There are forty-nine basic 
International models, permitting accurate selec- 
tion of the right truck for specific hauling tasks. 

In the heavy-duty sales, two tons and over, 
International continues to lead the field by a 
substantial margin, according to Mr. Moulder. 
Ever since official figures have been available, 
starting in 1931, International trucks have been 
ahead in the heavy-duty classification. 





Minnesota Growth Exceeds Cut 


St. Paut, Minn., March 19.—With Minne- 
sota owning not less than 2,500,000,000 board 
feet of standing matured and overmatured mer- 
chantable timber, and the young trees in these 
State-owned forests putting on growth each 
year equal to about 60,000,000 board feet, data 
collected by the State department of conserva- 





TWIN HARBORS LUMBER CO. 


Backed by 75 yrs. of Lumber Family Tradition 


Water Shipping Department 
Offices: PORTLAND, OREGON 


Branches: New York, Baltimore, 


Boston, 
San Francisco, Los Angeles. 


Factory Lumber, Industrial 
Items, Finish, Plywood, 
Timbers, Shingles, Siding. 


Exclusive Agents Railroad and 

Car Materials for 20 Mills... Mixed 

Cars ... Waterborne Parcels... 
Full Cargoes 


Pine, 








SEATTLE, WASH. 


Handling West Coast Rail 
Business. Douglas Fir. West- 
ern Red Cedar, 
Idaho 
Sitka Spruce, 
Hemlock. 


Main Office: Aberdeen, Wash. 


Famous Grays Harbor Timber -- West Coast Woods 


Rail Shipping Departments: 


CHICAGO, ILL. 
Southern Pine, Hardwoods, 
Ponderosa Pine, Idaho White 
Pine, Douglas Fir, Western 
Red Cedar. Sitka Spruce, 
West Coast Hemlock. 

Waco, Texas—Jack Ray. 


Ponderosa 
White 
West 


Pine, 
Coast 








CHARACTER 
It is new. 
special literature. 


Basswood, 


TION 


TYPE 
It is different. 


ODESSA , NY. 


OAK FLOORING 
Ask us for 


Special for quick shipment—2 cars 8/4 FAS 


HANLON 











OUR MAYO, VA. MILL 
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tion reveal that more timber is being grown 
annually than is being disposed of. The cur- 
rent program is to sell no more timber in any 
year than is grown. 





Progress of Chemical Aid in 


Lumber Seasoning 


Witmincton, Det., March 18.—E. I. Du 
Pont de Nemours & Co., through the research 
staff of its ammonia department, and in co-op- 
eration with the Forest Products Laboraory 
and the West Coast Lumbermen’s Association, 
has been conducting practical tests with Urea, 
as an aid in lumber seasoning. According to 
the reports, Urea establishes a condition on 
the exterior of each piece of lumber which 
causes the moisture inside the piece to move 
toward the outside at a more rapid rate than 
at the very outside of the piece. The process 
of retarding the surface drying, and a more 
uniform drying of the piece, tend to prevent 
checking and _ shrinking. 

In most cases, Urea has been sprinkled on in 
dry form with greater quantities scattered near 
the ends of the piece. Unit packages are built 
up in the usual manner and are allowed to 


stand for predetermined periods. Treated units — 


placed in dry kilns to hasten seasoning have 
been found to dry quicker and more satisfac- 
torily than when untreated. 


Urea is a white, odorless, crystalline solid, — 


and in appearance resembles table sugar. It is 
composed of nitrogen, hydrogen, oxygen arid 
carbon. It is produced synthetically by react 
ing ammonia with carbon dioxide at high pres- 
sure, 

The process of chemical seasoning consists 
of two steps—treating green lumber with the 
chemical; and seasoning after treatment. Green 
lumber may be treated by soaking, dry spread- 
ing, or spraying. Seasoning may be drying in 
the solution at high temperatures; kiln drying; 
air drying in yard pile; or drying in use. 

The cost of chemical treatment per thousand 
board feet depends on the quantity used and 
the cost of the chemical per pound. In studies 
made thus far, forty pounds of Urea were used 
per thousand board feet. To the cost of the 
chemical must be added the expense of applica- 
tion and handling, which, of course, varies with 
the size of lumber and the handling facilities. 
Those interested in a complete summary of the 
results of seasoning with Urea may obtain the 
data in pamphlet form from the Du Pont com- 
pany, here. 





Discontinues Coastwise Service 


San Francisco, CAuLir., March 16.—Ham- 


Repairing and installation of new equipment 
at our Mayo, Virginia mill will soon be com- 
pleted. Will then be in position to offer su- 
premely manufactured Pine from this mill. 


mond Shipping Co. (Ltd.), affiliate of Ham-~ 
mond Redwood Co., recently announced that” 
“conditions affecting the shipping business make | 
it necessary to discontinue the transportation 
of general merchandise, interstate, between 
California ports and Oregon and Washington | 
ports, and points in the interior via connecting 
carriers.” This discontinuance became effective 
March 12. 








Partial Exemption Due on 
Freshet Log Drives 


Wasuincton, D. C., March 18.—Spring™ 
freshet driving of lumber, already declared a7 
branch of a seasonal industry in certain States, ~ 
is seasonal everywhere and as such is partially | 
exempt from the hours provisions of the Fait] 
Labor Standards Act, according to a prelimin-~ 
ary determination of the Wage and Hour Dir 
vision, effective March 19, 1940. Unless © 
objections are filed within fifteen days from 
that date, the findings will be made final. If | 
there are objections, a public hearing will be7 
called. If the determination is made final, em=~ 
ployees in spring freshet driving of lumber | 
may work up to twelve hours a day 7 
fifty-six a week, without overtime payment, for 7 
an aggregate of fourteen workweeks per yeal. | 
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The Upstanding Quality of These 
Bradley- Miller Frames Has Been 
Proved by Years of Service 


Mixed Car 
Shipments of 
Frames and 
High Quality 
Box Shooks 


Let us Quote. 


Write Us 
Today. 


You can give your customers the best of good reasons why 
they should choose these Genuine White Pine Frames of 
Bradley-Miller. Time has proved their weather resistance, 
their freedom from shrinking. how ng J and swelling. They'll 
help you win more trade and earn better profits. We ae 
furnish Ponderosa Frames in same manufacture and grade 
as the Genuine White Pine. 


, BRADLEY - MILLER & COMPANY 
BAY CITY, MICHIGAN 
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A Cape Code Type Home 
for the Average Family 


BILL OF MATERIAL 


CONCRETE AND BRICK WORK: 


10 yds. concrete 

| cleanout door 

i thimble 

30 lin. ft. 8x12 flue lining 
840 com. brick 

60 face brick 

710 concrete blocks 8-in. 
Mortar for above 


LUMBER AND MILLWORK: 


| pe. 6x6—14 No. | posts 

3 pes. 2x8—10 No. | beam 

3 pes. 2x8—14 No. | beam 

4 pes. 2x8—10 No. | plates 

4 pes. 2x8—12 No. | plates 
19 pes. 2x8—20 No. | joists 
19 pes. 2x10—20 No. | joists 
4 pes. 2x8—I2 No. | headers 
4 pes. 2x10—12 No. | headers 
144 pes. cut bridging 

1100 ft. x6 No. 2 D&M 

11 pes. 2x4—20 No. | plates 
36 pes. 2x4—12 No. | plates 
3 pes. 2x4—10 No. | plates 

12 pes. 2x4—14 No. | plates 
3 pes. 2x4—18 No. | plates 
175 pes. 2x4—8 No. | studs 
60 pes. 2x4—14 No. I studs 
15 pes. 2x4—12 No. | ceil. joists 


40 pes. 2x4—14 No. | rafters 
1500 ft. 1x8 No. 2 shiplap 
750 ft. Ix4 No. 2 S4S roof 
Il sqs. {6-in. 5X wood shgls. 
5 rolls waterproof paper 
1500 ft. 34x8 cir. bev. siding 
2 pes. 1x8—12 No. 2 ridge 
2 pes. 6x6—7 clr. porch posts 
| pe. 6x8-6 clr. porch beam 
2 pes. 6x8-4 cir. porch beam 
| pe. 4x6% 3-ply porch clg. 
1200 ft. %xI/2 clr. oak fig. 
750 ft. {-in. blanket insul. 
2 pes. Ixl2-12 No. 2 shelv. 
100 ft. f-in. clr. finish 
200 ft. 3-in crown mlidg. 
4 sawed cornice ornaments 
6000 wood lath 
2 louver frames 
cel. sash frs. 
cel. sash 10x12 3 It. 136 gla. 
basement stair. 
main stair 
grade stair 
os. door fr. 3x6-8 13% 
os. door fr. 2-6x6-8 134 
twin wdw. fr. 24x24 2 It. 
single wdw. fr. 24x24 2 It. 
single wdw. fr. 24x20 2 It. 
single wdw. fr. 24x14 2 It. 
single wdw. fr. 24x18 2 It. 


Liv Rm 
13 w 15-6 
Din. RM 


99x law 
First fume Po cH 


wdw. 24x24 2 It. 15¢ top 6 It. gla. 
wdw. 24x20 2 It. 13% top 6 It. gla. 
wdw. 24x14 2 It. 136 top 6 It. gla. 
wds. 24x18 2 It. 13 top 6 It. gla. 
os, door 3x6-8 134 6 pan. 
os. door 2-6x6-8 134 3X 1 It. 
doors 2-6x6-8 13% 2 pan. 
doors 2-6x6-6 1% 2 pan. 
doors 2x6-6 13g 2 pan. 
ins. door jbs. 

16 sides door trim 

14 sides wdw. trim 

270 lin, ft. 5Y2-in. base and shoe 

110 lin.- ft. picture mold 

20 lin. ft. hookstrip 

12 lin. ft. pole 1% 

2 thresholds 

420 yds. plaster 

L med. case 

1 set kit. cases 

{ drawer case 

2 prs. blinds 


Complete Blueprints, Specifications and List of Materials, $3.50 


American Lumberman Aeuse Plan Ne. 252 


REO RM 
WA ywil.o 


BED RM 
BOx 3 


SECOND Fraoee 


HARDWARE: 


300 Ib. nails 

250 Ibs. sash wghts. 
3 hanks sash cord 

3 cel. sash sets 

1 cyl. lock set 

| mortise lock 3T 

7 mortise locks IT 
3 prs. 4x4 butts 

7 prs. 32x32 butts 
14 sash locks 

14 sash lifts 

10 pr. cab. hinges 
20 cab. pulls 

10 friction catches 


{ coal chute 
SUBCONTRACTS: 


Plumbing, heating, electric 
sheet metal, painting 





American Lumberman 








BILL OF 


CONCRETE WORK: 


29 yards gravel, walls and floors 
6 yards sand, mason and plaster work 


145 sacks cement 


DRAINAGE: 


200 ft. 4-in. sewer tile 


8 4-in. sewer fittings 
i 4-in. serew plug 


150 ft. 4-in. drain tile 


PLUMBING: 


| bathtub complete 
1 stool complete 
| lavatory complete 


| kitchen sink complete 
| hot water tank complete 
| hot water heater complete 


ah ré) 
f SK 
. al DINING CABINETS 
uJ ‘ 
Geant Room K/(TcHe 


/ uP 4DN 
LiyiNnG 


Room 
IV (o"xKM' 5" 


BEQROOM 
Ie 2 KJO'e | 


BRICKWORK: 


2500 common brick 

500 face brick 

24 sacks prepared mortar 
28 lin. ft. 8x8 flue liner 


MATERIAL 


LUMBER AND MILLWORK: 


3 pes. 6x6—7 posts 

6 pes. 2x10—I6 girder 

54 pes. 2x10—12 floor joist 

15 pes. 2x10—16 plates and sills 
20 pes. ix4—i4 bridging 

3000 ft. 1x10 subfloor and boxing 
50 pes. 2x4—14 plates 

300 pes. 2x4—8 studs and coal bin 
36 pes. 2x6—16 rafters 

20 pes. 2x6—14 rafters 

1400 ft. 1x8 sheathing 

13 squares shingles 

33 lin. ft. valley 


13 squares 15-ib. felt 

28 pes. 2x6—12 ceiling Joist 

32 pes. 2x6—14 ceiling joist 

20 pes. 2x4—16 misc. framing 

200 ft. Ixi0 kitchen cabinet material 
96 ft. 1x10 closet shelving 

15 squares sidewall shingles 

15 squares 15 Ib. felt, wall 

170 lin. ft. 1x8 frieze, cornice 

80 lin. ft. 1x4 plancier, cornice 

80 lin. ft. 1x6 fascia, cornice 

80 lin. ft. 1-in. cove mold. cornice 
80 lin. ft. 3/2-in. crown mold, cornice 
900 ft. ixi0 attic floor 

5500 std. lath 

2 sheets metal lath 

180 ft. metal corner bead 

38 sacks h.f. plaster 

1 sack Keene cement 

6 sacks finish lime 

1200 ft. 42—15 flooring 

4 pes. 2xi2—14 stair jacks 

7 pes. 1Ye—I2 12 stepping 

7 pes. 1x8—12 risers 

2 pes. 1xi0—14 skirt board 

350 lin. ft. 6-in. base 

350 lin. ft. base shoe 

225 cu. ft. loose insulation, ceiling 


DOORS AND WINDOWS: 


5 basement window frames 10x12 3 Its, 

5 basement windows (0x12 3 Its, 

{ coal chute door 

| circle top door frame 3/0x6/8—1% rab. 
| circle top door frame 3/0x6/8—1% gl. DS 
1 side door trim, circle top 

| outside door frame, rab. 1%, 2/8x6/8 

| outside door | It. DS, 1%, 2/8x6/8 

1 side door trim 2/8x6/8 

7 inside door jambs, 5'%-in. 2/8x6/8 

7 inside doors 1% 2 pan. 2/8x6/8 

14 sides door trim 2/8x6/8 

| inside door jamb, 3%-in. 2/0x6/8 

| inside door jamb 5% in. 2/0x6/8 


Complete Blueprints, Specifieations and List of Materials, $3.50 


2 inside doors 1%-in. 2 pan. 2,Ux6, 8 

4 sides door trim 2/0x6/8 

3 single window frames, 2 It. ck. rl. 24x24 
4 mull. window frames, 2 It. ck. rl. 24x24 
2 single window frames 2 It. ck. rl. 24x20 
1 single window frame 2 It. ck. rl. 24x16 
2 single window frames.2 It. ck. rl. 20x16 


7 windows 24x24 2 It. ck. rl. 13¢-in. SS top 
div. 3W2H 


2 windows 24x20 2 It. ck. rl. 13¢-in. SS top 
div. 3W2H 

1 window 24x16 2 It. ck.rl.1%g-in. SS top 
div. 3W2H 


2 windows 20x16 2 It. ck. rl. 13¢-in. SS top 
div. 3W2H 


3 sides window trim sgl. 24x24 
4 sides window trim mull. 24x24 
| side window trim sgl. 24x16 
2 sides window trim sgl. 20x16 


HARDWARE: 


260 Ibs. sash weights 

2 hanks sash cord 

10 sash locks 

20 sash lifts 

10 inside lock sets, mortise 

1 front door lock set 

{| front door knocker 

10 prs. 32x3/2—half srf. butts 
1Y2 pr. 4x4 full butts 

1 medicine cabinet 

| linen cabinet complete 

| complete set kitchen cabinet with hardware 
500 Ibs. mixed nails 

| gross mixed screws 

24 2x6 bolts 

3 %4x6 pins 

74 lin. ft. gutter 

5 down spouts and fittings 

{ 8x10 cleanout door 

1 6-in. flue thimble 


HEATING: 


| hot air heating unit complete 
Painting and Wiring by owner 
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Southern Hardwood Traffic 
Group in Annual Meeting 


MEMPHIS, TENN., March 18.—Hardwood 
shippers meeting, here, for the annual conven- 
tion of the Southern Hardwood Traffic Associa- 
tion, went on record as opposing any change 
in the accepted basis of determining freight 
rates—a competitive standard predicated on the 
demand and necessities of commerce. 

The association adopted resolutions which 
opposed codification of the Interstate Commerce 
Commission Act, until opportunity is had to de- 
termine the wisdom of 
the Act and to afford 
an opportunity for re- 
vision; urged the repeal 
of the long and short 
haul clause of Section 4 
of the Act; opposed in- 
clusion in any general 





Cc. A. NEW, 
Memphis, Tenn.; 
Secretary 





transportation bill of 
mandatory _ provisions 
for investigation by the 
commission, because of 
the belief that other 
sections of the law af- 
ford ample opportunity 
for such investigation; 
opposed any change in the rate-making rule 
which would eliminate the requirement that the 
commission give consideration to the effect of 
rates on the movement of traffic; advocated a 


two-year limit for moving in transit lumber 
outbound under the original freight charge, as 
against one year at present; opposed the in- 
clusion of rates on forest products in any gen- 
eral investigation involving the class rate 
structure, or in any litigation involving com- 
modities generally, under the belief that rates 
on forest products should be made with relation 
to transportation and to commercial conditions 
surrounding the marketing of such products. 

J. V. Norman, Louisville, Ky., the associa- 
tion’s counsel, commended the group for having 
successfully fought its case to maintain rough 
material rates. Mr. Norman detailed how the 
association had participated in securing reduc- 
tion in rates on lumber moving from the South 
and Southwest and to the North and East, 
stating that this reduction will amount to one- 
half million dollars annually. 

Officers elected for the ensuing year are as 
follows: 

President—E. D. Rhodes, Howe Lumber Co. 
(Inec.), Helena, Ark. 

Vice president—(Memphis district) G. 
Frazier, Frazier & Wright, Memphis, Tenn. 

Vice president—(E”astern district) E. M. 
Vestal, Vestal Lumber & Mfg. Co., Knoxville, 
Tenn. 

Vice president—(Louisville district) J. J. 
Egan, Wood-Mosaic Co. (Inc.), Louisville, Ky. 

Vice president—(New Orleans district) J. B. 
Edwards, Hillyer-Deutsch-Edwards (Inc.), 
Oakdale, La. 

Vice president—(Helena district) Charles 
M. Rasche, Pekin Wood Products Co., Helena, 
Ark. 

Treasurer—Almonta Smith, Chapman & 
Dewey Lumber Co., Memphis, Tenn. 

Secretary—C. A. New, Memphis, Tenn. 


Among the Lumbermen’s Clubs 


was re-elected vice president, and Frank C. 


Sales Club Discusses Association 
Trade Practices 


BattrmorE, Mp., March 18.—The regular 
monthly meeting of the Baltimore and Wash- 
ington Lumber Sales Club, here, March 4, was 
principally occupied with a discussion of the 
recent consent decree entered into by the South- 
ern Pine Association. The point was brought 
out that the practices of the association, alleged 
to be in restraint of trade, were, as a matter of 
fact, intended to prevent such practices. George 
V. Frederickson, Weyerhaeuser Sales Co., 
president of the club, was in charge of the 
meeting. 


Buffalo Exchange Officers 


BurFraLo, N. Y., March 18.—The annual 
meeting of the Buffalo Lumber Exchange was 
held March 8, and resulted in the selection of 
the following officers and directors: 

President—L. J. Lewis, Palburn, Inc. 

Vice president—Oliver J. Veling, 
Fischer & Co. 

Secretary-treasurer—William P. Betts. 

Directors—H. L. Abbott, W. L. Blakeslee, 
N. J. Brautigan, R. T. Jones, L. J. Lewis, 
E. J. Sturm, S. G. Taylor, Oliver J. Veling, 
John H. Wall, L. N. Whissel and H. K. 
Whitmer. 


Dohn, 


Lumbermen's Club Re-elects Officers; 
Hears Traffic Discussion 


EvANSVILLE, INp., March 18.—Paul R. Blood, 
president of the Evansville Lumbermen’s Club, 
was re-elected to that office at a recent monthly 
meeting of the organization. Walter R. Schnake 


Storton, secretary-treasurer. John C. Kelller 
traffic manager of the club’s river and rail com- 
mittee, discussed proposed reductions in lumber 
freight rates between points in official classifica- 
tion territory. The present rate between Evans- 
ville and Chicago is twenty-three cents and the 
proposed rate is one cent lower. The New 
York rate is forty-two cents and the proposed 
rate is forty cents. 


Sacramento Hoo-Hoo Club 


SACRAMENTO, CALIF., March 16.—The Sacra- 
mento Hoo-Hoo Club No. 109 was organized 
recently with sixty charter members. The char- 
ter was presented by Larue J. Woodson, su- 
preme arcanoper, San Francisco, Calif. Officers 
of the club are as follows: 

President, Charles Shepard, Friend & Terry 
Lumber Co., Sacramento; vice president, A. B. 
Atkinson, Oak Park Lumber Co., Sacramento; 
secretary-treasurer, H. A. Pefley, Sacramento 
Lumbermen’s Club, Sacramento. Directors in- 
clude George Adams, Noah Adams Lumber Co., 
Walnut Grove; Crawford Cox, Knox Lumber 
Co., Sacramento, and Homer Derr, Derr Lum- 
ber Co., Elk Grove. 


Central Wisconsin Officers 
Re-elected 


Stevens Pornt, Wis., March 18.—H. E. 
Clark, Weyauwega (Wis.) Lumber & Fuel Co., 
was Secretary-Treasurer J. C. Miller, of the 
sin Lumbermen’s Club, at the annual meeting 
of the group here, recently. Also, re-elected, 
was secretary-treasurer J. C. Miller, of the 
Fuller Goodman Co., Waupaca. 


The Western 
Lumber Wholesaler 
Offers You 
Valuable Service 


“It’s a 
lucky thing 
our yard 
has a 
Western 
Wholesale 
Connection” 


el 


Have you ever wondered, Mr. Retail Lumber 
Dealer, what is the best solution of your 
lumber-purchasing problem? 


Like every other merchant, you are inter- 
ested in QUICK TURNOVER and SMALL 
STOCKS. 


The best answer is THE WHOLESALER, 
located in the PRODUCING TERRITORY. 


He has commission representatives who call 
on you. He has mill connections to fill your 
orders. He knows where the stocks are and 
how to assemble them for mixed car business. 


One good wholesaler in the west can supply 
all your needs in WESTERN SOFTWOODS 
—Fir, Cedar, Ponderosa Pine, Sugar Pine, 
Idaho White Pine, Hemlock, Spruce. 


Here is a representative list of Western 
Wholesalers. Let them eliminate your buy- 
ing troubles. 





DUNCAN LUMBER COMPANY. Ine. 


PACIFIC COAST FOREST PRODUCTS 


4432 Henry Bidg., SEATTLE, WASHINGTON 


Mauk Seattle Lumber Company 


SKINNER BLDG., SEATTLE, WASHINGTON 


Morrill & Sturgeon 
Lumber Co. 
(Sawmill: Pine 


CARL SODERBERG Products Corp., 
LUMBER COMPANY Prineville, Ore.) 


Spokane, 
Manufacturers and Wholesalers Washington 


WALES LUMBER COMPANY 
Old National Bank Building 
SPOKANE, - - - WASHINGTON 


110 Market St., SAN FRANCISCO, CALIF. 








MORSTURG 


he Mark of Quality 


Yeon Bidg., Portiand,Ore. 
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DAMS-EDGAR 


Lumber Co. 
YELLOW PINE 


Finish, Packaged Trim, 
Mouldings and Yard Items 
Grade-Marked 


HARDWOODS 


Poplar, Gum, Beech and Oak 
Kiln-Dried 








Write us about your needs 
Order a Mixed Car Today 


The Adams-Edgar Lumber Co. 
MORTON, MISS. 


Wedo not make the Most 
Oak Flooring, but we Do 
make the BEST 
























BRAND” 
OAK FLOORING 


~CAREFULLY SELECTED LUMBER- 
-PROPERLY KILN DRIED-- 
-PRECISION MACHINED-- 


INSURES BEAUTY, FINISH AND 
UTILITY 


W. R. WRAPE STAVE COMPANY 
Post Office Box 182 
LITTLE ROCK, ARKANSAS 





JOHN B. SMITH & SONS, LTD. 
CALLANDER, ONTARIO 


Manufacturers of 


White Pine Lumber & Lath 


( Pinus Strobus ) 
ESTABLISHED 1851 


Head Office .. . . TORONTO, ONTARIO 
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Here’s What's New 


Catalog on Complete Line of 
Ladders Is Available 


The Rich Ladder & Mfg. Co., 1027 Depot 
St., Cincinnati, Ohio, is making available its 
catalog, “Ladders . . . Painters’ and House- 
hold Goods.” This catalog covers the details 
of the design and construction of the company’s 
complete line of straight and extension ladders, 
step ladders, window cleaner’s ladders, scaf- 
folding, trestles, accessories, ironing tables, step 
stools, washboards, and clothes props. A copy 
of the catalog is available upon request to the 
company. 


Value of First Coat Protection in 
Extending Life of Paint Job 


Thompson & Co., Pittsburgh, Pa., manufac- 
turer of quality paints since 1847, is now offering 
anumber of valuable selling helps to aid dealers 
in merchandising Alumbrite aluminum house 
paint—first coater for wood, which is designed 
to extend the life of paint jobs. According to 
the company, Alumbrite has proved its worth 
through years of time and weather tests, con- 
firming the findings of fifteen years’ research. 
Merits of aluminum house paint include recog- 
nition of the paint’s adhesive vehicle, combined 
with its aluminum pigment, to form a founda- 
tion coat, “anchored” to the wood. Full par- 
ticulars are available from the company. 


Announces New Heavy-Duty 
Electric Hand Saw 


The Porter-Cable Machine Co., Syracuse, 
N. Y., has just announced that a heavy-duty, 
electric hand saw, equipped with a 3-phase 
motor, is now available. The saw, a twelve- 
inch Speedmatic, combines high speed, light 
weight, accurate cutting, etc. The company also 
produces a radial arm in which the Speedmatic 
saw may be used, thus allowing the unit to 


. SSeS 





serve both as an electric hand saw and as the 
power unit in an over-arm saw unit, capable 
of cross cutting and ripping at any angle or 
compound angle. An illustrated folder, giving 
full details, is available from the manufacturer. 


New "Easy-to-Find" Catalog on 
Cylinder Mortise Locks 


The Lockwood Hardware Manufacturing Co., 
Fitchburg, Mass., has just published a new 
“easy reference” catalog on Lockwood cylinder 
locks, including standardized, heavy duty and 
universal series. The catalog is a complete, 
thoroughly modernized version of today’s re- 
quirements in cylinder mortise locks, showing a 
wide range of choices in grade and function. 
The panorama style of cataloging the various 
lines and classifications of locks is a valuable 
time and energy saver to anyone having occa- 
sion to refer to it frequently, and an enlight- 
enment to others who may have found previous 
methods of cataloging difficult to handle. Al- 
together, there are something over 300 locks 


listed in the catalog in a space which ordinarily 
would contain no more than fifty listings. The 
complete description of the locks appears on 
two facing pages with subsequent pages con- 
taining groupings of each series, description 
and functions by catalog number. The new 
catalog is available on request from the manu- 
facturer. 


To Market Overhead Door Line 
Through Lumber Dealers 


The Howell Manufacturing Co., Ardmore, 
Pa., manufacturer of overhead type doors, is 
now marketing its entire line of products 
through lumber dealers. The Howell door is 
made in_ sizes 
and designs for 
private home 
garages, and in 
a wide variety 
of styles to con- 
form to home 
architecture, to- 
gether with 
multiple door 
installations of 
public garages 
and gas._ sta- 
tions, for doors 
up to thirty feet in width. The company, as 
a part of its new sales policy, is using its sales- 
men as district supervisors to assist lumber 
dealers and their salesmen with overhead door 
prospects and to teach them how this type of 
selling should be done. Details of the com- 
pany’s line and sales program may be had on 
request to the manufacturer. 





Announces New Stoker Line for 


Small Home Field 


The Iron Fireman Manufacturing Co., 3360 
W. 106th St., Cleveland, Ohio, well known 
manufacturer of stokers, recently entered the 
small home field with a new hopper-model 
stoker and a new coal flow, at the lowest’ prices 
in the company’s history. Advertising promo- 
tion, to start March 23, in The Saturday Eve- 
ning Post and thirteen other leading magazines, 
will present sixty-five million messages all told. 
The company offers direct mail and literature, 
plus newspaper mats, outdoor posters, and many 
other sales helps. Other Iron Fireman products, 
include two new stoker-fired warm-air units, the 
Heatmaker furnace and the Self-firing furnace, 
a complete winter air conditioner. Details of 
the products and the extensive campaign in the 
small home field, as well as an outline of a 
dealership, may be obtained direct from the 
company. 


Stoker Service Manual Tells Proper 
Operating Methods 


Appalachian Coals (Inc.), Transportation 
Building, Cincinnati, Ohio, announced the pub- 
lication of “Stoker Etiquette,” a service man- 
ual, which is virtually a miniature textbook 
on stoker operation. According to the engineer- 
ing division of Appalachian Coals (Inc.), a pre- 
ponderance of troubles, originating in stoker- 
fired heating plants, are due neither to coal nor 
stokers, but instead to the adjustment of the 
stoker to burn the particular type of coal. The 
booklet outlines the rules of procedure and 
encourages the home-owner to take more pride 
in the operation of his stoker. Stoker coals 
from certain districts are described and sections 
of the booklet deal with coal size, starting fire, 
fuel and air ratio, firebox draft, ash and 
clinker, frequency of cleaning fire, hold fire con- 
trol, safety controls, room thermostat, night set- 
ting of room thermostat, the combustion process 








obt 





- Ooms 


mt 


he 


the 


the 
er 


ion 


ub- 


ook 
er- 
yre- 
cer- 
nor 

the 
The 
and 
ride 
oals 
ions 
fire, 
and 
-on- 
set- 
cess 





March 28, 1940 


and suggestions for overcoming operation diffi- 
culties. A good fuel bed, a thin coke tree, a 
heavy coke tree and clinker in retort are ef- 
fectively illustrated. Sample copies may be 
obtained free of charge. 


Pamphlet Describes New Trucks 
with Two-Speed Axles 


The Dodge division of the Chrysler Corp., 
Detroit, Mich., is now distributing a. pamphlet, 
fully describing the advantages of the two- 
speed axles used in the Dodge job-rated, dual- 
purpose trucks. There are many trucking oper- 
ations, it is claimed in the pamphlet, in which 
a Dodge job-rated, dual-purpose truck offers 
important advantages, among which are operat- 
ing economy, flexibility, higher speed, or re- 
duced engine wear, resulting in lower mainte- 
nance cost. Samples of uses for this type of 
truck are excavation work where power is 
needed for pulling out heavy loads and speed 
for returning light; in hilly cities; inter-city 
hauls through country partly hilly and partly 
flat. The construction of the Dodge two-speed 
axle, the way it operates and what it will do 
for the operator, are fully described in the 
pamphlet, available upon request from any 
Dodge dealer or the Dodge division. 


Association Issues Data on Southern 


Hardwood Mills 


The Southern Hardwood Producers, Inc., 805 
Sterick Building, Memphis, Tenn., has just 1s- 
sued its 1940 “Hardwood Buyer’s Guide.” <A 
table of contents in the front of the book is 
complete and it contains several new features. 
The twenty more important species of lumber 
manufactured by Southern hardwood mills are 
described in concise paragraphs as to general 
characteristics, production, supply, principal 
uses, and finishing treatment. The guide also 
contains a “Southern Hardwod Use Chart.” 
Copies will be sept to those in the trade on re- 
quest to the SHPI. 


Paint Mixer Increases Sales; Keeps 
Paint Stock Fresh 


The Tamms, Silica Co., 228 N. La Salle St., 
Chicago, manufacturer of the Tamms paint 
mixer, which is adjustable to handle can sizes 
from pints to gallons, has issued a bulletin pic- 
turing and giving a complete description of the 
mixer. This will be mailed on request to the 
company. Many dealers have found that a 
paint mixer in a conspicuous spot, not only in- 
creases sales considerably, but eliminates the 
problem of old paint, as every can of old stock 
can be thoroughly “re-vitalized” by rotating 
stock through a mixer. The cans do not have 
to be opened and are easily slipped into the 
mixer. 





"Number One Lumberman" 
Honored at Dinner 
(Continued from Page 25) 


Mr. Fleishel’s family and a number of other 
distinguished guests, including: Carl W. Defe- 
baugh, Chicago, president of the AMERICAN 
LUMBERMAN; E. M. Durham, Jr., Chicago, 
chief executive officer of the Rock Island 
Lines; L. W. Baldwin, St. Louis, chief execu- 
tive officer of the Missouri Pacific Lines; 
Henry P. Adair and Raymond D. Knight, 
prominent Jacksonville attorneys; Morgan V. 
Gress and Charles J. Williams. 

The committee on reception in charge of 
seating the guests was composed of L. E. 
Hooper, Jr., chairman; V. J. Armstrong, E. L. 
Chiasson, B. R. Ellis, J. S. Farish, Lester J. 
Foley, W. S. Johnson, Frank W. Norris and 
Richard B. Wand, all of Jacksonville; Alvin 


Amemecan fiumberman 


a Huss, Chicago, and J. B. Harris, Shamrock, 
a. 

Among the out-of-State guests coming to 
Jacksonville for the dinner were: 

A. S. Boisfontaine, New Orleans; Edgar L. 
duMont, New Orleans; J. T. Fleishel and Miss 
Florence Fileishel, St. Louis; Fred Fleishel, 
Sewanee, Tenn.; Don R. Forsyth, Darien, Ga.; 
H. R. Garrett, Quitman, Ga.; Roscoe C. 
Hobbs, St. Louis; W. A. Holt and Miss Jean- 
nette Holt, Oconto, Wis.; E. J. Marks, New 
Orleans ; j. E. McNelly, Wilmington, N. ie 
Mr. and Mrs. William J. O’Brien, St. Paul, 
Minn.; J. L. Phillips, Thomasville, Ga. ; Paul 
Patton, Atlanta, Ga.; J. W. Reynolds, Albany, 
Ga:: William B. Schrauff New York City ; 
Martin Shollar, Kingsland, Ga.; Mrs. Marianne 
Strauss, Augusta, Ga.; John W. Zuber, At- 
lanta; Mrs. Robert Holmes and Miss Caro 
—s St. Louis, and A. L. Kuehn, Louis- 
ville. 





Hymeneal 


Mr. and Mrs. I. L. Halsted, Jeannette, Pa., 
announce the coming marriages of their two 
daughters, Jeanne Lenore and Elsa Louise. 
The father of the prospective brides is the 
representative of Henry G. Brabston & Co., 
in New York and western Pennsylvania. Miss 
Jeanne Lenore Halsted will be married to 
Dr. Paul Albert Hinchberger on March 26 in 
St. Pauls Church, Butler, Pa., in which city 
they will live after a wedding trip through 
the south. Miss Elsa Louise Halsted will 
be married to Clarence G. Bolling on April 6 
in All Saints Church, Greensburg, Pa. After 
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a wedding trip to Niagara Falls, they will 
live in Greensburg. 


Miss Louisa Winslow Robins, daughter of 
Mr. and Mrs. Thomas Robins, Jr., and Austin 
Goodyear, son of Mr. and Mrs. Charles W. 
Goodyear, will be united in marriage in 
Trinity Episcopal Church, Buffalo, N. Y., at 
four o’clock on the afternoon of March 30. 
Both families live in Buffalo. The father 
of the groom has been identified for many 
years with important lumbering interests in 
Potter County, “Pennsylvania, and in the 
south, at Bogalusa, Louisiana. These inter- 
ests were founded by his father and his uncle, 
the late Frank H. Goodyear, who passed 
away in 1907. The prospective groom is a 
graduate of St. Marks School in Southboro, 
Mass., and of Harvard College. Miss Robins 
attended Milton (Mass.) Academy. 


The wedding of Mary (Polly) Harwood, 
daughter of Mr. and Mrs. Herbert Edward 
Harwood, and James Young Deupree, son of 
Mr. and Mrs. Richard Redwood Deupree, has 
been set for four o’clock on the afternoon of 
June 29 at Christ Church, Cambridge, Mass. 
The engagement was announced in this 
column on Dec. 2. The father of the pros- 
pective bride is treasurer of the Blanchard 
Lumber Co. of Boston, New York and Seattle. 
The bride, of Cincinnati, Ohio, and Biddeford 
Pool, Maine, is a graduate of Winsor School, 
and is a member of the Junior League and 
the Vincent Club. At present, she is aw 
at Sarah Lawrence College, Bronxville, mee 
Mr. Deupree is now in business in New York. 





ForEST STATISTICS OF Coos CouNTy, OREGON, 
a revision based on re-inventory made in sum- 
mer of 1938 and containing up-to-date map, is 
available from Pacific Northwest Forest & 
Range Experiment Station, Portland, Ore. 











Nationally Known as 
Lumber Insurance Specialists 


The Associated Lumber Mutuals are famous for their prompt and 
equitable adjustment in losses such as this. We provide in addition 
a complete service before the loss including an analysis of your 


insurance needs and expert fire prevention counsel. 
interested in obtaining broader coverage and better protection at a 
savings in cost, write to the company nearest you for information. 


Central Manufacturers Mutual Ins. Co.............. Van Wert, Ohio 
Lumber Mutual Fire Ins. Co..................000000- Boston, Mass. 
Lumbermens Mutual Ins. Co...... Oe Araya pa Mansfield, Ohio 
Penna. Lumbermens Mutual Fire Ins. Co.......... Philadelphia, Pa. 
Indiana Lumbermens Mutual Ins. Co............. Indianapolis, Ind. 


Northwestern Mutual Fire Assn... 


If you are 
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in Boston 
Hotel Kenmore 





Commonwealth Ave. at Kenmore Square 


All Rooms with Tub and Shower 
Rates from $3.50 

Ample Parking Space 

Dinner Music 


Subway Entrance at Door 


Write for Historical Map of 
Boston 


L. E. WITNEY 
Managing Director 
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NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


Wasuincton, D. C., March 18.—Following is the National Lumber Manufacturers’ Associa- 
tion’s report for two weeks ended March 9, 1940, and for ten weeks ended that date, covering 
mills whose statistics for both 1940 and 1939 are available, and percentage comparisons with 
statistics of identical mills for the corresponding period of 1939: 


Av. No. Per- Per- 
Mills Production cent Shipments cent 
TWO WEEKS: Rptg. 1940 of 1939 1940 of 1939 
Total Softwoods .. 401 372,764,000 115 398,773,000 108 
Total Hardwoods.. 87 18,021,000 107 17,742,000 100 
Total Lumber ..... 470 390,785,000 115 416,515,000 108 
Total Flooring .... 80 17,900,000 123 19,180,000 128 
TEN WEEKS: 
Total Softwoods.... 414 1,782,396,000 110 1,904,734,000 105 
Total Hardwoods... 86 92,115,000 1038 86,810,000 102 
Total Lumber...... 483 1,874,511,000 110 1,991,544,000 105 
Total Flooring..... 80 84,412,000 112 76,988,000 106 





Orders 
1940 
421,932,000 

16,116,000 


438,048,000 


21,471,000 


1,990,424,000 


87,932,000 


2,078,356,000 
1 


09,602,000 


Per- 
cent 


of 1939 


121 

87 
119 
138 


112 
104 
111 
125 





RELATION 


OF 


UNFILLED ORDERS TO STOCKS 


WasuinctTon, D. C., March 18.—Following is statement of seven groups of identical mills 
of unfilled orders and gross stock footage on March 9: 


Total Softwoods* .... 
Total Hardwoods* ... 


Total Lumber ........ 
Hardwood Flooring .. 


*Of Northern mills, 15 reported on softwood, 


stocks. 


No. of Mills 


Unfilled Orders 
940 1939 


Gross Stocks 
940 1939 





Reporting 1 
2h aredice 396 782,908,000 580,458,000 3,526,822,000 3,595,672,000 
aves nuns 91 59,139,000 56,161,000 390,854,000 428,978,000 
Tr 472 842,047,000 636,619,000 3,917,676,000 4,024,650,000 
err 90 83,777,000 78,731,000 100,414,000 114,862,000 


16 on hardwood unfilled orders; 17 mills on 





NATIONAL STATISTICS FOR FEBRUARY BY REGIONS 


Wasuincton, D. C., March 18.—Following is the National Lumber Manufacturers’ As- 
sociation’s report for the four weeks ended March 2 and for nine weeks ended that date, cov- 
ering mills whose statistics for both 1940 and 1939 are available, and percentage comparison 
with statistics: of identical mills for the corresponding period of 1939: 





Av. No. er- Per- 
Mills Production cent Shipments cent 

FOUR WEEKS: Rptg. 1940 of 1939 1940 of 1939 
Softwoods: 
Southern Pine .... 131 117,297,000 98 105,273,000 SS 
West Coast ...ccce 126 378,458,000 113 382,807,000 116 
Western Pine ..... 108 183,488,000 131 232,351,000 106 
California Redwood 13 29,222,000 107 23,801,000 93 
Southern Cypress.. 9 9,019,000 85 9,067,000 29 
Northern Pine .... § 1,121,000 137 8,533,000 143 
Northern Hemlock 17 5,745,000 97 5,712,000 112 

Total Softwoods. 412 723,457,000 113 768,076,000 107 
Hardwoods: 
Southern Hardwoods 770 23,566,000 95 27,301,000 107 
Northern Hardwoods’ 17 16,551,000 136 8,310,000 105 

Total Hardwoods. 87 40,117,000 109 35,611,000 106 

Total Lumber ... 482 763,574,000 113 803,687,000 107 
Oak Flooring...... 65 29,064,000 28,059,000 
Maple, Beech and 

Birch Flooring... 14 *3,179,000 *2,897,000 
NINE WEEKS: 
Softwoods: 
Southern Pine .... 132 253,644,000 92 230,504,000 86 
West Coast ...... - 136 837,997,000 111 833,154,000 113 
Western Pine ..... 101 391,690,000 122 505,992,000 103 
California Redwood 13 61,605,000 106 54,250,000 96 
Southern Cypress... 9 21,114,000 89 18,618,000 84 
Northern Pine .. .. 8 2,471,000 121 17,613,000 130 
Northern Hemlock. 18 18,749,000 145 11,240,000 98 

Total Softwoods. 407 1,587,270,000 100 1,671,371,000 104 
Hardwoods: 
Southern Hardwoods 769 49,199,000 97 56,909,000 98 
Northern Hardwoods 18 34,147,000 114 20,655,000 115 

Total Hardwoods 87 83,346,000 1038 77,564,000 102 

Total Lumber ... 476 1,670,616,000 109 1,748,935,000 104 
Oak Flooring ..... 65 65,111,000 z. 58,498,000 a 
Maple, Beech and 

Birch Flooring .. 14 8,768,000 7,278,000 


7 Units 


*Three Weeks 








Orders 
1940 


105,806,000 
384,082,000 
237,376,000 
24,241,000 
7,674,000 
8,187,000 
6,187,000 


780,688,000 


26,293,000 
8,474,000 


34,767,000 


815,455,000 
40,908,000 


*2,865,000 


1,740,760,000 


58,476,000 
20,896,000 
7 


79,372,000 
1,820 
88 


3 
132,000 
619,000 


237,000 


e 

’ 

, 
’ 


REGIONAL UNFILLED ORDERS AND STOCKS MARCH 2 


Wasurncton, D. C., March 18—Following is the monthly statement by regions of eight 
groups of identical mills and two groups of hardwood flooring plants of unfilled orders and 


gross stock footage on 


March 2: 


Per- 
cent 
of 1939 


91 
121 
118 
104 
100 
123 

82 


114 





92 
116 
97 
113 


85 
118 
118 


124 
87 





110 


110 











" No. of Unfilled Orders Gross Stocks 
Softwoods— Mills 1940 1939 1940 1939 
Southern Pine .........ccccccses 119 69,217,000 63,262,000 483,127,000 488,393,000 
PE ckGccknettoedevewies 126 424,073,000 306,051,000 886,339,000 915,108,000 
Western Pine ......-..+seseeees 110 235,344,000 161,963,000 1,498,900,000 1,470,653,000 
California Redwood ............ 13 26,303,000 34,169,000 299,293,000 307,754,000 
Southern Cypress ............... 9 5,452,000 6,004,000 183,164,000 194,223,000 
Northern Pine ..............4-- 8 4,839,000 4,898,000 105,855,000 141,109,000 
Northern Hemlock ............. 16 6,824,000 17,391,000 81,368,000 120,237,000 
Total Softwoods ............. 401 772,052,000 593,738,000 3,538,046,000 3,637,477,000 
Southern Hardwoods ........... +64 36,745,000 32,865,000 229,815,000 237,396,000 
Northern Hardwoods ........... 17 19,653,000 14,118,000 133,205,000 145,730,000 
“81 56,398,000 46,983,000 363,020,000 383,126,000 
Potet Heme lts srssssrssss5s 466 8285450000 640,721,000 3,901,066,000 4,020,603,000 


Flooring— 
Oak Flooring 


eee eee weer 


*Units of production. 


72,406,000 


66,446,000 


83,679,000 


95,906,000 
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Southern Pine Statistics 


[Special telegram to AMERICAN LuMBERMAN) 


New Orteans, La., March 20.—Following is 
a summary of reports from southern pine mills 
for two weeks ended March 16: 


Average weekly number of mills, 132 
Units,F 105 


Two Weeks 
Three-year average production*... 63,916,000 
MOCURL PYOGUCCION .. 2... ce ccccces 64,589,000 
MN Sts Ts «hii bg 0 @ bi acelore eeisioe 58,794,000 
PUT IG ni oie 0c ald arose ea 58,530,000 


Number of mills, 135; Units,+ 109 
On March 16, 1940 
Se 80s ok aS a is ee ee 75,872,000 
De re ree re 446,820,000 
*Oct. 26, 1936, to Oct. 28, 1939. 
TUnit is 304,000 feet of “3-year average” 
production. 





Western Pine Summary 


PoRTLAND, OrE., March 16.—The Western 
Pine Association reports as follows on operation 
of identical Inland Empire and California mills 
during the two weeks ended March 9: 

Report of an Average of 111 Mills: 
Total for 2 weeks ended 


Mar. 9, 1940 Mar. 11, 1939 
Production ...... 99,129,000 77,697,000 
Shipments ....... 125,924,000 109,912,000 
Orders received.. 133,110,000 102,274,000 
Report of 112 Identical Mills: 
Mar. 9, 1940 Mar. 11, 1939 . 
Unfilled orders... 242,623,000 155,788,000 


Gross stocks ..... 1,489,225,000 1,465,131,000 
Report of 112 Identical Mills: 
— for Year———_,, 


194 1939 
Production ...... 452,682,000 364,898,000 
Shipments ...... 609,939,000 581,666,000 
ae eee 631,771,000 525,428,000 





Chicagoland Building Increases 


Building in Chicago and 69 surrounding com- 
munities thawed out in February to the extent 
of construction amounting to $5,833,650. In 
the same month a year ago the total was $4,- 


678,416. This sum represents $3,517,451 worth 


of new building in the suburbs and $2,316,199 
in Chicago. The suburban figure is an increase 
of 191 percent over the February 1939 amount 
of $1,207,243. Of the $3,517,541 about half, or 
$1,736,147, was for permits issued for 262 
houses. This situation compares with 139 homes 
to cost $941,550 reported the same month last 
year. The average cost per home is steadily 
declining, and was $6,627 in the outlying towns 
in February. 

The financing of homes under Title I, Class 3 
of the amended NHA assumed importance in 
suburban building. Although its possibilities 
are far from being fully realized due to its start 
only last August, the homes being built in this 
way are attractive, provided with plumbing and 
well constructed. One community had in Feb- 
ruary eighteen home loans in this classification 
approved by the FHA, the loan in every case 
being the maximum $2,500. 





Monthly Lumber Facts 


SEATTLE, WaSH., March 16.—February was 
a month of marking time for the West Coast 
lumber industry, says Monthly Lumber Facts, 
issued by West Coast Lumbermen’s Association. 
Extreme cold weather was a blockade in the 
building market of the middle West and East. 
The movement of West Coast lumber to the 
Atlantic coast was impeded by scarcity of ship- 
ping space; and during February this same 
shortage was extended to the industry’s coast- 
wise trade with California. While an extremely 
open February in the producing region provided 
exceptional operating conditions, the slow mar- 
ket and space difficulties held back lumber ship- 
ments. The industry has been compelled to 
follow a conservative course in production. A 
considerable number of mills in February had 
to reduce operating schedules from 5 days a 
week to 4 or even 3 days, and some mills were 
compelled to close down for occasional periods, 
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because of inability to ship lumber by water to 
the Atlantic coast. The industry has kept its 
stocks and order files in reasonably good shape. 
At the end of the month there were indications 
of a resumption of activity in the middle West 
and California markets, where lumber buying 
has been delayed. Exports remain at low ebb. 


Weekly Averages for February 


IN. 5g ksass 0 35 ctu 44 He oe dais 127,034,000 

CN 69a. o's. sere’ os be as ora ees 129,073,000 

os ila 6 = & ois <'p alee omiosices 130,595,000 
End month— 

ee Ee ee 513,349,000 

CRPOGW TOOUIRE 6.c0 ccc ea eves wees 961,000,000 


Cumulative Totals tor 9 Weeks 


DIE ai. oc cto ee ows De owe ee 1,125,901,000 
| RTI Se ea a ee 1,117,064,000 
I Sisk bcc is occa oa tieie mss PS 1,178,226,000 
Orders by markets— 
MO tai tia 6 Ribates hs AC ROS Ala SS 470,889,000 
SPOMMOENIG GBEEO «...... 060s cecescccs 478,102,000 
MINE i<bilaio sort a'"0: a srcnid a eave oie alee wee 61,668,000 
SR orn) ein Savers arene lee aces whois 167,567,000 


February output was 64.5 percent, and 
9-week production was 63.5 percent, of 1926- 
1929—years of highest production. 
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Outlines Motor Truck 
Transportation Advances 


CINCINNATI, OuI0, March 18—A form of 
transportation which first appeared in the pio- 
neer days has experienced a rapid growth in its 
modern stage—the motor truck industry—ac- 
cording to Ross H. Wilson, here, advertising 
counselor for the Cincinnati Motor Transporta- 
tion Club. “Highway motor freighting grew 
out of a definite need of industry and commerce 
for a more flexible form of transportation in 
the early 1930’s,” Mr. Wilson said, “when re- 
duced volume of sales, restricted banking facili- 
ties, and need for a rapid turnover of merchan- 
dise were important factors. Another feature is 
the faster transportation of smaller stocks, 
without delays in transit, which speeds up turn- 
over and reduces the cost of doing business, 
benefitting the ultimate consumer in making 
possible lower prices.” 





ber of careful buyers. 


ESSCO Southern Pine 





Every inch of ESSCO Precision Lumber is of uncom- 
mon quality. Cut from choice virgin timber, refined and 
perfected by scientific seasoning, it’s a customer-pleas- 
ing lumber line that you'll be glad to recommend and 
sell. For6l1 years ESS€CO has been the preferred lum- 


Now is the time to check up and stock up on some or 
all of these time-tested products. Write us today. 


ESSCO Southern Hardwoods 


ESSCO Ponderosa Pine ESSCO West Coast Woods 
ESSCO Oak Flooring 









EXCHANGE SAWMILLS SALeEs CO. 


1111 R. A. Long Building, 
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KANSAS CITY, MO. 








Get This Profit - Winner, 
| i Mn, Lumber Dealer 





Aluminum Co. 
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FIRST COATER FOR 


This paint first coater has proved its worth 
through years of time and weather tests ... 
confirming the findings of 15 
of America that an Aluminum 
House Paint First Cocter definitel 
life of paint jobs. The paint’s adhesive vehicle 


foundation coat 
wood. The top coats cling tightl 
minum primer and LAST YEARS LONGER. Stock 
and push Alumbrite. We furnish valuable selling 
helps. Write us today for full particulars. 
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lowans Stress Modern Merchandising 


Counc. Biurrs, Iowa, March 18.—The 
thirty-fourth annual meeting of the Southwest- 
ern Iowa Lumbermen’s Association was held, 
here, March 7, and 8, presided over by Paul L. 
Wheeler, Red Oak, executive officer of the asso- 
ciation. Approximately 125 dealers and manu- 
facturers’ representatives attended the conven- 
tion which was built around progressive 
merchandising methods. 

Officers and directors elected for the en- 
suing year are as follows: 

President—M. J. Welch, James Lumber Co., 
Hamburg. 

Vice president—John Beam, Green Bay 
Lumber Co., Shenandoah. 

Secretary—Fred Hazelton, Crawford Lum- 
ber Co., Council Bluffs. 

Directors—Clarence Wilson, Wilson Lum- 
ber Co., Creston; Earl Smith, Fullerton Lum- 
ber Co., Oakland; Ben Curtis, C. W. Yoman 
Lumber Co., Logan; J. Stivers, Glenwood 
Lumber Co., Glenwood; and Charles Goess- 
ling, Shenandoah Lumber Co., Shenandoah. 


Must Know FHA 


Lumber and building material dealers, who 
are securing the most FHA loans through the 
Iowa offices are those who know all of the 
answers on FHA specifications and financing, 
according to O. A. Brandt, Iowa FHA admin- 
istrator. “The bulk of FHA applications are 
for homes in the three to five thousand dollar 
field,” he said. “Many applications come into 
our office,” Mr. Brandt stated, “which we can’t 
insure; even the dealers that sent them in 
should have known that they were poor risks. 
The dealer should know as much about speci- 
fications and financing as anyone in our organ- 


ization to prevent wasting time on prospects 
that he knows will not qualify.” 

Robert R. Turner of the City National Bank, 
Council Bluffs, offered the services of his bank 
to those dealers not having local FHA co-oper- 
ating lending institutions. 


Correct Wall Construction 


Discussing the problem of wall construction 
and moisture condensation, H. J. Barre, lowa 
State College, stated that insulation is not the 
cause of condensation, but unless properly han- 
died will aggravate the problem. “The answer,” 
he said, “is a tight wall on the inside or warm 
side of the room. Tests have shown that venti- 
lation of the outside or cold wall will also aid 
in the halting of condensation.” He showed a 
series of slides, picturing wall sections and the 
amount of condensation observed in various 
types of construction employing different mate- 
rials. 

Don W. Lyon, Kansas City, Mo., and Harold 
Bell, Toledo, Ohio, of Libbey-Owens-Ford 
Glass Co., presented a motion picture on the 
manufacture of glass. The use of glass for 
modernizing new store fronts was urged by 
both speakers, particularly in small towns, 
where the independent merchant needs just as 
modern a package on the outside of his place 
of business as he does in displaying merchan- 
dise on the inside. 


The entire session of the second morning of 
the convention, March 8, was devoted to the 
showing of two motion pictures, one by Forrest 
Nall, DeWalt Products Corp., and the other 
by Myron K. Pederson, Rilco Laminated Prod- 
ucts, Albert Lea, Minn. 











FREE TO LUMBERMEN 


00’ Clear S$ Teco Trusses—Red River Lumber Ce. 
, joading shed, Westwood, Calif. 


Before you remodel or add to your 
plant, write us for typical free- 
span roof truss design information. 


Stronger 

More Economical 
Easy to build 
Easy to erect 


TECO, subsidiary of National Lumber 
Manufacturers Association, is the lumber 


ECO are 


RUSSES 


industry’s central clearing house for tim- 


ber design information. .. . Apply tim- 
ber engineering principles to your own 
plant buildings. 


FREE information upon request 


Timber Engineering Co. 
1337 Connecticut Ave., WASHINGTON, D. C. 





See Below for Sources and Information 
on Timber Connector Structures 





In WOLMANIZED Douglas Fir 
Crossett Western Company 


Lumber Manufacturers 
WAUNA, OREGON 





. Equipped to 
Prefabricate for Teco Connectors and 
Preservatively Treat with Coal Tar 
Creosote, Zinc Chloride and 
Chromated Zinc Chloride 


West Coast Wood Preserving Co. 


SEATTLE, WASHINGTON 





T. C. KING 


Box 788 Anniston, Ala. 








TIMBER STRUCTURES INC. 


2155S. W. First Ave. 
PORTLAND OREGON 





AMERICAN BUILDERS 
LUMBER FABRICATING FACTORY 
601-611 Alaska St., SEATTLE, WASHINGTON 





Western Pine Mfg. Co., Ltd. 


Main Office and Factory 
SPOKANE, WASHINGTON 





McKEOWN BROS. CO. 


5235 S. Keeler — CHICAGO 
Telephone Lafayette 8161 








Lumber dealers are the logical outlets for 
the sale of steel fabricated barn equipment, ac- 
cording to Bob Louden, Louden Manufacturing 
Co., Fairfield, Ia. “Dealers should handle not 
only complete jobs of barn equipment, but the 
smaller items as well, which are now being sold 
by other sources,” he said. 


Ormie C. Lance, Minneapolis, Minn., secre- 
tary of the Northwestern Lumbermen’s Asso- 
ciation, urged dealers to stress quality; originate 
their own sales, and pay particular attention to 
analysis of competitive bids to determine if the 
chiseler who cuts price and quality actually is 
bidding on the same items. 

“Only the rich can afford to build cheap 
homes,” he said, “and you must make your 
customer think in terms of the ultimate cost. 
Don’t let the customer forget that he is build- 
ing for more than just today.” 


Hardware Sells the Kitchen 


R. E. Feeney, American Cabinet Hardware 
Corp., Kansas City, stated that the rapid im- 
provement in the appearance of kitchens in the 
homes of today is due to the use of new mod- 
ern, matched cabinet hardware. Proper display 
cabinets and advertising were urged as meth- 
ods to increase sales of this type of merchan- 
dise. “What was once a line of misfit hardware 
is now a matched set in chrome or color which 
will fit in with any decorative scheme,” he said. 

The annual banquet, show and dance, held 
on the final evening of the meeting, attracted 
250 persons. Entertainment for the ladies dur- 
ing the meeting included a tour to Omaha, 
bridge parties, luncheons, and inspection of the 
Union Pacific Historical Museum at Omaha. 





Connector Engineering 
Studied in Hundred 
Universities 


WasuinectTon, D. C., March 18—The con-: 


nector system of construction has added so 
much new information and altered so much old 
information in connection with the design of 
timbered structures, that many universities have 
been forced to revise their teaching of timber 
engineering to include the new data made avail- 
able by the Timber Engineering Co. through its 
seven years study of connector engineering. 

During the year just past, over 10,000 pieces 
of timber literature bearing on the connector 
system have been distributed through 94 pro- 
fessors in 67 universities scattered over 40 
States. One hundred additional teachers in 30 
other institutions have been given factual in- 
formation resulting from TECO research. 

The TECO connector system, which has 
radically changed most previous ideas of work 
to be expected from timber members, has caused 
many engineering colleges to place extra em- 
phasis on the teaching of engineering design 
to be executed in timber. Many colleges have 
just recently, as result of the work with con- 
nectors, added courses in timber design for 
structural engineering students. On the whole, 
the connector system has done much to revive 
the study of timber as an engineering material 
in university courses. 





British Buy Cooperage 


Wasuincton, D. C., March 18.—Reliable 
trade sources in the United Kingdom state that 
large British orders have been placed recently 
for American cooperage, says the Forest Prod- 
ucts Division. European staves are unobtainable. 
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THE LUMBERMAN POET 








FAMILY TREES 
From Issue of Oct. 3, 1903 


You boast about your ancient line, 
But listen, stranger, unto mine! 


You trace your lineage afar 

Back to the heroes of a war 

Fought that a country might be free; 
Yes, further—to a stormy sea 

Where winter’s angry billows tossed, 
O’er which your pilgrim fathers crossed, 
Nay, more—through yellow, dusty tomes 
You trace your name to English homes 
Before the distant, unknown west 

Lay open to a world’s behest! 

Yea, back to days of those Crusades 
When Turk and Christian crossed their blades, 
You point with pride to ancient names, 
To powdered sires and painted dames; 
You boast of this—your family tree; 
Now, listen, stranger, unto me: 


When armored knights and gallant squires, 
Your own beloved and honored sires, : 
Were in their infants’ blankets rolled 

My fathers’ youngest sons were old; 
When they broke forth in infant tears 

My fathers’ heads were crowned with years. 
Yea, ere the mighty Saxon host 

Of which you sing had touched the coast 
My fathers, with time-furrowed brow 
Looked back as far as you look now. 
Yea, when Druids first tread the wood 

My venerable fathers stood 

And gazed through misty centuries 

As far as even Memory sees. 

When Britain’s eldest first beheld 

The light my fathers then were eld. 

You of the splendid ancestry 

Who boast about your family tree. 


Consider stranger, this of mine! 
Bethink the lineage of a Pine. 


THE KEY TO SUCCESS 
From Issue of March 21, 1903 


Once there was a Callow Youth, that is, he 
was Moderately Callow, who was a Dreamer 
of Dreams—Pillow and Pipe. He Dreamed 
Nights and Daytimes. After he had Plugged 
through the Eastern Culture Factories a Few 
Years he Started out in the Great World. He 
Read a Few Books of Hawthorne (race track) 
and Studied Altruism and Socialism and As- 
trology and Geology and Doxology, and then 
he Dreamed the Champion Dream of his 
Dreamful Existence. “Somewhere,” he Dreamed, 
“There is a Key to Success. I will Find it.” 


Alas, Poor Youth. He Soon Learned that 
the Key to Success was as Hard to Find as a 
Ten Dollar Bill in a Contribution Box. 

His Father was a Lumberman. “Now Lum- 
bermen Don’t know much,” Quoth this Callow 
Youth. So he asked Everybody Else before the 
Old Man. 

When he Asked Father, Father said: “I'll 
Tell Where the Key to Success is in the 
Morning.” 

Anxiously the Dreamer Waited for the 
Morning. After Breakfast the Lumberman 
Pushed Back his Chair, Laid Down his Paper 
and From his Pocket Pulled Out the Old Brass 
Key to the Lumber Office. “Here is the Key 
to Success,” he said. “Go to Work.” 


The Boy went down to the Office and Butted 
in. In the Directors’ Room of the Bank of 
which he is Now the President Hangs an Old 
Brass Key, Ornamented with a Bow of Red 
Ribbon by his Eldest Daughter. 


Moral—Work will Open Many a Door that 
is Slammed in the Face of Misapplied or Un- 
applied Wisdom or Genius. 
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An Enterprising Logger—A 
woman living in Carlton, 
Wis., comes there daily with a 
load of logs. She.is a widow, 
and she cuts down her own 
logs before hauling them. The 
distance from this city to her 
home is about 18 miles, and 
last week when the weather 
was 18 degrees below zero 
she drove there as usual with 
her load of logs (which she 
helps to unload) and made 
less fuss about the weather 
than many of the men who 
were, like her, engaged in 
hauling logs. 

*_ * * 


Bleeding Kansas we have 
had, and weeping Nebraska 
we have got. Wails of dis- 
tress are heard all over the 
latter State. Cars can not be 
had to ship corn, for which 
14 cents a bushel is offered, 
and there is no storage for 
the most of the crop. The 
prairies are covered with 
stacks of it, for it is said 





the lumber to build a crib 

costs more than the corn is 

worth. -This is not a promising 

outlook for country dealers. 
* * * 


The car famine which has 
prevailed during the past two 
months has been especially 
severe upon manufacturers in 
sections of the South who 
have been working up trade 
in new territory, which has 
been nipped in the bud to a 
large extent by the sudden 
and very radical stringency 
in the supply of cars. On the 
other hand, the car com- 
panies say they have had or- 
ders for cars sufficient, they 
believe, to relieve almost any 
emergency, but their custom- 
ers say the car companies do 
not begin to place orders for 
cars until the scarcity makes 
itself so thoroughly manifest 
that they are compelled to do 
so, and hence the inconveni- 
ence to shippers is in no wise 
obviated because the building 





of cars only continues during 
the press upon the companies 
for extra cars. 


* * 8 


In Georgia the railroads are 
so short of cars that it gives 
some of the subordinates in 
the employ of the roads a 
chance to feather their own 
pockets to some extent. Five 
dollars a car is not an un- 
usual price. Last week one 
of the leading mill men paid 
$20 for four cars. It is an- 
cient history in that State 
that freight conductors make 
an extra income during the 
cotton-moving season. 

am * #«# 


On the second of this month 
the Muskegon Booming Co. 
commenced delivering logs on 
Muskegon Lake, which is the 
earliest start on record. The 
company never delivered logs 
in January before, but the 
McGraft Lumber Co.’s mill is 
still running and needed a 
supply. 


Mississippi 


This virgin  Missis- 
sippi Shortleaf is 
lumber so good, so 
well manufactured, 
it will meet the most 
exacting demands of 
your most particular 
ee: We = 
supply all your needs 
in Yard and Shed 
Items, Eased-Edge 
Dimension, Flooring, 
“_ Siding, Fin- 
ouldings, Cas- 
Base. Shed 
is kiln-dried. 
Air-dried items Lig- 
nasan-treated. 





{> Annual Capacity 35,000,000 Feet 
1. GC. and @. M. & MN Railroads 








WHITE PINE [22te— 


California White 
Also and Sugar Pine 


Fir Wallboard Sea" 24. p ducts 


William Schuette Company 
New York 


Office—4i East 42d St. PITTSBURGH, PA. 











GILLIES BROS. Ltd., 


Braeside, Ontario, Canada 
Manufacturers of 


GENUINE WHITE PINE “'Strosus) 


for nearly 100 years. Capac 30,000,000 ft. 
annual CY itediens N.WED Association. 
DRY STOCK—ROUGH OR DRESSED 


PROMPT SHIPMENT 








FRED C. KNAPP, Portiand, Or. 
BUYS AND SELLS 


WESTERN TIMBER LANDS 
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Portland, Ore. 


WEST COAST WOODS.—The market ap- 
pears steadier, with domestic demand active 
and prices now firmer in about all directions. 
Lack of ship space continues the major 
hindrance to a sharp increase in bookings. 


INTERCOASTAL.—Inability to get ship 
space is holding back a large amount of 
potential business. Bookings are virtually 
impossible until early June. Cargo mills are 
curtailing production. They show an in- 
creasing tendency to ship by rail. 





CALIFORNIA.—Market is more active, de- 
mand being broader, and prices are firmer. 
Cargo space is fairly ample, but a shortage 
is in prospect within not more than 60 days. 
days. 

FOREIGN.—High rates, credit uncertain- 
ties and general lack of ships have virtually 
stymied export trade. Some inquiry from 
South America is heard. 


LOGS.—Inventories are ample and prices 
are about steady. Logging conditions con- 
tinue favorable, but some operations have 
slowed up in line with mill curtailments. 


San Francisco, Calif. 


LUMBER CHARTERS.—A continued heavy 
demand for ships was experienced in Febru- 
ary, according to General Steamship Corp. 
Many cargoes still continue to offer firm 
or advancing rates of freight, for which for- 
eign tonnage has been increasingly diffi- 
cult to secure. Consequently a large num- 
ber of American ships have found it profit- 
able to fix for offshore trading, and even 
small American steamers, ordinarily em- 
ployed in the Pacific coastwise business, have 
taken charters intercoastal, South America, 
Central America etc., ordinarily served by 
larger vessels. During February, 3 vessels 
were reported fixed for lumber, compared 
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with 4 in January, and 29 in February, 1939. 
Two were from British Columbia, and one 
from North Pacific. In the Japanese trade, 
liner pegged rates were advanced from $15 
to $18.50 on squares, and from $20 to $23.50 
on logs. No full cargoes were reported fixed, 
however. Pegged rates to Shanghai were 
increased from $17.50 to $20 on lumber, and 
from $23 to $26 on squares, with $3 higher 
for North China ports. Charterers have been 
offering full cargoes at rates indicated, but 
no fixtures have resulted. No full cargoes 
or sizable parcels were reported for United 
Kingdom/Continent. Two/three vessels were 
reported as fixed for Australia at undisclosed 
lump sums materially in advance of any 
former rates. Inquiry is heard and reports 
have it that one vessel has been fixed for 
South Africa at undisclosed lump sum. While 
the intercoastal rate is $15 per thousand feet, 
shippers have been unable to secure space. 


CONFERENCE RATES.— Present south- 
bound lumber rates from the Pacific Coast 
to the River Plate have been extended from 
March 31 through April, by Pacific Coast 
River Plate Brazil Conference. Announce- 
ment of another increase of a $1 in the east- 
bound lumber rate is expected from the In- 
tercoastal Steamship Freight Association. 
Present rate of $15, up $1, went into effect 
only last month. Rumor has it that as 
much as a $2.50 increase in lumber charges 
is a possibility. The Pacific Westbound Con- 
ference announced general increases aver- 
aging 10 percent on local contract rates 
from the Pacific Coast to base ports in the 
Orient, effective April 5. Representative lum- 
ber items are, boards, building, fibre wall- 
board, insulating lumber, woodcore wall- 
board, to $12 from $9 W/M; doors and win- 





THESE 
DEPENDABLE 
PRODUCERS CAN 


SUPPLY ALL 
YOUR NEEDS 





There are plenty of good reasons why dealers, builders and architects 
have great liking for this famous general-purpose lumber, North Car- 
olina Pine. It’s a wood of beauty. utility, strength and durability, has . 
a wide variety of uses in both interior and exterior construction, and 
is in ever-growing demand. The reliable firms here listed can supply 
you with all building items in North Carolina Pine. 





JEFFREYS-MYERS MANUFACTURING CO. 
Oxford, N. C. 


Manufacturers of N. C. Pine Boards, Dimension, Box 
Shooks and Crates. Maintain large stock, thoroughly 
dry, at all times, assuring quick shipments. 


ELLINGTON-FAY LUMBER CO. 
Fayetteville, N. C. 


SPA Grade Marked Lumber 
Mfrs. Flooring, Ceiling, Casing, Moldings, Roofers 
and Framing Lumber. Kiln Dried and Air Dried. 








J. E. ELROD LUMBER CO. 
Chariette, N. C. 


Air Dried and Kiln Dried Shed Stock, Roofers, and 
Resawn Box and Crating Lumber; Air Dried Roofers 
ond Dimesien: aise Waoer Timbers and Plank. 


JOHN C. SHEPHERD LUMBER CORP. 
Charlotte, N. C. 


N. C. & Southern Pine, Cypress, Hardwoods. ‘Lumber 
River Brand” K. D. Finish, Flooring, Siding, Ceiling, 
Air Dried Lignasan Dipped Boards, Crating, 4 





BURRUSS LAND & LUMBER CO. 
Lynchbarg, Va. 
Kiln Dried, Grade Marked N. C. Pine. R. R. Material 
a specialty. Car Lining and Decking. Mills 
in Va. and N. C, 





SOUTH ATLANTIC LUMBER CO. 
Greensboro, N. C. 


Kiln Dried and Air Dried Finish, Dimension, Roofers, 
Boxing Lumber, Shooks and Crating. Mills: 
Louisburg, N. C., Suffolk, Va. 


PROMPT SERVICE on STRAIGHT or MIXED CARS 
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dow sash, wooden, unglazed, also frames, 
casings, panels, mouldings, S.U. or K.D., in 
bales, bundles or crates, to $13.25 from $12 
measurement. 


LUMBER RECEIPTS.—Lumber receipts at 
Oakland during January amounted to 14,247,- 
950 feet, compared with 14,769,340 feet in De- 
cember, 1939, and 16,000,390 feet in January, 
1939. 


CALIFORNIA LUMBER AND BUILDING 
MATERIALS SALES.—Sales of lumber and 
building materials dealers during January, 
1940, were down 9.5 percent from the same 
month in the previous year. 


Tacoma, Wash. 


WEST COAST WOODS.—tTrading is some- 
what erratic, but the market is a little 
improved. Southwest Washington mills are 
operating at capacity. The most discourag- 
ing factor is scarcity of ships, for offshore 
and intercoastal trade. A direct result of 
it is announcement by Intercoastal Steam- 
ship Freight Association of another raise of 
a dollar a thousand in rates to the Atlantic 
Coast, effective May 1, to put the new rate 
at $16. Lumbermen report that many char- 
ters are being made at about $18 a thousand. 


Spokane, Wash. 


INLAND EMPIRE PINES—Spring demand 
has begun. Shipments are lagging behind 
orders, and production is way back of ship- 
ments. Most of the mills are now operating, 
but shipping-dry stocks are small though kilns 
have been running to capacity, as there will 
be little air dried lumber available for 
another two to three months. Prices are firm. 


Seattle, Wash. 


WEST COAST WOODS—RAIL—This mar- 
ket continues in the doldrums, but it is hard 
for buyers to get lower prices. Vertical 
grain flooring is $1 weaker, however, and 
flat grain is soft. 


INTERCOASTAL—Space dominates all 
trading, and the shortage of it is getting 
worse. The rate increase to $16, effective 
May 1, will not affect volume to any extent, 
as actual rate now is about $18. A few 
coastwise schooners of about 2,000,000-foot 
capacity have been put on the intercoastal 
run. The c.i.f. market is firm, but the f.a.s. 
is soft. 


CALIFORNIA—Diversion of vessels to 
other runs is making space short for this 
market. The rate will be boosted 50 cents 
next month, or to $6.50 to San Francisco, and 
$7 to Los Angeles. Some California buyers 
purchased on the lower rate; much of their 
lumber is unsold on docks. 


EXPORT—Hongkong has taken all space 
available, and Shanghai buying is limited by 
shortage of vessels. There are practically no 
orders from United Kingdom. Holland buys 
a small amount, and Italy is purchasing 
spruce. South African orders are small, as 
freight is $45 a thousand. East coast of 
South America is inactive, though there is 
some inquiry; the west coast buys some; 
April space is scarce, and on May 1 a $3 rate 
increase will take effect. 


SHINGLES—Stocks are not accumulating, 
but prices are 10 to 15 cents lower. 


LOGS—An inventory of Puget Sound logs 
shows stocks of Douglas fir down a little, 
despite very favorable woods conditions this 
winter; hemlock supplies are a little larger, 
while cedar inventory is stationary. The total 
inventory is larger than at this time last 
year, but pulp and plywood consumption is 
keeping down surplus. Camps are now 
starting up, but bad roads restrict truck 
logging. Hemlock brings $13, cedar logs 
$16@17 and $28@30. The cedar log market 


reflects a weakness in shingles and lumber. 
Fir log prices run $10.50@$12, $16@18 and 
$21 @24. : 
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Houston, Tex. 


SOUTHERN PINE—There has been a con- 
siderable increase in orders. Some railroads 
are inquiring for grain-door stock. Rumors 
persist that the English Government will 
make large purchases of No. 2. The timber 
market remains exceptionally strong, and all 
mills that are in position to furnish sawn 
timbers are booked ahead. There are some 
inquiries from Cuba and South America for 
low grade stock, as well as other export 
items. Prices are holding firm. Mill stocks 
are in good assortment. 


HARDWOODS — Demand shows strength, 
and stocks are rather low for this season. 
Prices are firm or show a rising tendency. 
Oak flooring advanced $3 to $5 last week. 


SHINGLES AND LATH—Shingle prices are 
low but are soft. Lath stocks are depleted 
and prices are firm. 


Shreveport, La. 


SOUTHERN PINE—Wholesalers are get- 
ting about all the orders they can handle, 
especially for mixed cars, as supplies of dry 
stock are limited, and total stocks are be- 
low normal. Production is not very heavy, 
as practically all mills, including the smaller 
ones, are on a 40-hour schedule. There are 
rumors of English buyers coming back into 
the market and that one order for not less 
than a million feet of pine for export is 
about to be placed. There is no change in 
the price situation. 


SOUTHERN HARDWOODS—The market is 
rather slow, factories taking only current re- 
quirements, and buying is at prices that 
have been in effect all year. Furniture stock 
buying is disappointing. Flooring factories 
are buying some oak right along, but there 
is no export demand for oak. Flooring stock 
is moving about as fast as it gets dry. Total 
stocks available in the South are only about 
half the amount usual in spring. 


Memphis, Tenn. 


SOUTHERN HARDWOODS — Demand has 
Slackened slightly, but prices have held up 
well, and are $1 to $3 higher than they were 
at the beginning of last month, reflecting 
shortage of air dried stock. Oak flooring 
manufacturers are having some slight diffi- 
culty in obtaining sufficient dry lumber for 
their mill’ needs. Plain sap gum continues 
to be the item most eagerly sought, and 
while furniture manufacturers are the larg- 
est buyers, other industries are becoming 
large consumers. Mixed oak, selling prin- 
cipally to hardwood flooring manufacturers, 
has been a runner-up. Plain red oak has far 
outstripped white oak in popular demand, 
with prices slightly higher than those of 
white oak. Export demand for lumber and 
flooring is at a low ebb, due principally to 
the scarcity of shipping space. 


FLOORING sales continue heavy, a group 
of southern manufacturers reporting 99,911,- 
000 feet sold during the first ten weeks of 
the year, against 77,016,000 feet for the same 
period last year. The 10-weeks sales, it is 
estimated, required 116,175,000 feet of oak 
lumber. 


Birmingham, Ala. 


SOUTHERN PINE—For quick shipment 
there is a rising demand that has had no 
equal in the past ten or twelve years, but 
dry stocks are in short supply, while con- 
tinued rains prevent logging. If more logs 
were available, production would be limited 
by the Wage-Hour law, so that prices are 
strengthening. Stocks usually shipped air 
dried are still water soaked, and some items 
are being kiln dried. The average mill can 
supply only mixed orders, and many have 
limited their shed stock shipments to 2,000 
to 5,000 feet a car. Industrial consumption is 
increasing; demand from railroads, car com- 
panies, mining and other lines shows an in- 
crease. Difficulty in having orders accepted 
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has delayed placing of contracts for heavy 
construction. Timbers show large mark-ups. 
Edge grain flooring jumped from $28 to $38 
for “D,” $41 to $55 for “C,” and $55 to $70 
for B&better, and end-matched rift flooring, 
5- to 16-foot, is in line, with 2- to 7-foot 
stock $5 less. No. 1 finish moves at $35 for 
1x4-inch, $38 for 6- and 8-inch, $45 for 5- 
and 10-inch, $55@60 for 12-inch; B&better is 
$40 for 4-inch, $48 for 6- and 8-inch; $55@60 
for 1x5- and 10-inch, and $62&70 for 1x12- 
inch. No. 2 kiln dried boards ranged $19 for 
4-inch, $23 for 6- and 8-inch, $24 for 10-inch, 
and $25@28 for 12-inch. Air dried are $1 
less. No. 1 dimension, 2x10- and 2x12-inch, 
is stronger; 2x4-inch advanced $1, while 
16-foot in all widths advanced $2. 

Western Pine mills limit acceptances on 
practically all items of shed stock. Sugar 
pine ranges $2 over list as top, with only 5 
and 6/4 “D” select ponderosa $1 below list. 
Red cedar shingle manufacturers, with their 
output limited, are convinced that within 
thirty days prices will advance about 40 
cents. Fir veneer manufacturers have bulg- 
ing order files and are calling for a let-up 
in sales for shipment immediately or even 
in two to four weeks. 


Minneapolis, Minn. 


NORTHERN PINE—Mill stocks are sinking 
to new low levels, so more and more items 
are certain to be in short supply before Head 
of the Lakes mills resume operations. Re- 
tailers have merely tried to keep their 
stocks in balance, but there are indications 
of more active buying. Some items have ad- 
vanced, and all prices are firm. 


NORTHERN WHITE CEDAR—Demand for 
posts is steadily increasing as dealers in 
smaller towns begin to replenish their stocks. 
Short poles have been moving in fair volume 
for this time of year, and a heavier demand 
is in prospect from rural telephone and power 
projects. 


MILLWORK—Increases in estimate work, 
with actual demand for material somewhat 
above normal for this time of year, indicate 
the Mississippi Valley mills soon will be 
running at or near capacity again. 


Kansas City, Mo. 


SOUTHWESTERN MARKET. — Shipments 
are now exceeding production. Sales have 
been running ahead of production through- 
out most of the year, as they did during 
the last three months of 1939. Market ob- 
servers state that severe weather this year 
hit construction in the South, but also ham- 
pered production materially. 


SOUTHERN PINE.—Business has not been 
very large, but neither has production, and 
mills do not have much surplus. Prices are 
steady to firm, with some strengthening re- 
ported in No. 2 boards. Retailers have been 
requesting prices on mixed cars. 


WESTERN PINE.—The backlog of orders 
remains substantial, and new business con- 
tinues to exceed production. Country yards 
have made some replacements, but the real 
buying has not yet entered the market. 
Prices are maintained at recent advances. 


HARDWOODS.—The market is in excep- 
tionally strong position. Mills have not been 
able to produce the amount already sold, and 
stocks were in none too good shape at be- 
ginning of winter. Furniture manufacturers 
have been good buyers. Millwork factories 
are waiting for residential construction to 
open up before acquiring stocks. 


OAK FLOORING—Strength in prices, in- 
creases in sales and shipments over pro- 
duction, and a bright outlook appear to be 
the summary. 


SHINGLES.—Inquiries have picked up con- 
siderably, but orders have not materialized 
to any marked degree. Yards have permitted 
their inventories to run down. There still 
is a scarcity of No. 2 grades, and some mills 
have limited the number of squares that will 
be accepted. 
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ellow Pine 


“You can’t beat it” 


This is the lumber that fights it out with 
time, wear, wind and weather. Strong- 
fibered, long-lasting, rot-resisting, it keeps 
right on making good with builders, win- 
ning trade for dealers. Our Wiergate mill, 
largest in Texas, has finest manufacturing 
equipment for the production of highest- 
quality lumber. We supply practically 
everything in Long Leaf and can promptly 
supply your most exacting needs. 


Aristocrat of Structural Woods 


IER LONG LEAF 


HOUSTON, TE 


La/f “4 Pe 





Timbers, chemically treated to 
prevent stain. 





Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 








Ask Your Wholesaler 
for “ALGER” BRAND 
LONG LEAF SHED & YARD STOCK 
MOULDINGS, LATH, SHINGLES. . 
The Alger-Sullivan Lumber Co. 


CENTURY, FLGRIDA 
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USHA Prepares to Build 1,300 Farmsteads; 


Progress Made in Home Service Program 


WasuinctTon, D. C., March 18.—The Fed- 
eral Home Loan Bank Board reports that ap- 
proximately 200 “registered homes” in various 
parts of the country have been completed or 
are in process of construction. These are the 
first figures that have been made public as to 
the actual progress of the Federal Home Build- 
ing Service Plan since its inauguration. From 
now on, Government officials say, the number 
of “registered homes” will be increasing rap- 
idly as the plan is developed in local com- 
munities. 

The program is sponsored by the American 
Institute of Architects, the Producers Council 
and the Federal Home Loan Bank Board. At 
present the greatest activity under the plan is 
in the Twin Cities where about fifty homes have 
been erected. Other localities with the number 
of homes erected are as follows: Hinsdale, IIl., 
twenty-five; Kansas City and vicinity, twenty- 
one; New Orleans, eighteen; Little Rock, six. 

It is the purpose of the three organizations 
to develop home building activity in all parts 
of the country as rapidly as plans can be 
worked out. 

Briefly the plan seeks to provide sound finan- 
cial counsel; economic design suited to family 
needs, site and neighborhood; specifications of 
proper materials; assurance of a quality builder 
and periodic supervision of construction. The 
real purpose, say the sponsors, is not so much 
to develop quantity of building as quality in 
construction. 


FARM HOMES PLANNED 


Meanwhile, the United States Housing Au- 
thority is getting the machinery in order for its 
latest project, namely, the erection of 1,300 
rural homes for tenants, share-croppers and 
other low income families in farm communi- 
ties in six States. Specifications have not as yet 
been completed and it is not possible, therefore, 
to state at this time what lumber requiremerts 
will accompany the development of this project. 
The houses to be erected under this plan will 
rent for one dollar a week or less and will be 
located in rural communities in the following 
States: Arkansas, Georgia, Illinois, Indiana, 
Mississippi and South Carolina. Owner-opera- 
tors, tenants, sharecroppers and farm hands 
alike are eligible for tenancy. 

County housing authorities borrow the money 
at 234 per cent interest for a period of 60 years, 
to pay 90 per cent of the cost. The other 10 
per cent is to be supplied locally. 

The loans are: 

Lonoke County, Arkansas, $565,000; Thomas 
County, Georgia, $357,000; Alexander County, 
Illinois, $316,000; Vigo County, Indiana, $351,- 
000; Lee County, Mississippi, 570,000; Darling- 
ton County, South Carolina, $363,000. 

New farm homes to be constructed near Lo- 
noke, Ark., will total 300; Thomasville, Ga., 
200; Cairo, Ill., 150; Terre Haute, Ind., 150; 
Tupelo, Miss., 300, and Florence, S. C., 200. 

Net construction cost per family dwelling 
unit is calculated to average $1,682 and range 
from $1,535 in Georgia to $2,048 in Indiana. 
This cost includes the house, electrical wiring, 
a kitchen sink, an outside sealed well, and a 
sanitary outhouse. 

The new houses will be leased to farm fami- 
lies but owned by the County Housing Author- 
ity. Farm owners will be required to deed to 
the Authority one acre of ground on which the 
house is built. 

The latter requirement, officials said, com- 
plies with the present USHA Act which was 
designed primarily for city construction where 
the local housing authority was required to 
own both the land and the building. 

The Wagner-Steagall bill, passed by the Sen- 
ate and now before the House rules committee 


in the form of an amendment to the original 
Wagner-Steagall housing Act, would lift the 
land ownership requirement and also provide 
that instead of paying rent the farm family 
might apply rental payments on the purchase 
price and own the building within 20 years. 

The United States Housing Authority re- 
ports that there is a large number of applica- 
—e* individual families now being re- 
ceived. 


FOREIGN TRADE SITUATION 


It is not known what steps will be taken by 
the Pacific Forest Industries to resist the recent 
action of the Federal Trade Commission against 
this exporting organization. Resentment against 
the activities of the Commission is running high 
even in some Government circles where it is 





Manufacturer Expands Produc- 
tion with Additional Plant 


On Feb. 17, the Arvey Corp., 3459 N. Kim- 
ball Ave., Chicago, exclusive manufacturer of 
R-V-Lite Vitapane, transparent glass substitute, 
broke ground for a new and modernly equipped 
factory building adjacent to the present plant. 
The new structure, to cover approximately 60,- 
000 square feet, will be of the one-story, day- 





Shown above are from left to right: A. L. Greene- 

baum, manager, R-V-Lite Vitapane division; L. L. 

Grisamore, general manager, Arvey Corp.; L. R. 

Hanson, auditor; T. C. Lind, plant superintendent; 

C. Strauss, purchasing agent; P. Godell, vice 
president 


light plant type with emphasis on large window 
space. The latest in lighting, heating and air- 
conditioning equipment is planned. Lying along 
the C. & N. W. railroad, loading and unload- 
ing of freight cars will be done directly from 
cars to the inside of both buildings of the com- 
pany. 

Shown in an accompanying picture, are offi- 
cials of the company and an artist’s sketch of 
the new building which will be completed in 
May, 1940, according to A. L. Greenebaum, 
manager, of the R-V-Lite Vitapane division. 
The growth of the new product necessitates 
that “wheels start turning in the new plant as 
soon as the roof is on, in order to meet the 
increasing demand,” he said. 


realized that while the Administration is en- 
deavoring on one hand to develop foreign trade 
through the reciprocal trade agreements and 
otherwise, on the other hand it is destroying it 
through the sabotaging of the Webb-Pomerene 
associations. 


/HARDWOOD PLYWOOD PROMOTION 


The Forest Products Division of the Depart- 
ment of Commerce is preparing a trade promo- 
tion bulletin on American hardwood plywood, 
designed to stimulate the industry through the 
compilation and dissemination of basic informa- 
tion. This will be the thirteenth publication by 
this bureau in a series devoted to forest prod- 
ucts. The booklet is being written in popular 
style with many human interest anecdotes and 
will be profusely illustrated. It is expected it 
will be ready for public distribution by mid- 
summer. Affiliated with the Forest Products 
Division of the Department of Commerce in 
preparing the data are the Plywood Manu- 
facturers’ Institute of Cleveland, the Veneer 
Association and Furniture Manufacturers’ As- 
sociation. 


DATA ON RECORDS REQUIRED 
BY WAGE-HOUR DIVISION 


WasuHinocTon, D. C., March 18.—The admin- 
istrator of the Wage-Hour division, United 
States Department of Labor, here, has issued 
regulations on records to be kept by employers 
of wages paid, hours worked, and other condi- 
tions of employment. At various times these 
regulations have been amended. The latest 
Wage-Hour bulletin, No. 24, Vol. 1, No. 28, 
supersedes bulletin No. 13, Vol. 1, No. 16. 

The reasonable cost of board, lodging and 
other facilities, as part of wages, is defined and 
delimited by regulations of the Wage-Hour di- 
vision, Part 531, which is dealt with in inter- 
pretative Bulletin No. 3, also available from the 
Wage-Hour division. 





Cedar Chest Manufacturer 
Seasons Wood Carefully 


Atta Vista, Va., March 18.—The Lane Co., 
here, is probably best known for the quality and 
beauty of its cedar chests, thousands of which 
are satisfactorily in use throughout the country. 
The company’s line also includes wardrobes and 
any other related items. Important in the 
manufacture of the Lane line is the proper sea- 
soning of wood used so that, when it is built 
into furniture, it will keep its shape and beauty 
through its long and useful life. The company 
has been using Standard kilns since 1925, de- 
signed and installed by the Standard Dry Kiln 
Co., Indianapolis, Ind. 

Recently four additional Standard Air-O- 
Speed direct-driven, fan kilns were installed. 
The fans face across the kiln in the direction of 
the air travel and being reversible obtain suff- 
cient air velocity, although duct baffles and long 
shafting alignments are eliminated. In the new 
kilns, large solid pile loads are used which in- 
crease the holding capacity of the kilns. Kilns 
at the Lane plant use Foxboro temperature and 
humidity controller recorders with dual bulbs. 
These instruments have two dry bulbs, one 
placed on each side of the load so that no mat- 
ter in which direction the fans are blowing, the 
temperature of the air entering the load is the 
one being controlled. These instruments, fur- 
nished by the Standard Dry Kiln Co., make a 
permanent record of the conditions within the 
kilns so that the most successful drying sched- 
ules can be repeated at any time. 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., March 18.—The usual spring 
movement of lumber both from the retail yards 
and the mills has been effectively checked by 
road conditions, for, while the main highways 
are in perfect shape, the side roads at centers 
of population are still blocked with snow, and 
most of the back roads leading from the mills 
are impassable. The yards insist that order 
volume is far below normal for the season, and 
are not inclined to increase their commitments, 
pending development of a more vigorous con- 
sumer market. Cautious buying for restocking 
the yards reflects unfavorably upon the volume 
of business being booked at the wholesale offices, 
particularly those specializing in the softwoods, 
a somewhat anomalous trade situation where 
the two chief softwood staples—western fir and 
eastern spruce—are in such a strong price posi- 
tion, with further advances pending for both 
woods. With little if any ship space available 
for April loading on the West Coast, after 
which the vessel rate moves up a dollar, there 
would seem to be every incentive for free buy- 
ing of fir dimension and boards at today’s prices, 
either in transit or in stock locally. The 
pressure to get lumber here from the West 
Coast is reflected in the tally of deliveries at 
Boston docks in March to date—9,985,215 feet 
against the total in February of 7,555,455 feet. 
With the product of the Canadian spruce mills 
largely commandeered by the English War Of- 
fice, there can develop no price weakness in 
spruce in the New England market for the 
duration of the war. 

The status of the market for medium and low 
grade pine will not be determined until some 
definite move is made in arranging disposition of 
the 800,000,000 feet of salvaged “hurricane” 
pine that is owned by the Government and piled 
at 800 locations. Leslie Beane, director of this 
salvage job for Forest Service, returned Satur- 
day to his Boston office from a week of con- 
ferences in Washington with parties that are 
attempting to negotiate a second contract for 
handling this entire block of lumber. At this 
writing it can be stated that while no definite 
understanding has been reached, it has been 
agreed that while a fixed price per thousand 
feet can be assented to, there must be provision 
for an occasional review of market trends and 
a readjustment of the contract price to bring 
it in line with changing market conditions. It 
is the purpose of Mr. Beane and other Gov- 
ernment officials to so shape this contract No. 2 
that it will be workable and less hazardous for 
the buyer. 


WEST COAST WOODS—At the local offices, 
orders for direct water shipment from the 
mills are limited by the utter lack of vessel 
space available. There are dimension transits 
afloat that may be had at the March 1 dis- 
count of $6.50 from page 17 of List 33, but 
most offices here, if not all, have dropped the 
discount to $6 and are very firm at that 
figure, as the f. a. s. price level at the mills 
is fully one dollar above February quota- 
tions. Hemlock dimension that has been out 
of the market through the latter half of 
1939 is again available in limited quantities, 
but at the same price base as fir. Spot stocks 
or unsold transit boards are limited, and are 
held quite firmly at $29.50@30 for No. 2, and 
$27@27.50 for No. 3. For mill shipment lots, 
where space is available, most offices will ac- 
cept orders only at the higher figure. 


EASTERN SPRUCE—The small number of 
mills in operation are sold up four to six 
weeks ahead of production. The unpredict- 
able volume of Canadian spruce that is to 
move overseas on orders from the English 
war supply office must still be listed as 
“problem No. 1” among eastern spruce ship- 
pers located on both sides of the boundary. 
So little is being offered here by the Pro- 
vincial mills that the price level holds firm, 
though consumption and yard demand are 
well below normal for the season. For the 
smaller sizes of dimension, 2x3- 4- and 5- 


inch, the range is $34@385 delivered at Bos- 
ton rate points; for 2x6- and 7-inch, $36@37, 
with the 8- and 9-inch at $38, and the 10- 
and 12-inch at $42@43. The call for dry 
boards is fair only, but the supply is limited 
and, due to deep snows at the mill yards, few 
lots have been moved during the past four 
weeks. For the 1x4-inch the price is uni- 
formly $34, with the 5-inch at $36; 6- and 
7-inch, $38; 8- and 9-inch, $39, and the 10- 
and 12-inch, $42@43. Bundled furring, 1x2- 
and 3-inch is $32@33. 


LATH AND SHINGLES—The market for 
standard spruce lath holds steady at $3.50 
for the 1%-inch, and $4@4.10 for the 15%- 
inch. There has been a sharp increase in 
sales of eastern white cedar shingles, with 
no quotable change in prices. Standard 
brands of the top grade of extras are held 
at $4.35 per square, with the clears at $3.95, 
and the 2nd clears and clear walls at $3.10@ 
3.20. Top grades of West Coast red cedars, 
delivered by rail at New England points, are 
firm; with an upward price tendency. The 
No. 1, 18-inch Perfections have moved upward 
to $4.66, and the 16-inch 5X No. 1 to $4.21@ 
4.26. Supplies of Nos. 2 and 3 are ample, 
and sales are slow at $3.52 and $2.86, respec- 
tively. Spot stocks of waterborne in small 
lots to dealers are quite active at $5 for the 
No. 1 Perfections; $4.60@4.70 for 5X No. 1; 
$4.25 for No. 2, and $3.40@38.50 for 3’s. 


PINE BOXBOARDS—The supply of round 
edge inch is being brought into better bal- 
ance with demand, and most producers are 
holding close to $13@14 f.o.b. the mill yard, 
with the 1%4-1%-inch uniformly at $16. A 
large block, reported as 1%-inch, was taken 
last week by an industrial buyer, for ship- 
ment from points taking the Portland (Me.) 
freight rate, at $16 f.o.b. the loading point. 
The market for square edge is highly com- 
petitive, due to light demand and ample sup- 
plies. The No. 4 common, 6- to 10-inch, sells 
at a range of $25@29 f.o.b. the shipping 
point, but offerings of 4- and 5-inch are neg- 
lected. The second contract with the Gov- 
ernment for the salvaged hurricane pine is 
still in process of negotiation at Washington. 


EASTERN HARDWOODS — Transactions 
have been light, as there has been little 
pressure to book new business while deliv- 
ery of old orders is held up by a heavy blan- 
ket of snow over the yard piles and truck- 
ing roads. Sales of inch and thicker maple 
to the furniture plants are holding up well, 
the inch FAS being in scant supply at the 
mills, and priced at $80@85 delivered, with 
birch $5@8 less. Sales to the wood heel 
shops of thick maple have dropped sharply, 
as a new fad to be known as the “wedge 
heel” made from California sugar pine and 
Ponderosa pine is being popularized. The 
price level for No. 2 common and better, 
2-inch full length plank holds steady at $70 
for kiln dried lots, with most sales of short 
cross 2-inch at $75@78. 


News of New England Personalities 


J. Edward Downes, head of the Downes Lum- 
ber Co., of Boston, and Mrs. Downes have 
returned from their annual sojourn at the Flor- 
ida shore resorts. 


Harold S. Fuller, president and general man- 
ager of Bicknell & Fuller Paper Box Co., has 
just been appointed chairman of the joint metro- 
politan committee of the Community Federation 
of Boston and the Boston Council of Social 
Agencies. 

W. R. Beale, of Davenport, Peters Co., Bos- 
ton, with Mrs. Beale returned March 4 from 
a month’s tour of the West Coast cities. 


Frank B. McQuesten, of the George McQues- 
ten Co., East Boston, at a meeting of the 
Maritime Association of the Boston Chamber 
of Commerce held March 6 was elected to serve 
three years on its governing board. Mr. and 
Mrs. McQuesten have spent the winter months 
in Florida. 


George E. French, founder and treasurer of 
Atlantic Lumber Co., at Boston, returned 
recently from a three weeks’ vacation tour with 


March 23, 1940 


a party of friends. All of the company’s five 
hardwood sawmill plants in the South are in 
full operation. President McHugh insists that 
the inventory position of the hardwood industry 
in the South has greatly improved from that 
of one year ago. 


T. H. Shepard, president of Shepard & Morse 
Lumber Co., Boston, is away for a pleasure 
sojourn to points on the southern Pacific coast. 
Mrs. Shepard made the trip by motor, first to 
Florida and then to Mexico, to meet Mr. Shep- 
ard, who had moved south by rail. They will 
visit their son Francis, a professor of geology 
at an Illinois college, who is devoting his 
sabatical year to studies of the ocean floor at 
points in the Pacific, from his headquarters at 
La Jolla, Calif. 


The homeward trek from the southern winter 
resorts is now in full swing. E. Carlton Ham- 
mond completed last week a 6,000-mile tour of 
the south. Joseph W. Butler, N. E. repre- 
sentative of the Elliott Hardwood Co., of Pots- 
dam, N. Y., with Mrs. Butler is returning this 
week from a motor tour of the Florida resorts. 
Eliot B. Shepard, of Shepard & Morse Lumber 
Co., Boston, accompanied by Mrs. Shepard and 
their daughter returned late in February from 
a cruise which took them to Porto Rico and 
other West Indian ports. H.C. Philbrick, of 
Boston, Howard B. Lovell, of Brockway- 
Smith-Haigh-Lovell Co., Charlestown, and 
Elmer L. Gibbs, of Boston, who have been at 
Sebring, Fla., are to return to their desks about 
March 25, 


NEW YORK, N. Y. 


The local lumber market has taken on new 
life thus far in March. Carload business in 
the western and southern pines is more active, 
but there is pressure to sell, and the price level 
is a trifle easier. New business i in West Coast 
fir is limited by the lack of ship space avail- 
able for this intercoastal run. Officers here 
are holding uniformly to the $6 discount from 
page 17 of West Coast list No. 33 for regular 
schedules of fir dimension for water shipments 
direct from mill, when ship space is avail- 
able. For a transit lot of desirable sizes 
listed for early arrival, there is a prompt 
outlet to local yards at premiums of 50 cents 
to $1 over the mill order discount. Spot 
stocks of unsold dimension or boards are low 
both at the terminals and at the wholesale 
distribution yards. The supply of boards is 


limited, with most sales of No. 2 at $29.50@30. 


and of No. 3 at $27@27.50. The nominal 
vessel rate continues at $15, but many parcels 
are being shipped at a premium of $1@2 
higher, where space is available. 

There is increased activity on the market 
for eastern spruce. The active mills seeking 
an outlet here have full order files to absorb 
production well into April. It is a seller’s 
market, with prices very firm and tending 
upward, due to most of the cut at Provincial 
mills being diverted to overseas ports in 
filling war orders. Most sales of carload 
lots of small dimension delivered at Harlem 
River rate points are at $35@36; 6- and 
8-inch, $40@41, and up to $44@45 for the 
10- and 12-inch. Small cargoes of dimen- 
sion, 100,000 to 200,000 feet, shipped chiefly 
from Provincial ports, are offered at $37@ 
37.50, with random cargoes $1@2 lower. 

Twenty-five members and guests attended 
a recent luncheon arranged by the Inter- 
coastal Lumber Distributors Association, to 
greet Col. W. B. Greeley, secretary-manager 
of West Coast Lumbermen’s Association, at 
Seattle, who reviewed in detail the status of 
the industry at the West Coast mills, includ- 
ing the ship space situation and the proposal 
of ship owners for a further advance of $1 
to $16@16.50 in the rate. The effective date 
for this advance has been fixed at May 1, 
subject to approval by the Maritime Commis- 
sion. The ship owners had called for an 
advance of $2 or $2.50, and this had been op- 
posed by the shippers at a recent hearing 
before the Commission in Washington. 


Neither the Intercoastal association nor the 
West Coast Lumbermen’s Association will 
oppose the advance of $1. 

As an aftermath of the strike of longshore- 
men and truckers which last fall stalled the 
movement of $2,000,000 worth of lumber from 
the Brooklyn docks, and resulted in Federal 
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indictments against all executive officers of 
the International Longshoremen’s Associa- 
tion (AFL), charging conspiracy to violate 
the Sherman anti-trust act, the Federal 
Court here on Thursday, 14th, overruled the 
union plea to set aside the indictment. 


Buffalo, N. Y. 


The lumber trade has been held back re- 
cently by a heavy snow which has impeded 
traffic in many sections and made it diffi- 
cult for yards to handle stocks, so dealers 
have been postponing their purchases to a 
large extent. Many plans for erection and 
improvement of dwellings are under consid- 
eration, and dealers will in most cases need 
to replenish their supplies. Not much change 
in lumber prices has occurred recently. 


HARDWOODS—The trade has been slow, 
owing to winter weather. Furniture fac- 
tories have not been disposed to lay in sup- 
plies beyond their present needs, but indi- 
cations point to an early increase in buying 
from this source. Wholesalers believe that 
shortages at mills will result in additional 
price firmness, but there has been little 
change in lists. 


WESTERN PINES—Demand is rather light, 
due to heavy snowfalls. Most shipments from 
the Coast come all-rail. Prices are about 
steady. 


NORTHERN PINE—Demand has been light. 
Stocks at mills have been much reduced, and 
a large amount of pine is said to have 
gone for export. Prices have been holding 


their own. 
Baltimore, Md. 


NORTH CAROLINA PINE—Bad weather 
has retarded home construction, and calls 
upon the yards have been correspondingly 
held back. 

LONGLEAF PINE—The movement has been 
held down to modest proportions, largely be- 
cause of bad weather. Stocks are none too 
large and the range of prices has remained 
practically unchanged. 

CYPRESS—Needs of the users have re- 
mained modest. Sellers showed no disposi- 
tion to hold out concessions. 


WEST COAST WOODS—Considering the 
unfavorable weather, demand is encouraging, 
though of only modest volume. 


HARDWOODS—More or less hesitance is 
still to be noted in the placing of orders. 
Furniture and other woodworking concerns 
tend to increase their requirements. Ocean 
freight rates to Amsterdam, Rotterdam and 
Antwerp have been reduced from $1.50 to 
$1.25 per 100 pounds, while the tariffs to 
United Kingdom ports remain unchanged. 


Norfolk, Va. 


NORTH CAROLINA PINE — Development 
of demand in the northern and eastern States 
has been hampered by continued cold 
weather. Orders for truck- and car-loads 
have been more frequent. The quantity of 
West Coast lumber ‘coming to the eastern 
market is very small. At Carolina mills, 
there is not a large surplus of good dry 
shortleaf pine, air- or kiln-dried. Kiln dry- 
ing mills have larger stocks than the others, 
but when buyers are forced to use more kiln 
dried at higher prices than air dried, the 
present unsold surplus will soon disappear. 
In South Carolina, Georgia, Alabama, Florida 
ete. rains have been almost continuous, so 
that receipts of dry lumber at planing mills 
have been very small, and shipments are de- 
layed. There has been a better demand for 
higher grades, both rough and dressed. Prices 
are strong, though there is a surplus of some 
widths at large mills. However, 10- and 12- 
inch B&better pine is hard to buy. The yards 
down here are turning more No. 1 common 
into flooring etc. The box mills have not yet 
entered the market. Prices on air dried and 
kiln dried stock box are very firm, and there 
is not much good dry air dried to be had. 
Demand for mixed cars of No. 2 common and 
better stock widths, air dried, has been light 
as well as that for air dried roofers. Roofers, 
on the basis of Georgia Main Line rate, sell 
at $13.50@14 for 4-inch; $18 for 6-, 8-, and 
10-inch, and $19 for 12-inch. There has been 
a better demand for mixed cars of dressed 
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framing. Demand for 4-inch air dried has 
been very good; it is far from plentiful, so 
that the price has upped 50 cents during the 
past two weeks. 


Warren, Ark. 


ARKANSAS SOFT PINE—The stock situa- 
tion is more satisfactory than for three 
months, yet there is noticeable shortage of 
2x4-inch No. 2 in all lengths, 1x6-inch Nos. 
2 and 3 in center matched and S4S, 1x8-inch 
random lengths in No. 2 S4S and No. 2 ship- 
lap, and random length B&better edge grain 
flooring in both 3- and 4-inch. Most orders 
have been for 3- and 4-inch B&better and 
No. 1 end-matched flat grain flooring, mould- 
ings, 6-inch Nos. 2 and 3 center matched, 
8-inch No. 2 shiplap, 8-inch No. 2 S4S, and 
2x4-inch in Nos. 2 and 3. Prices generally 
remain about the same, but 6- and 8-inch 
No. 2 center matched and 4-inch B&better 
flat grain flooring are up $1 to $3. Several 
little mills are starting up, and will provide 
a source of supply for 6- and 8-inch shiplap 


No progressive lumber manufacturer is 
satisfied with only large capacity loads, 
without regard for quality of season- 
ing, or kiln operating costs. He isn't 
content with just one or two of the 
above features at the expense of the 
others. 


The progressive lumber manufacturer 
demands all three—Capacity plus Qual- 
ity plus Low Operating Costs! 


* Moore Cross-Circulation Kilns, backed 





Note the fine clear lumber in the large capacity londs above, at White River Lumber Co., Enumclaw, 
Wash., operating 15 Moore Cross-Circulation Kilns 


Capacity plus QUALITY PLUS 
LOW OPERATING COSTS-- 
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and boards, when the small supply at larger 
plants has become exhausted. 


SOUTHERN HARDWOODS —There is a 
good demand for 2%-inch No. 1 and better 
shorts and select plain red oak flooring; 24- 
inch No. 1 in both red and white, and for 
FAS red oak, though mills are holding up 
booking heavily until the market is more 
stabilized. Several orders have been booked 
for No. 2 oak flooring in random lengths, and 
for No. 2 sap gum. Flooring stocks are low, 
and 2%4-inch select plain red and white, 1%- 
inch clear plain red, 24-inch No. 1 in both 
red and white, 1%-inch clear quartered, 24- 
inch No. 1 and better shorts; %x2-inch clear 
quartered red, and 2%-inch select quartered 
red are in short supply. Some items of rough 
oak, such as FAS and No. 1 red, are also 
searce. Rough stock prices are holding their 
own. Scarce items of both rough lumber and 
of finished flooring are expected to advance. 
Dealers report a shortage of lumber drying 
on sticks, due to wetness of the woods hav- 
ing prevented logging. 





by more than 60 years of development 
and improvements, are best able to 
meet all three requirements and turn 
in satisfactory service year after year. 


Write today—no obligation. 


MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns and Veneer Dryers 
JACKSONVILLE, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 
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Newsy Notes of Persons and Places 


and OFFICE 








R. R. Weldman of the J. Neils Lumber Co., 
Libby, Mont. was in Spokane recently. 


The Del-Park Lumber & Building Material 
Co. has been located in new quarters at 211 
Nostrand Avenue, Brooklyn, N. Y., since 
March 15. 


Distributors in Baltimore, Md., were called 
on by Henry Barge of the Henry Barge Lum- 
ber Co., Inc., Durham, N. C., on March 11 
and 12. 


F. D. Goodwin, in charge of hardwood sales 
for Frost Lumber Industries in Shreveport, La., 
left last week for a trip North for a visit to 
the trade. 


T. R. Owen, Sr., recently purchased the in- 
terest of his former partner, W. E. Bynum, of 
Sumter, S. C., and is now owner of the Bynum- 
Owen Lumber Co., Kingstree, S. C. 


C. Fred Haeflinger, who for a number of 
years has been sales manager of the McEwen 
Lumber Co., High Point, N. C., was recently 
elected vice president of the company. 


C. A. Bartleson, president of the Consoli- 
dated Supply Co. and his wife returned to 
Spokane from a vacation in Florida. They left 
late in January and were gone seven weeks. 


Its fiftieth anniversary is being observed this 
year by the Athens (Ohio) Lumber Co., which 
deals in lumber, building needs, and manufac- 
tures millwork. J. B. Roberts is manager. 


Robert Pence, Custer Lumber Co., Marion, 
Ind., left recently on a trip through the South 
to visit some of the larger lumber mills and 
learn more about the industry from that end. 


G. F. Jewett of Spokane was re-elected 
president, and E. C. Rettig of Lewiston, Ida., 
secretary of the North Idaho Forestry Asso- 
ciation at the annual meeting in Spokane. 


Recent visitors to the Buffalo lumber trade 
included C. E. Brong, of the Central Pennsyl- 
vania Lumber Co., Sheffield, Pa., and M. R. 
Langdell, of the Langdell Lumber Co., Mil- 
ford, N. H. 


E. F. Wales, Jr., of the Wales Lumber Co., 
Spokane, Wash., and president of the Spokane 
Hoo-Hoo club left last week on a seven-weeks’ 
selling trip to the leading middle West and 
eastern cities. 


J. H. Galbraith, manager of the Eatonville 
(Wash.) Lumber Co., was re-elected mayor of 
Eatonville for the 25th consecutive time at the 
recent city election there. He was unopposed 
for the position. 


Marvin L. Miller, formerly assistant man- 
ager of the Huttig Sash & Door Co. branch 
at Charlotte, N. C., was recently named man- 
ager of the company’s branch office and ware- 
house at Roanoke, Va. 


Don Lawrence, assistant general manager of 
the Weyerhaeuser Sales Co. is at his desk in 
the Old National bank building, Spokane, 
Wash., after an absence of several months in 
the East and on the coast. 


Thomas N. Nixon, president of the Nixon 
Wood Products (Inc.), wholesale firm of For- 
est Hills, N. Y., recently announced the open- 
ing of a sales office at High Point, N. C., under 
the management of Thomas E. Arnold. 


The Carlton Lumber Co., Tyler, Tex., held 
a formal opening in its new building the nights 
of March 8 and 9. A general invitation was 
issued to the public by H. C. Cross, manager. 
The firm was at its former location since 1900. 


Harry Bishop, president of the Bishop Lum- 
ber Co., Chicago, is expected back at his desk 
March 25, after a vacation at Palm Beach, 
Fla. As Mr. Bishop’s friends would expect, 
he has played a lot of golf. 


Employees of the New Carlisle (Ind.) Lum- 
ber & Coal Co., and their families honored Mrs. 
Lyman Wade, retiring office manager, with a 
surprise party and dinner in her home recently. 
Mrs. Wade had been with the company more 
than 15 years. 





Announce New Officers of 
Weatherstrip Company 


Str. Louis, Mo., March 18.—John A. Goellner 
was recently elected president of the Monarch 
Metal Weatherstrip Corp., 6333 Etzel Ave., 
here. The election, held at a special meeting of 
the stockholders, was to fill the vacancy caused 
by the death of Alfred M. Lane, Feb. 7, who 
was head of the concern for thirty-three years. 
One of the largest manufacturers of metal 





J. A. GOELLNER, 
St. Louis, Mo.; St. Louis, Mo.; 


A. N. LANE, 


President Vice President 


weatherstrips in the country, Monarch is par- 
ticularly well known for Metalane, an alumi- 
num alloy strip which has become standard 
equipment with many window manufacturers. 
A. Naughton Lane, son of the former presi- 
dent, was elected vice president, and general 
sales manager; George Oliver Carpenter was 
elected vice president; and Harry C. Albrecht, 
secretary-treasurer. All of the officers and Wil- 
liam L. Zoellner comprise the board of direc- 
tors. 





O. T. Swan, secretary of the Northern Hem- 
lock & Hardwood Association, Oshkosh, Wis., 
was the principal speaker at the Candlelight 
Club meeting March 12. He discussed the 
“Good Neighbor” policy of the United States. 


Roscoe Clark of the Bert E. Cook Lumber 
Co., Chicago, left March 20 to call on Louisi- 
ana mills and to attend the 25th annual meeting 
of the Southern Pine Association in New 
Orleans. 


R. W. Fullerton of the Bradley Lumber Co., 
Warren, Ark., was a recent visitor to Seattle, 
Wash., where he renewed old friendships. Mr. 
Fullerton and John Collins, Seattle wholesaler, 


March 23, 1940 


were associated in Seattle in 1906-'07 as repre- 
sentatives for the Chicago Lumber & Coal Co. 


V. J. Euler, proprietor of the wholesale hard- 
wood lumber company in Chicago bearing his 
name, and Mrs. Euler returned home March 
20 from a 4,000-mile pleasure trip through four- 
teen southern States. They were away for 
two weeks. 


John Connolly, Verdi Lumber Company of 
Tonopah, Nev.; John Sunquist, New Grand 
Ronde Lumber Co., Willamina, Ore. and 
Elmer Rossman, Rossman Mill & Lumber Co., 
Ltd., Wilmington, Calif., were recent visitors in 
San Francisco. 


Seeking new business throughout the planta- 
tions of the Hawaiian Islands, A. D. Bell, Jr., 
manager of eastern sales, and R. E. Caldwell, 
salesman for Hammond Redwood Co., San 
Francisco, recently sailed for Honolulu on a 
six-weeks’ promotion trip. 


Douglas B. Jones, who recently has _ been 
looking after the interests of the R. T. Jones 
Lumber Co. on the Pacific Coast, has returned 
to the company’s Buffalo office. H. E. Watson, 
Grove City, Pa., sales representative of the 
company, was at the Buffalo office last week. 


Paul E. Kendall, recently education director 
of the Merchandising Institute and well known 
throughout the country’s lumber industry, is 
now located at Room 1951 of the Grand Cen- 
tral Terminal, New York City, as representa- 
tive for the Feather River Lumber Co. of Delle- 
ker, Calif. 


William J. Kunkle has been transferred by 
the Long-Bell Lumber Co. from its Chicago 
sales office to the one in Room 324 Citizens 
Building, Cleveland. Previous to his year with 
the company in Chicago, Mr. Kunkle was em- 
ployed by the concern in its plants at Longview, 
Wash., and Weed, Calif. 


The Three States Lumber Co. which was 
formerly located in Broken Bow, Okla., an- 
nounces that its mailing address now is Mena, 
Ark., and that the company’s mills have been 
moved from Bethel, Okla., and Beachton Okla., 
to Mena where the manufacturing of yellow 
pine lumber will continue. 


After serving the Wilkinson Co., Inc., in 
Winslow, Ind., as manager for six years, Ger- 
vis Lynn has severed the connection and pur- 
chased an interest in the V. J. Meny Lumber 
Co. in Haubstadt, Ind. Succeeding Mr. Lynn 


is Clifton Robinson who has been with the firm’ 


in Winslow for three years. 


The promotion of Anton J. Tomasek from 
Illinois State forester to assistant director of 
conservation became effective March 15. Mr. 
Tomasek received his degree in forestry from 
Michigan State College. Before becoming State 
forester Apr. 1, 1936, he was connected with 
the Cook County forest preserve. 


Albert J. Phinney, president of the Iroquois 
Door Co., Buffalo, N. Y., and members of 
his family are spending some time at Biloxi, 
Miss., and will return home in April. R. T. 
Jones, Jr., vice-president of the R. T. Jones 
Lumber Co., North Tonawanda, and family are 
enjoying a short vacation in Florida. 


Allen H. Brain was elected president and gen- 
eral manager of the Brain Lumber Co. in 
Springfield, Ohio, by company stockholders re- 
cently. George L. Brain is vice president; Irv- 
ing H. Brain, secretary, and M. W. Brain, 
treasurer. Allen Brain is treasurer of the Ohio 
Association of Retail Lumber Dealers. 


The warehouse and offices of the Baltimore 
(Md.) Lumber Co. on the Fallsway and their 
contents were destroyed by fire March 2. Work- 
men immediately got busy and fitted up an office, 
mill and warehouse on East Baltimore Street. 
It is expected that within a short time the entire 
building will be fitted to meet business require- 
ments. 


The New England and Middle Atlantic States 
have been covered recently by Burdett Green, 
Chicago, secretary-manager of the American 
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Walnut Manufacturers Association, who has 
been looking over conditions. He regards the 
outlook as encouraging, and reports that there 
are increased demands for walnut from gun 
stock manufacturers. 


J. M. Dobson, manager of the J. F. Anderson 
Lumber Co., in St. Cloud, Minn., was one of 
the business men of that city to insert an ad- 
vertisement in a two-page spread of the town’s 
newspaper welcoming the teams entered in a 
district basketball tournament. The ads pic- 
tured the manager or proprietor of the busi- 
nesses. 


Effective March 1 the Waits & Baxter Lum- 
ber Co. in Cedar Falls, Iowa, was succeeded by 
Waits & Rine Lumber Co. The interest of 
A. R. Baxter, who died last October, has been 
purchased by H. B. Rine, former manager of 
the Hawkeye Lumber Co. in Creston, Iowa. 
C. T. Waits has been operating the yard for 
23 years. 


Recent out-of-State visitors at Los Angeles 
included: Edward Middleton, Anderson & Mid- 
dleton Lumber Co., Aberdeen, Wash.; W. W. 
Davies, Arizona representative for Pope & Tal- 
bot Lumber Co., Phoenix, Ariz.; Joe Scorpic, 
Valley Lumber, Fuel & Feed Co., Phoenix, 
Ariz.; and E. O. Conrad, lumberman, Still- 
water, Minn. 


The plant of the Southeastern Lumber & Sup- 
ply Co., Houston, Tex., has been purchased by 
H. E. Tomlinson, president of the Tomlinson- 


Mills Lumber Co., and will be operated as his - 


second unit. The stock of the former firm was 
not bought, and the plant is being re-stocked 
with lumber, builders hardware, paints and 
other building materials. R. L. Mills will man- 
age the plant. 


D. C. Vaughn, formerly connected with the 
Virginia Hardwood Corp., Waynesboro, Ga., 
recently opened a lumber and building material 
specialty sales office at Atlanta. In addition to 
handling the products of the Rocky Mount 
(Va.) Manufacturing Co. Mr. Vaughn will 
contact Georgia yards as a representative of 
the Joe Virgeson Lumber Co., wholesale firm 
of Columbia, S. C. 


A. J. Anderson, who for many years was 
office manager for the Mumby Lumber & Shin- 
gle Co. at Moline, Wash., has moved to Spring- 
field, Ore., where he has joined the office staff 
of a new plywood plant under construction 
there. For the last three years he has served 
as postmaster at Malone and before his de- 
parture for his new post, he and Mrs. Ander- 
son were the guests of honor at a community 
party tendered them by the town of Malone. 


Millard C. White has been appointed man- 
ager of Christenson Lumber Co., San Fran- 
cisco, succeeding E. B. McIntyre, who is re- 
tiring. Mr. White has been associated with 
the Bay City Lumber Co., Oakland, for the 
past nine years. Mr. McIntyre had been with 
the Christenson Lumber Co. for 35 years and 
was manager of the yard since 1924. He ex- 
pected to take a three-months’ trip to New 
York and other eastern cities. 


C. D. Hudson, secretary-manager of the Na- 
tional Wooden Box Association, 307 Barr 
Bldg., Washington, D. C., consulted in Spokane 
recently with Grant Dixon of the Western 
Pine Manufacturing Co. Ltd., president of the 
association. He, also, attended a meeting of 
the Inland Empire Box Association. Improved 
methods of manufacture, freight rates, new 
markets and increased volume of business 
despite higher costs due to higher labor costs 
were discussed. Mr. Hudson brought an op- 
timistic message. 


The Vita-Var Corp., paint engineers, Newark, 
N. J., moved its executive and sales office to 
downtown Newark, in order to release factory 
space for laboratory expansion, according to 
an announcement by Thomas H. Gibson, vice 
president and general manager. The executive 
and general offices now occupy the 17th floor 
of the Raymond-Commerce building, and more 
than 10,000 square feet of additional laboratory 
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space has been provided at the factory. As soon 
as the new laboratories are equipped, additional 
technical personnel will be added to research, 
development and control departments. 


Two newspapers in Dalton, Ga., recently 
printed stories avout the 53-year-old Cherokee 
Manufacturing Co., and the Farrar Lumber 
Co., Inc., which have been closely identified 
with the development of the town. R. D. Baze- 
more, secretary and general manager of the 
former has been connected with the firm for 
36 years. The company carries over 2,000,000 
feet of lumber in stock, operates five trucks, 
and employs 40 persons. Floyd F. Farrar is 
president and manager of the Farrar Lumber 
Co. that has reached its 59th year. It was 
launched by his father, W. B. Farrar. 





RETAIL YARD CHANGES 


PAULs VALLEY, OKLA.—Ralph Ralston of 
Tulsa has succeeded Hugh Trott as manager 
of the local Long-Bell Lumber Co. unit. The 
latter has been transferred to Wichita Falls, 
Tex. Both men are being made managers of 
yards in which they formerly were employed. 


Macon, Mo.—The Jepson Lumber Co. an- 
nounces that John Atwell has become its as- 
sistant manager. Mr. Atwell has 20 years 
experience in the lumber business, and was for- 
merly with the North Missouri Lumber Co. 
here. 

PETALUMA, CaALiF.—Maurice M. Daubin, 
manager of the local branch of the Sterling 
Lumber Co., has been transferred to the man- 
agement of the yard at Mountain View. He 
will assume his new duties about April 1. 





NOTES FROM TACOMA 


Charles W. Lea, treasurer of Sizer & Co., 
Inc., Tacoma, Wash., box shook manufacturers, 
and a director of the St. Paul & Tacoma Lum- 
ber Co., has just been elected to the board of 
directors of the National Bank of Washing- 
ton, a Tacoma institution. 


Norton Clapp, secretary of the Weyerhaeuser 
Timber Co., has been chosen to head a com- 
mittee of Tacoma and adjacent community 
residents that will arrange for celebration of 
the completion of the new $6,400,000 Narrows 
bridge now under construction near Tacoma. 
The bridge, which will span an arm of Puget 
Sound near Tacoma, will be ready for use 
about July 1. 


A delegation of executives and board mem- 
bers of the Weyerhaeuser Timber Co. inspected 
company operations in Everett, Longview and 
other western Washington cities the first of 
March. Included in the party were F. E. 
Weyerhaeuser, of St. Paul, president; J. P. 
Weyerhaeuser, Jr., of Tacoma, vice president ; 
Norton Clapp, of Tacoma, secretary; A. W. 
Clapp, of St. Paul, legal adviser; Horace Irv- 
ine, St. Paul; Laird Bell, Chicago, and Charles 
Ingram, Tacoma, general manager. 


E. Lee Kirk, traffic manager of the Pacific 
Mutual Door Co., Tacoma, Wash., has just 
been elected to a two-year term as a member 
of the board of directors of the Tacoma Trans- 
portation Club. 


Herbert H. Clarke, purchasing agent of the 
Wheeler Osgood Sales Corp., of Tacoma, 
Wash., door and plywood manufacturers, was 
host to 61 members of the Purchasing Agents 
Association of Washington at a dinner meeting 
in the Tacoma University-Union Club March 
15. Mr. Clarke is vice president of the asso- 
ciation. 


Two Tacoma, Wash., lumbermen were listed 
among prominent speakers at a meeting of the 
Pacific Northwest Advisory Board, railroad 
car loading association, at Portland, Ore., 
March 22. G. E. Karlen, president of the Kar- 
len-Davis Lumber Co. and secretary of the 
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The choice lumber prod- 

ucts we offer are cut 

from big, high-altitude 
trees like these. 


Southwest Lumber 
Mills Inc. 


Pine of Fine Quality and 
Careful Manufacture 


Here's lumber cut from top-quality timber. 
Mature, big-bodied timber, with the soft- 
ness, close grain and fine texture char- 
acteristic of slow growth and lofty alti- 
tude. Our two modern mills, electrically 
operated, have up-to-date machines and 
every facility for super-quality production. 
Twenty modern dry kilns. A cutting ca- 
pacity of 100 million feet per year. 


Call on us for all building items—Dimen- 
sion, Siding, Interior Trim, “Apache Brand” 
Mouldings, Ceiling, Casing, Base, Lath, 
Selects, Common. Our Eased-Edge Dimen- 
sion is double-end trimmed. Properly 
seasoned, accurately manufactured, it 
KEEPS its size and shape. Mixed Cars. 
Why not write us today? 


UTHWE 
Mya) 
[mus in 


McNary, Arizona 
Mills at Flagstaff and 
McNary, Arizona 
DISTRICT SALES OFFICES 
PHOENIX, ARIZ.— * ® "© itt: esentative 
CHICAGO — © fisneger " rione, Superior 9008 


NEW YORK = © "pions! Vanderbint 36407 
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Set of Blue Prints and 


ree BOOK 
\A 
oes “HOW TO READ BLUE PRINTS” 
Sent to Employees of 
LUMBER DEALERS 
This Free Trial Lesson on “‘How to Read Blue 
Prints,“ and a set of blue print plans,—to 
show you how this 36 year old School for 
Builders makes it easy for men in lumber 
yard offices to list material, estimate costs, 
etc. Drawing of plans included if wanted. 
LEARN AT HOME IN SPARE TIME 
Men with this training are needed now to 
handle expanding business in lumber yards. 
Lumber yard officials and building contractors 


urge employees to get this training. For Free 
Trial Lesson address: 


CHICAGO TECH COLLEGE 


C-424 Tech Bldg., 118 E. 26th St., Chicago. Ill. 












GILBERT NELSON & CO. 


Public Accountants 


332 S$. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 








Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 
A rating guide to the Contracting trade of 
Cook County and Cook County dealers 
Telephone Randolph 4893 Collection and Mechanics Liens 








Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 











DENNING Ornamental PICKET FENCE 


Fir and Yellow Pine pickets woven with 
heavy galvanized wire. Made in various 


ural. Very popular for yard and garden. 
Write for catalog and dealers price list. 
TLLINOIS WIRE & MANUFACTURING CO. JOLIET, ILL. 


Dn Otstm, Tae ah 


Consulting Forester 
JAMES W SEWALL PHILLIPS & BENNER 
Old Town, Maine Ruttan Block 
Established 1910 Port Arthur, Ontario 








BOOKS FOR LUMBERMEN— 
We have ’em right in stock. Write for catalog NOW! 
American Lumberman, 431 S. Dearborn St., Chicago 
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board, was scheduled to give a business fore- 
cast for the three-month period of April, May 
and June. Paul W. Billings, manager of the 
Mountain Lumber Co., was also on the pro- 
gram. 


Harry P. Cain, son of the late George Cain, 
widely known Pacific Northwest lumber publi- 
cations editor, was elected mayor of Tacoma, 
Wash., at that city’s general election March 12. 
He is a former newspaperman and banker, and 
at 34 is the youngest mayor in Tacoma’s his- 
tory. He will take office in June. 





Nevada Line Yard Company Sold to 
New Group 


San Francisco, CALIF., March 16.—Sale of 
the Hobart Lumber Co., operating lumber 
yards in Reno, Carson City, Virginia City, 
Minden and Lovelock, Nev., to a group of 
Minnesota and Utah lumbermen has been con- 
firmed. The new management will continue the 
firm under the name of the Nevada Lumber 
Co., with headquarters in Reno. 

Head of the new firm is R. M. Cross, for 
more than thirty years active in the lumber 
business in St. Paul and Salt Lake City. As- 
sociated with him are R. H. Biele and W. H. 
Gooch of Salt Lake City. Charles Oliver, man- 
ager of the Hobart organization, will continue 
with the new company with headquarters at 
Reno. 

Sale of the five lumber yards is revealed as 
a final step toward the liquidation of the old 
Hobart Estate Co. The Hobart Mills prop- 
erty was disposed of previously. 





Lumberman Saves Two Brothers 
from Drowning 


A lumberman joined the ranks of life saving 
heroes in Key West, Fla., March 7, when he 
saved two brothers from drowning. The boys, 
8 and 9 years old, were thrown into the water 
when the small boat they were in capsized. The 
older boy tried to get his brother to shore but 
was unable to do so. A nearby resident was 
nearly drowned when the boys seized him when 
he went to save them. 

The man’s shouts attracted Ralph G. Hutch- 
ins, 60, president of the Hutchins Lumber & 
Storage Co., Blue Island, Ill. The lumberman 
dived into the water, separated the boys who 
had gone to the bottom, and took them one at 
a time to shore. Considerable respiratory work 
was necessary to bring the boys back to con- 
sciousness, but in this task, too, Mr. Hutchins 
was successful. 

Mr. Hutchins spends his winters in Florida, 
and is an expert swimmer and a first class 
navigator. He had just returned from Panama 
City to which he had gone aboard a yacht on 
which he had acted as first mate. 





Changes Made in Sales Staff 


SAN Francisco, CALiF., March 16.—The 
Pope & Talbot Lumber Co., here, announced 
the following changes in its sales department: 

W. E. Davis has been transferred from Los 
Angeles to the San Joaquin and Sacramento 
Valley territory. James Berry has been trans- 
ferred to the San Francisco, Oakland and 
Peninsula territory, being succeeded in his for- 
mer territory by Mr. Davis, and succeeding J. 
Stanley Quinn, who has been brought into the 
sales department office here. Dennis Gilchrist, 
who has been in the Los Angeles sales office, 
is replacing Mr. Davis in the Los Angeles 
County territory. Elwood Thomas has been 
moved from Eugene, Ore., office to take Mr. 
Gilchrist’s place in Los Angeles. 

These changes have been made in accordance 
with the company policy of broadening the ex- 
perience of the members of the sales staff by 
making them acquainted with the various 
territories. 
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Company Operation Visited 


WarrEN, ArK., March 18.—Edwin B. Lind- 
say, executive vice president of the Southern 
Lumber Co. last week visited the mill opera- 
tion, returning to Delray Beach, Fla., where he 
is vacationing with his family. Also visiting 
this operation recently were Mr. and Mrs. 
Rodney A. Ainsworth of Moline, Ill. Mr. 
Ainsworth is a director and stockholder, and 
also is president of the Dimock Gould Co. of 
Moline, Ill. Burdick N. Richardson, vice presi- 
dent of the Southern Lumber Co., Davenport, 
lowa, was also a guest. Don Hanson, Paul 
McBride, and V. E. Kessel, of General Timber 
Service Inc., St. Paul, Minn., an affiliated 
Weyerhaeuser Co., were other recent visitors. 





29 Employees Awarded Pins for 
Long Service 


Loncview, WAsH., March 16.—Twenty-nine 
employees of the Long-Bell Lumber Co., in- 
cluding 21 at the local division, six at Ryder- 
wood, Wash., and two at the Weed, Calif., 
plant, have just been awarded service pins by 
the company for continuous employment with 
Long-Bell. 

The oldest, from the standpoint of service, 
was J. F. Waldron, veteran sawyer here, who 
received a 35-year pin. Sam Wilson, also of 
Longview, received a 25-year pin. At Long- 
view, 15-year pins were awarded to S. S. 
Cooley, Ruth Dykstra, E. O. Erickson, R. L. 
Goodrich, Alex Mason, H. I. Spangler, Allen 
Mitchell and M. M. Wolf. Ten-year pins were 
awarded at Longview to Preston G. Corning, 
S. O. Ellingson and Hans J. Mueggler. Five- 
year buttons were awarded at Longview to E. 
S. Dukes, A. M. Grief, Joseph Henkel, H. J. 
Lyons, J. R. Mustoe, O. L. Storie, A. E. Webb 
and John C. Wentz. 

Ryderwood awards went to Leroy L. Mer- 
chant, A. C. Parker and James B. Sharp, 15 
years; H. H. Crusenberg, John T. Schoonover 
and Fred Witt, 10 years. 

Frank Catalano and L. Berryhill, both of 
Weed, received 15-year pins. 





North Carolina Firm Renamed 
and Reorganized 


Sacispury, N. C., March 18—The Graf- 
Davis-Collett Co., fabricator of lumber and 
dealer in building supplies for 31 years, has 
been reorganized and has begun a new busi- 
ness era, under new management and with a 
new name. Announcement of the changes was 
made by Dan Nicholas, new treasurer of the 
concern, and Leo C. Wallace, chairman of the 
board of directors. 

The Rowan Lumber & Supply Co. is the new 
name of the firm which will continue operations 
where the Graf-Davis-Collett company has had 
its home since it began business here. 

A. H. Graf, president and treasurer as well 
as general manager of the firm that he organ- 
ized in 1909, has retired from active participa- 
tion in the business, but will maintain a connec- 
tion in an advisory capacity and will serve as 
vice president. Arthur E. Davis, vice president 
of the original company, has been named presi- 
dent of the new firm. L. F. Collier of Jack- 
sonville, Fla., has been elected secretary and 
general manager. The four officers, with Leo 
Wallace as chairman, constitute the board of 
directors. ‘ 

Manager Collier comes to Salisbury from 
Jacksonville, Fla., where he has been connected 
since 1936 with the Schell-Sasse Manufacturing 
Co. He had charge of the production and sales 
departments and was secretary-treasurer of his 
firm. 





Tue Home Owners’ Loan Corporation to 
date has operated within its own revenues, 
without burden on either the Treasury or tax- 
payers. 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices 


on southern pine to the Southern Pine Lumber Exchange, New Orleans, La., 
made in the period March 7 to 13, but, where 


for sales 
prices for this period were not. available, 


prices for the month to date have been inserted and starred (*): 


West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard Ceiling, Standard Be. . re. a No. 2 Dimension 
ngths Lengths vards, Std. Leth. 2x4 
1x3 rift— % x 4— a yates 19.16 17.67 
Bé&better.. 58.80 60.75|B&better.. 35.13 35.09 ]/ix6 22.12, scar Saseiss ~ **--- Se sees 
_ See 50.22 49.75 Rabat ages 2 "43 > . ee 23.07 22.51} 48 & 20 26.39 24.03 
| $4.75 *40,00F °°*****> 1. 3.14 ert amined Hy 4 res 22 & 24 30.00 
~~... Surfaced Finish nn Miehathade . ~~ | 2x6 
B&better.. 42. 49 43.00] Standard Lengths No. 3 Shiplap and |12 & 14... 18.33 19.53 
ERR K 37.56 39.00 Boards, Standard IG vcaccee SEQ Bes 
6 B&better Lengths 18 23.75 21.90 
D alee 29.17 30.0 Inch thick ngt UBB cree 23.75 21.90 
aK  .  -_f 53.43 48.88}1x4 ...... 13.62 14.83155 ¢*54°°* o7'99 
Dene. 38:84 8885 oe ar00 eeeo | SisVB4S~ 18.93 19.93] 2x8 a ee 
1x4 flat 8. llI111 84170 §1141]1x6 CM..: 18:38 18.35/12 & 14... 20.96 20.31 
grain— ee 54 46 56.84]1x8 ...... a oS an 21.61 22.13 
Bé&better.. 41.58 41.11/12 ....... TO.BOLERIO 62006 19.47 18.73]18 & 20... 25.18 24.00 
Be na oaccw ae ate 7 =: cons ox6/i ‘tick a sia cy Se 21.12 19.50 2x10 
oe Onn 21.06 20.77|5@10 ..°°° 74.06 Teas] We 3 Mtenenstee 12 & 14 24.90 23 35 
er 91.79 S2.25henq _— | FER nw rrccee . 
22 & 24 30.0 
Flooring, 2 to 8-foot | Inch thick—— _ =e 26.94 24.06 . 
. =, oer j 42.16/18 & 20 28.48 28.65} 2x12 
Babetter.. 56.67 wees : tee eeeee $8.83 yey 22 & 24 38.50 . 13 & 14 23.14 23 98 
Trtttttt 700 0 Lili ]1xs&id 520 49900tT os 14 sree semslis °° Be ee 
oe teteees 58.76 61.21}1¢6 7 ? 25.29 23.05 20 abi 28.85 23-00 
Bé&better.. 32.80 33.13 Rough Finish, 2. ee ee or sce aeee ai. : 
0 See 26.41 25.78 
se eeeeee eae cid Standard Lengths § |9° ¢°24_.: 38:75 32.50 nes 6 Citi 
D ee ee 5 y e mension, 
1x4 rift— me. 7. 14 26.05 23.88 Random Lengths 
B&better.. 43.25 oe ° 
D #9700 thick— . eee 26.4 24.27 2x4 18.29 15.63 
ae os ae 60.78 *57.63 18 ORs 27 07 *26.17 2x6 |..... «1869 16:93 
wine... 6 ee ees : a + -50lox8 oo... 19.00 15.62 
B&better.. 28.74 28.25 Sea 0.30 be 24 34.50 *26.50 2x10 Seiad 18 39 16.19 
DTD aed 7888) Casing and Base [72° 35.46 31.06). —_ 
paretter— Lengths 14 Sais me 32.50 
Drop Siding, Stand- pa errr ere 3. 31.33] Cull Timbers, 20 & 
a 62.76 58.00]18 & 20 36.25 *31.98 Under, No. 1 
— x5 «0.5 GO -75 | 9x12 Shortleaf— 
B&better... os =e 12 & 14... 35.88 34.00/3x4&4x4 .. 3078 26.51 
eateries 29°50 *30.58 Jambs ME Soins 37.33 34.25 4x6—8x8. . 29. 64 23.9 
No. 116— B& ae a vaie eve 39.67 37.00] 3&4x 31.00 *36.00 
peas 42.30 ....|L%, eee. 68.92 “See 41.55 37.00] 5x10- sNoxi6*30. 00 30.25 
pepe: 30.92 *29.90 56x4-8 ... 60.03 56.31 22 & 24...*47.00 *40.2513&4x12 . 42.32 eas 
Wo. $ .... 26 ; 5x12-12x12 48.10 *38.506 
No. 3 eax 30. ii ig-90 No. 2 eos a Car Siding, 13/16” 
B&better.. 42.43 *39.27| Standard Lengths |B&btr&Sel— Plaster Lath 
c Reet 40. 87 37.00 1x4 aS $2.41 *34.00 ee 10... #45°00 Kiln Dried 
ee eae oC ieee i Apia oa ise ie 
i .... oe ee ..... 33.31 .... Lining, 13/16” %x1%%”, 4 
No. 2 .... 24.41 28.51]1x5@10 ... 33.89 ; |Comm No. 1 .... 4.98 4.84 
No. 3 ~ eces SOWOREEIO 20... 42.48 1x6, is. tore RTD cinseg RIS SB. Saleven Medes ee 











OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 
of origin: 


18x24" 38x14" 3x2” 3x1” 


Clr. qtd. wht....$80.00 $70.00 $65.00 $62.00 
Clr. qtd. red..... 68.00 61.00 60.00 60.00 
Sel. qtd. wht.... 62.00 50.00 52.00 45.00 
Sel. qtd. red..... 62.00 51.00 53.00 49.00 
Clr. pln. wht..... 64.00 52.00 52.00 46.00 
Clr. pln. red..... 65.00 55.00 48.00 47.00 
Sel. pln. wht.... 58.00 48.00 44.00 38.00 
Sel. pln. red..... 59.00 50.00 43.00 40.00 


No. 1 com. wht.. 55.00 45.00 37.00 34.00 
No. 1 com. red... 55.00 47.00 38.00 35.00 
No. 2 common... 36.00 32.00 33.00 26.00 


%x2” W%x1%” x2” 
3) ere $75.00 $75.00 $72.00 
oo a ee See ee 72.0 72.0 67.00 
Se a * eer 60.00 60.00 58.00 
fee eee 60.00 60.00 58.00 
2 ee ere 61.00 61.00 61.00 
ON a ee ee 61.00 61.00 60.00 
Se OS eee ree 55.00 55.00 53.00 
eS Se” eee 55.00 55.00 53.00 
Me: 3 Com. wht.....<-. 51.00 51.00 47.00 
Wee. 2 COM FOG. 0 oie cee ce 51.00 51.00 48.00 
We; 2 COMMOR:.|.. 665 600 34.00 34.00 29.00 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
jg-inch stock, $8.50; for %-inch, $4; for 
%- and ;-inch, $4.50. 


Chicago delivered prices may be obtained 
by adding to the above the following dif- 
ferentials figured on Memphis origin: For 
ij-inch stock, $6; for %-inch, $3; for %- and 
fs -inch, $3.50. 





WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine As- 
sociation by members during the period from 
March 4 to 9, inclusive. Averages include 
both direct and wholesale sales, and are 
based on specified items only. Quotations 
follow: 

Ponderosa Pine 


bere A S2 or 4S— 1x8 5/4RW 6/4RW 
CR 


gh nRce ra? $58.00 $62.92 $62.67 

_ eee 39.12 42.65 43.25 
SHop, S2S— No. 1 No. 2 
ics Se Wares FOR ST eee EE $36.48 $25.06 

RR eae stale avescinesCankr ow hte‘ wate 33.40 24.64 
CoMMONS, — or 4S— No. 2 No. 3 
BE ED seid's Lk. CSG wigs bee’ ohh $28.85 $22.14 
Sh eee rae 31.20 22.22 
No. 4, oe BE To ove ee Wen oeete ses $16.19 

Idaho White Pine 

Se.ects, S2 or 4S— 1x8 5-6/4RW 
Eo eee $72.47 $87.28 
oe Be 2 re 42.22 64.70 


Commons, S?2 or 4S— 
Colonial Sterling Standard 
No. 1 N No. 3 


oO. o. o. 
= Dts keene daa ay $35.39 $26.23 
oS ee eee 71.08 41.97 29.63 
Utilite (No. 4) — eo aa “ RWRL....$18.79 
Sg.ects, S2 or so waRW 5/4RW 6/4RW 
pS a A $71.04 $72.78 $74.20 
BE Ge estes @ Seine 59.74 62.28 59.66 
ee er 54.12 
SHop, S2S— No. 1 No. 2 No 3 
Rone algo ayia $41.11 $30.64 $20.75 
| Cee rea 36. 29.48 22.24 
GW: ow ewiecielanecne ee 52.79 33.98 21.92 

Larch-Douglas Fir 

po ae: eS eee $22.11 
Dimension, Me | Ace 22.18 
Flooring vert. ‘So, 3 ee 27.25 
Boards, No. ec > aren 19.00 





NORTHERN HARDWOOD 


Following are prevailing quotations f.ob. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 

Brown Ash— FAS Sel. Com. Com. Com. 
4/4 ......+-$63.00 $53.00 $38.00 $26.00 $18.00 
oa oa 58.00 28.00 19.00 


5/ ae 8.00 41.00 8 

eee - 73.00 63.00 48.00 32.00 19.00 
 tteowamae 78.00 68.00 51.00 34.00 20.00 
No.1 No.2 No.3 
Basswood— FA 1. Com. Com. Com 
EE Sacsialoce aie $78.00 $68.00 $48.00 $26.00 $19.00 
faa: 83.00 73.00 53.00 30.00 21.00 
eo 86.00 76.00 54.00 32.00 23.00 
Sa ee 93.00 83.00 64.00 34.00 23.00 

SD 55-66 sienna 0 88.00 71.00 45.00 


3/4 ........ 70.00 60.00 39.00 24.00 °:::: 
Key stock, 4/4 ne. 1 is pettere $78; or on 
grades, FAS, $88; N - 1 and 

better, $83, or on ‘alates AS, Boe: 
No.1 Se ’ No. 3 


Hard Maple— FAS Sel. Com. Com. Com 


, See $73.00 $58.00 $47.00 $30.00 $15.00 
BE tna cota ie -- 78.00 63.00 52.00 34.00 17.00 
_ ae . 1.00 66.00 55.00 36.00 17.00 
J aor - 86.00 71.00 60.00 36.00 18.00 
, er 86.00 71.00 60.00 37.00 18.00 
Pee in 6 wake 101.00 86.00 68.00 42.00 Sis 
Eee 101.00 86.00 71.00 42.00 ... 
ree 121.00 106.00 83.00 45.00 .. 
12/4 ........121.00 106.00 83.00 45.00... 
ae -161.00 146.00 123.00 .. eye 
1 No. 2 No. 3 
Soft Ehn— FAS Com. & Sel. Com. Com 
,, ae $48.00 $38.00 27.00 $19.00 
_ , ESAs 53.00 43.00 29.00 20.00 
eres - 53.00 43.00 29.00 21.00 
i eine neater 6.00 46.00 32.00 21.00 
RE Sie a asmianer 59.00 49.00 34.00 eotae 
 ., GR - 64.00 54.00 39.00 Ray G 
No. 1 No. 2 No. 3 
Rock F Co Com Com 
_ , Beene - -$48.00 $30.00 $19.00 $16.00 
a ier tohinniocaiice 53.00 35.00 21.00 18.00 
ere 63.00 43.00 23.00 18.00 
, ee 68.00 53.00 28.00 21.00 
ee 78.00 63.00 40.00 
De a ete-cawex 88.00 73.00 45.00 26.00 
No.1 No.2 No.3 
Birch — FAS Sel. Com. Com. Com. 
eae $86.00 $66.00 $46.00 $28.00 $17.00 
Bree: 91.00 71.00 53.00 33.00 18.00 
eee 91.00 75.00 58.00 39.00 18.00 
_., Seer 94.0 82.00 68.00 46.00 19.00 
. ae 96.0 86.00 73.00 47.00 .... 
ME Nawaeeoe 101 91.00 78.00 52.00 ... 
ae 156.00 146.00 721.00 inaads 
P< «ga artnete 73.00 59.00 43.00 26.00 .... 
7. See er 75.00 61.00 46.00 27.00 ... 
No.1Com. No. 2 No. 3 


—_ Maple— FAS & Sel. Com Com 


cocccces ae tx $41.00 $2.00 $17.00 
5, ee 66.00 46.00 29.00 18.60 
C/E ..cccceee 76.00 51.00 34.0) 18.00 
8/4 cccccccce 81.00 56.00 34.00 19.90 





DOUGLAS FIR 


Seattle, Wash., March 16.—Current quota- 
tions. o. b. mill on Douglas fir items in mixed 
cars for rail shipments direct to the trade 
appear below: 


Vertical Grain Flooring 
B&Btr. Cc 


D 
SE ara te! $41.00 $31.00 $22.00 
Flat Grain Fleoring 
Rs gli yso<erWink ice bin deca $29.00 $26.00 $21.00 
Ee eee 33.00 31.00 24.00 
Drop Siding 
1x6 Pat. No. 106....$32.00 $29.00 $23.00 
1x6 Pat. No. 116.... 32.00 29.00 23.00 
Ceiling ‘ 
Mh cs nie. wa eve ate eleland $28.00 $26.00 17.00 
Se ee 29.00 27.00 17.00 
Boards and Shiplap 
1x8 1x10 1x12 
ee ee $20.00 $20.00 $19.00 $22.00 
PO. Bocbiaxe 16.00 16.00 16.00 16.00 
PR Bivvewe 12.00 12.00 12.00 12.00 
No. 1 ease 
12 14 18 20 
| Se eee $21. or $21.50 $22. So $22.50 $22.50 
Fk Sear 21.5 21.50 22.00 22.00 22.00 
ee. 4 3160 21.50 21.50 21.50 21.50 
ee 22.50 2.50 23.00 23.00 23.00 
ME ni tae css 23.50 23.50 24.50 24.50 24.50 


No. 1 Rough and/or Surfaced Timbers 


4x4- to 4x12-inch planks 20 feet and 

=1¥'% S48 
TERE S WO St, GRE BOTS. 5 o.cck.c ccseceen 18:00 
pe es | Ser reer eee 18.00 








70 
WESTERN RED CEDAR 


Seattle, Wash., March 16.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.o.b. mills are: 


Beveled Siding, %-inch 


Clear “_" De 

Pe. “scswckeveuaees $26.00 $33. 00 $19.00 
ee 31.00 5.00 23.00 
PON. séaccucdevees 38.00 3: 00 31.00 

Clear Bungalow Siding, %-inch 
POD. Keeebbiedecetecedes.vevonsteduse $57.00 
DE oo celine Ceué SC bebe RAGROCeMeeeEeS 62.00 
PPE, bbe chk a WiwseckcreVesdecewonecees 70.00 
Finish, B&better, S2 or 4S, 6-16’ 

$2S or S4S 

or Rough 

Dt ebivagdee eked Gakeandudeweakee ene $ 80.00 
DE cogten cb naréah baal ede eee amanda wee 85.00 
ls aR RAR SE SR a SE PP 90.00 
Pt tices gatiawese aes anacaaewndeceem 95.00 
“Lace knkanehs Ge bee needed cdaaeen 100.00 
Dt Jicevtneaaoneciee vena nea waeendel 1056.00 
SS re re rere ee 115.00 
REE Usevedensqcsenseeencuedawaude 120.00 

Ceiling or Flooring, B&better, 4-16’ 

DE betes e0k6b0660 cesesiecreescueeuyeen $36.00 
De (cngaceewsacsaencgvetesecceseeneneen 38.00 


Discount on Mouldings 6-20’, 
Series 8000— 


Odd Lengths 


EE eee re 55% 

BUGIS GEE OVOP... cc ccc ocgescceces 50% 
Clear Lattice, 5/16”, 4 to 16’ 

100 lin. ft. 

BE: Cavws dation Hive bucuckeeseescoewasues $0.32 

ST > akira as dla a: ddr Gah GGA eae OR Geta ee ealeie 37 

De +a rasve Wace een doe Niae de eeebhease .50 








Maple Offers 
True Home-Harmony 











In Highland Park, Ill.. Hard Maple adds 
beauty to a bedroom. 


Modern homes feature simple de- 
sign modern furniture offers 
simple surfaces, lightly-grained .. . 
and Maple provides the ideal base 
for beauty. Its delicate graining 
harmonizes with modern furniture. 
Its cheerful color and smoothness 
fit ‘the modern idea.” In choice of 
strips, blocks, or mixed patterns, 
natural or color-finished, it blends 
with any decorative scheme. Easy 
to finish, and to clean, lays “trouble- 
free," seems to wear forever. 

That's why, today, it's again Maple 
for modern homes . . especially 
MFMA Mople (all Northen Hard 
Maple, trademarked, and associa- 
tion-guaranteed). 


MAPLE FLOORING 
MANUFACTURERS ASSOCIATION 


1795 McCormick Building, Chicago, Illinois 








Floor with 
MFMA Maple 


(NORTHERN HARD) 





THE LONGEST-WEARING COMFORTABLE FLOOR 


Americanfiumberman 
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Current Market Review 


Softwood bookings made a gain of 21 
percent, as compared with last year’s, in 
the two weeks ended March 9; they were 
about 6 percent above current shipments 
and 13 percent above current production. 
Distributors have therefore been prepar- 
ing for an expected good building de- 
mand, but actual call on the yards, over 
large areas of the East, middle West and 
South, has recently been held down by 
severe weather. Retailers have been in- 
clined to go slower in placing new orders, 
but from many sections there has been a 
good sale of mixed cars that indicates the 
starting of spring construction. Atlantic 
coast distributors, despite the fact that no 
arrangements have yet been completed for 
adding more vessels to the intercoastal 
run and ship space is not available before 
early June, have needed easier prices to 
induce them into the market ; they can not 
count on supplies from the Maritime 
Provinces, but doubtless feel they can 
rely on release of some of the salvaged 
New England pine. In the East, laid- 
down prices of West Coast stock are 
firmed by the repeated advances in cargo 
rate. The pressure of western mills for 
an outlet is leading them to increase their 
rail shipments, and additional curtailment 
of production is bringing the market into 
fair balance, but nevertheless there has 
been an easing in some items of flooring. 
The California market is reported some- 
what more active, but there are large un- 
sold stocks there which will have to be 
disposed of before fresh shipments can be 
arranged at the higher water rates about 
to go into effect as ships for this run 
become scarcer; the State is anxious as 
to the effects of a stoppage of British fruit 
buying on farm income and demand for 
box materials. Prospects in the middle 
West are considered favorable, but farm 
buying power may be unfavorably affected 
by restriction of export outlets by war 
and consequent pressure on crop prices. 
In the Deep South, the Southwest and 
the Southeast, development of business 
has been greatly hampered by extraordi- 
narily bad weather; but Texas and the 
Carolinas have increased consumptiort 
with any let-up in its severity. Southern 
production has been much curtailed, and 
mill stocks are reported far below the 
normal for this season, while many of the 
mills, because of the restricted water 
movement of West Coast lumber, are ex- 
pecting to increase their sales in North 
Atlantic States, so that their quotations 
have remained steady. Western pine 
building items are reported co be main- 
taining their price level. 

Hardwood demand in the two weeks 
ended March 9 was 13 percent below that 
of the corresponding period last year, and 
was below shipments, which in turn 
lagged production. Flooring sales have 
been increasing seasonally, and southern 
factories have been in the market for more 


rough stock, but the millwork industry is 
holding back to await the opening up of 
the building season, and purchases by 
furniture plants are hardly up to earlier 
expectations. As there is an unusually 
small amount of shipping-dry stock avail- 
able at mills in the South, because of con- 
tinued wet weather, quotations have re- 
mained fairly steady and mark-ups are 
reported in some of the scarce items. 





RED CEDAR SHINGLES 


Seattle, Wash., March 16.—Below are listed 
average prices received for Certigrade red 
cedar shingles sold direct to the trade: 





oyal 
BOE nee weacrccWwasemeeeeeeee $3.85- 7 4 
ME ME aaaves ewe b wroeeia sacdacenebee 
BE oda atlenicledicsweneng css td bese ewe 300 
Perfections: 
MEETS. 4.t.tyo ibd 2 Odie Riko RR WER Oke Re “2 
oe Be. aS ee ee ee 
ee EE 4.5-b\c- ewe atic a oss acaeels 1.45- ?: 30 
XXXXX: 
OUT SUE Cas 0. bs ai oceans otal waver alae guaran ate $2.75-$2.80 
NM NUE, cic 3 vs Blo nach eu's Uetaee wees 2.05- 2.10 
CPE (ONE 65:06 c3.ca beeen neeene wanes 1.35- 1.40 





WEST COAST LOGS 


Seattle, Wash., March 16. 
of logs are as follows: 
Fir No. 1, $21-24; No. 2, 
$10.50-12. Peelers, No. 1, $34-35; No. 2, $28. 
Cedar Shingle logs $16.00-17.00, lumber 
logs, $28.00-30.00. ......... ate uae 
Hemlock: No. 2&3, $13.00. 


SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended March 19: 





Average prices 


$16-18; No. 3, 








et Red Gum Plain Poplar 
No. 1 & Sei.— Saps— 

Y Oe 32.00 | 4/4 ...... 45.00 
_T* abcheepn 40.00 6/4 hpeai 47.75 
Plain Red Gum Saps ‘& Sel = ° 
No. 1&Sel—  |5/4...... 45.50 

SOe ccasen 29. .50@30. 50 | No. 1 & Sel.— 
4 sseeee an). eee 33.00 

Qrtd. Sap a. No. 1 Com.— 

FAS— a oe 33.00 

es 43.50 | 6/4 ...... 35.00 

+ pegese 41.50 o. 2A Com.— 

"eens 45.00 | 4/4 ...... 22.00 

No.1 & o. 2B Com.— 
ie ie: 27.50@30.25 | 4/4 ------ 16.00 
cee are 3 FA Beech 

‘a —" Sap Gum ees 35.50 

? ye 34.75 @ 38.50 FAS— Elm 

> eet 37.50@38.25 | 6/4 ...... 37.50 

 Beeee: 38.50 @ 42.50 No. i & Se1.— ‘ 

No. | & Se Tr +6 25. 50 caeaae 27.50 

Rana @ yee Sycamore 

No. 2 Com No. 1 & Sel.— 

Oe inven, "12.50@13.00 | 4/4 -- pee 26.00 

on Black Gum No, 1é& — 

OO nisi 36.00@36.25 | */* - pis 28.25 

No. 1 & Sel.— FA agnolia 

OMe ceance 26.00 @ 26.25 = nol epee 
Plain Tupelo 5/4 Sacaie 64.25 

ee. = =—Ct~<‘CS:*C‘iz‘K SN erie ° 
Bes 35.00 | No. 1 & Sel.— 

MA 2 Ea Oe— —... £SFS even 31.00 
eocevce 26.00 Cypress 

Plain White Oak FAS— 

FAS >? 70.25 
sania 94.75 | 8/2 -°:::- ee 

o>. 5 oom 27.00 | 10/4 ..--- 144.00 
aeee > Selects— 

Plain Red Oak ee q@aevws 45.25 @47.00 
FAS—  Epgetet: 49.25 @60.25 
5/4 Sebel 48.25 16/4 ...... 65.75 

| ieee 70.00 18/4 ....:: 70.50 
No. 1 & Sel.— Shop— 
O06 scesns 29.00 | 4/4 ...... 25.50 
a6 saeuws i REY peoeee 32.75 
Mixed Oak Mixed Hardwoods 
No. 3 B Com.— Tree 
BME coseks 4.96 04/4 .ccees 11.50 
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YOUR REPUTATION 


WITH THE 


pom you get behind Barrett Shingles and pro- 
mote them, you are really putting the power of 
the Barrett name behind your own business and repu- 
tation! First, because architects, builders and home- 
owners are conscious of the fact that Barrett is ‘the 
greatest name in roofing” and have confidence in you 
when you recommend Barrett Shingles. Second be- 
cause in price and quality Barrett Shingles give more 
roof for the money—in good looks, in trouble-free 
service and in long life. Third, because satisfied 
customers make good boosters—and Barrett Shingles 


make both! SELL BARRETT...AND LET BARRETT HELP 
SELL YOU! 


Broad Shadow Shingles stretch roofing dollars! 


Here’s the fire-safe, cost-saving shingle that home- 
owners everywhere are asking for! It’s the shingle 
with the “built-in” shadow that gives roofs character 
—even on dull days! Ideal for new houses and re- 
roofing jobs . . . Tell home-owners how to buy a 
genuine Barrett Roof on the monthly payment plan 
..- AND WATCH YOUR SALES GROW! 





THE BARRETT COMPANY, 40 Rector St., New York, N. Y. 2800 So. Sacramento Ave., Chicago, Ill. Birmingham, Ale 


71 





72 


Frame Residence Costs 


Following are index numbers of construction 
costs (based on 1926-1929 average as 100), 
compiled by E. H. Boeckh & Associates (Inc.), 
Cincinnati, Ohio, covering frame residences: 


1926- 

1929 1937 1938 1939 Mar. 

Area— Avge. Avg. Avg. Avg. 1940 
pO Pee 82.7 79.0 81.6 82.8 85.3 
ee 107.2 88.8 91.9 93.5 97.0 
Birmingham ..... 91.7 80.5 86.3 87.8 90.1 
"eee 116.3 103.3 104.1 106.2 110.6 
3 err eee 109.2 104.8 107.9 110.6 116.1 
Cincinnati ........100.5 98.8 100.4 103.3 104.7 
Cleveland ........ 107.2 105.1 105.8 106.2 105.8 
eee 103.1 89.9 91.2 95.1 98.8 
ree eee 95.0 111.9 109.0 112.1 112.3 
BUNGE 460.500 s00% 103.3 93.9 97.1 98.8 101.0 
Kansas City ..... 100.3 95.8 102.5 104.4 106.0 
Los Angeles...... 92.7 93.4 89.7 93.6 96.9 
Minneapolis ...... 92.8 101.6 101.2 101.9 105.3 
New Orleans ..... 93.3 83.4 86.3 89.0 95.7 
New York City...133.3 110.5 118.9 122.1 123.6 
Philadelphia ..... 100.3 91.4 93.8 99.2 100.9 
Peo) oe 113.3 109.8 112.7 113.8 113.3 
gy | eee 118.6 98.2 104.1 107.0 106.5 
San Francisco .... 87.7 96.7 97.7 99.2 100.2 
ED icmodwokaes 84.5 92.6 96.5 96.7 98.0 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on _ shortleaf 
weights, obtained by Arkansas Soft Pine 
mills during the week ended March 16: 


Flooring 

Edge grain— 3-inch 4-inch 
—s a $65.00 $62.00 
Pe Pr ee rn 55.00 54.00 
No. > MAP OT ET Ce Tries ey Ce cawe eas 

ves grain— 
eae rT ere 40.00 40.00 
te. ores Pen ene 30.00 31.00 


Ceiling & Partition 
B&Better No.1 


Ce, TE oc ichiacesseveed $36.00 $34.00 

WOPTIOM, BEES 2. ci vcccctecces 48.00 43.00 

Boston Partition, }§x4........ 45.00 40.00 
Drop Siding, os 

0.117 No. 116 

PRED cctvvevicdecavcaeens 393.00 $48.00 

SS ero Are 40.00 44.00 

SD écctune sescnkeneneune 30.00 31.00 


Finish, Surfaced, B&better 
4 5 6 8 12 
4/4 .$54.00 $59.00 $54.00 $55.00 $62.00 $80.00 


5/4 ... 65.00 75.00 65.00 65.00 75.00 87.00 
Casing & Base, » emaae’ 
4 5 
er see. 00 $65.00 $60. 0 $60 00 
Me Sceseeedese 0.00 65.00 60.00 60.00 
beset Discount 
Listed at $3 and unde? ......scccccccccees 40% 
BPG BO. cceeticscwnecaddetnewaverseweesees 35% 


Boards = Shiplap 
x6 1x8 1x10 1x12 
*Boards, S4S, No. 1.838 00 $33.00 $36.00 $47.00 
or Shi plap No. 2. 24.00 25.00 24.00 30.00 
No. 3. 21.00 21.00 20.00 20.00 


Dimension, 84S, 16-Foot 
No 


+ | No. 2 
Ce ee. ged an ake hee ewe Rae $27.00 $24.00 
Of arr ree 24.00 21.00 
GD gc ccvcned dewsteeev env Geeta 25.00 22.00 
OO eee ee 34.00 26.00 
SEE & . xia Gara aw SOR eas OO 38.00 28.00 

ath, %xl%, 4-Foot 

SD. EB cae cncvndeaseversaseeceeseueteeeres 5.25 
PGE pc ntdeeeetenesinereseswneseenneteeée 4.25 





*Applies to the new SPA grade of No 1 
common. 
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JOHN RILEY MORGAN, 65, Vancouver, 
B. C., first independent operator to log on 
British Columbia’s world famous Queen 
Charlotte Islands, died in a hospital at Van- 
couver recently. Mr. Morgan was president 
of the largest logging concern operating on 
the Islands, J. R. Morgan Ltd., and associated 
with the Billmore Spruce Mills at Prince 
Rupert operated by his brother. About six 
years ago he acquired the largest tug boat 
engaged in log towing on the British Co- 
lumbia coast. With this boat he towed the 
output of his operations on the Queen Char- 
lotte Islands to market in the form of Davis 
rafts. On one occasion a single tow con- 
eaenee between 7% and 10 million feet of 
ogs. 


WILLIAM F. COERPER, 73, _ president- 
treasurer of the North Milwaukee (Wis.) 
Lumber & Supply Co., died at his home in 
Milwaukee, March 7, following an illness of 
six months. He had been identified with the 
company since he organized it in 1922. Prior 
to that he had organized the Coerper Lum- 
ber Co. His widow, a son, Ray E., vice presi- 
dent of his father’s lumber firm, ‘two daugh- 
ters, a sister and four brothers survive. 





EDWARD J. BARRY, 52, who is said to 
have been the first engineer in Tacoma, 
Wash., to apply electricity to logging, died 
at his home in that city, March 4 following 
a week’s illness. He was a native of Glas- 
gow, Scotland, and was a graduate of the 
University of Glasgow. He had charge of 
electrifying the St. Paul & Tacoma Lumber 
Co.’s mills, the White River mill and the 
plant of the Wheeler Osgood Sales Corp., in 
Tacoma. 


WILLIAM H. O’BRIEN, Jr., 52, treasurer 
of the Lawrenceburg (Ind.) Lumber Co., re- 
tired naval officer and a State senator, died 
March 7. He was graduated from the United 
States Naval Academy in 1911 and retired 
from the Navy in 1932 with the rank of lieu- 
tenant commander. Returning to Lawrence- 
burg, he assumed many of the business and 
civic positions of his father, following the 
latter’s death. 


ERSKINE W. McKINLEY, 53, president of 
the McKinley Lumber Co., Anniston, Ala., 
died March 13 at Heflin, Ala. Mr. McKinley 
served the Federal Government as an engi- 
neer in the construction of the Panama Ca- 
nal. In 1906 he returned to the States, going 
to Birmingham and becoming associated with 
the lumber industry. Surviving are his 
widow, three daughters and a son. 


ALBERT TROTTER, 70, president of the 
Trotter Lumber Co., Toledo, Ohio, died Feb. 
25 after an illness of two weeks. A native 
of Canada, Mr. Trotter went to Toledo and 
joined his brother, David, in the lumber busi- 
ness. The latter died in 1916. He leaves his 
widow, who is a vice president of the com- 
pany; son, William, secretary-treasurer of 
the firm, and a sister. 


WILLIAM D. SULLIVAN, 82, long engaged 
in the lumber business in Olean, N. Y., died 
March 4. He began his career with the A. 
Weston Lumber Co., Olean. Later he was 
connected with the Troy Lumber Co., Olean, 
after which he established his own lumber 
company. Surviving are his widow, two 
daughters and two sons. 


JOHN VERCAUTEREN, 67, manager of the 
DePere (Wis.) Lumber & Fuel Co., a branch 
of Standard Lumber Yards (Inc.), Green Bay, 
Wis., died at a Green Bay hospital March 8 
of an injury sustained late in the afternoon. 





TIDEWATER RED CYPRESS 


Jacksonville, Fla., March 18.—Following is a list of wholesale prices on tidewater red cy- 


press, f.o.b. Jacksonville. 








Grades 4/4 5/4 6/4 8/4 10/4 12/4 16/4 
Tank, RW&L, rough. — $107.50 $116.75 $140.00 $140.00 $147.00 
FAS, RW&L, rough. ...$72.50 $84.50 93.50 107.50 121.00 121.00 127.50 
Select, RW&L, rough... 65.00 77.50 77.50 82.50 94.50 94.50 103.50 
No. 1 Shop, RW&L, rough 49.50 62.50 70.50 75.25 84.50 84.50 92.50 
Box, RW&L, rough..... 27.75 29.75 29.75 29.75 
Peck, RW&L, rough.... 27.00 29.00 29.00 30.25 ea ae, 
“A” Finish, RW&L, S48 81.25 93.25 96.25 111.25 Bests, 18”.....$6.80 $8.30 
“B” Finish, RW&L. S48 74.75 86.75 86.75 94.75 Primes 18”. os Fe 
“Cc” Finish, RW&L, S48 71.75 83.75 83.75 90.75 
“D” Finish, RW&L, S48 68.75 80.75 80.75 83.75 aaa. a 
No. 1 Com. RW&L, S4S. 64.00 69.00 69.00 70.00 “Te 4 Mint 
No. 2 Com. RW&L, S4S. 42.50 44.50 44.50 43.50 %x1%x48” ...$5.45 $4.70 


He had been engaged in the lumber business 
for 37 years. His widow, five sons and six 
daughters survive. 


FRANK A. BEYER, 75, former lumberman 
of Buffalo and at one time a director of the 
National Hardwood Lumber Association, died 
March 12 in the Salamanca (N. Y.) City Hos- 
pital, after a week’s illness. In recent years 
he was welfare commissioner of the Alle- 
gany Indian Reservation. Surviving are a 
son and two daughters. 


M. HUNTER McGEHEE, 48, president and 
general manager of the McGehee Realty & 
Lumber Co., Pine Bluff, Ark., since he or- 
ganized it in 1928, died suddenly in his home 
March 10. With ‘his father and other asso- 
ciates he organized the Pine Bluff Lumber 
Co. in 1918. He leaves his widow. 


ANTONE BRUEHLE, president and treas- 
urer of Menasha (Wis.) Building Supply Co., 
died March 3 following an extended illness. 
He established_the company with his sons, 
Joseph A. and Emery, in 1920. Surviving are 
his widow, two daughters, a son, and six 
grandchildren. 


HARRY S. WILSON, 72, founder of the 
Moundsville (W. Va.) Lumber Co. in 1917 
and president and treasurer of it at his death, 
passed away March 9. Mr. Wilson was active 
in fraternal and civic circles. His widow, 
two sons and two daughters are close sur- 
vivors. 


CAPT. CHARLES A. CRAWFORD, 87, 
prominent for a long time in general mill 
work in Richmond, Va., died March 14. He 
was associated with his father in business 
early in life, and later worked for C. W. 
Hardwick & Co. Two sons are immediate 
survivors. 


GEORGE M. ANSON, president of the Con- 
nersville (Ind.) Lumber Co., died recently at 
Miami, Fla. His other interests included the 
College Corner (Ohio) Lumber Co., Glenwood 
(Iind.) Lumber Co., and the Consumers’ Coal 
& Supply Co., Connersville. 





CHARLES R. EDDLEMAN, 69, lumber 
dealer at Dunlap, Ind., for the past 16 years, 
died March 7, at his home after an illness 
of a year. The widow and a daughter sur- 
vive. 


EDGAR S. JOHNSON, 84, proprietor John- 
son Lumber & Coal Co., Warsaw, Ind., died 
March 10 in his home of a heart attack. He 
is survived by a son, and a daughter. 





LEWIS W. GRAVES, 78, president of the 
Charlottesville (Va.) Lumber Co., passed 
away March 6 in his home. Four sisters and 
a brother survive. 


MILLARD A. HOOVER, sales manager of 
the Colfax (La.) Lumber & Creosoting Co., 
passed away Feb. 29. 





Shipments Not Hindered by 
Rebuilding Mill 


PRINEVILLE, OreE., March 16.—A sawmill of 


the Alexander-Yawkey Lumber Co., here, was 


destroyed by fire during February. The mill, 
located on McKay Creek, was valued at $75,000. 
According to J. F. Daggett, general manager, 
the mill is being rebuilt on the same location 
and will be in operation during early April. 
The company reports that it has a well bal- 
anced stock of lumber in its yards, here, where 
all rough lumber is concentrated for refinement 
and seasoning, and that there is no anticipation 
of any curtailment in shipping on account of the 
fire. The company, noted for its choice Pon- 
derosa “Ochoco,” soft pine, had set up the par- 
ticular mill destroyed only last October. The 
Alexander-Yawkey plan of taking its mill to the 
timber, instead of hauling logs to the mill, has 
been closely watched by the industry since it is 
somewhat of an innovation. Logging is done with 
tractors and the timber is brought into the mill 
in tree lengths instead of being bucked into 
short logs in the woods and carried on trucks 
or trains. Only sawed lumber is moved from 


the woods to the planing mill at Prineville. 
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THE BUSINESS RECORD 








4 
Incorporations 
ARKANSAS. McNeil—MecNeil Lumber Manufac- 
turing Co. (Inc.) incorporated by S. J. Bass and 
A. G. Jones of McNeil; Garland Anthony, Jr., of 


Bearden and H. &. Trussell of Fordyce. 

INDIANA. Evansville—Dealers Wholesale Mate- 
rial & Roofing Co. (Inc.); to deal in lumber and 
building material. 

KENTUCKY. Island — Kirtley, Coke & Co.; 
$5,000. To manufacture and sell lumber. 

MARYLAND. Baltimore—The Oakland Timber 
Corp.; 843 Calvert Building. 

NEW JERSEY. Newark—Acme Lumber Corp. 

Ventnor City—Brick Lumber Co.; $25,000. 

NEW YORK. Buffalo—The Frontier Lumber 
Co.; retail. 

NORTH CAROLINA. Charlotte—Atlantic States 
Lumber Co.; to manufacture and sell lumber and 
timber products of every kind and nature. 

High Point—Parker-Brown Lumber Co.; to 
manufacture and sell lumber and all building 
supplies. 

Kannapolis—Price & King Lumber Co.; to 
manufacture and sell all kinds of lumber and 
other building materials. 

WASHINGTON. Tenino—Large Shingle Mill 
(Inc.); $7,000. 





Business Changes 


ALABAMA, Jackson—McGowin-Slayton Lumber 
Co. mill and timber holdings purchased by M. W. 
Smith Lumber Co. 


CALIFORNIA. Compton—C & S Lumber & Mill 
Co. succeeded by Alert Lumber & Mill Co. 


FLORIDA. Ormond—Ormond Lumber Yard 
succeeded by Meachen-Willis Lumber Co. 


ILLINOIS. Bridgeport—H. M. Carstens Lumber 
Co. succeeded by Brian Lumber Co. 

Elva Station (P. O. at De Kalb)—Elva Lumber 
Co. succeeded by Donnelly Bros. 


IOWA. Cedar Falls—Waits & Baxter Lumber 
Co. succeeded by Waits & Rine Lumber Co. 

Clarence—Clarence Lumber & Hardware Co. 
succeeded by Ruprecht Lumber Co. 

Des Moines—Tip Top Manufacturing Co. corpor- 
ate name changed to Tip Top Distributing Co. 

Fort Des Moines—Fred A. Smith succeeded by 
Keefner Concrete & Material Co. 

Humboldt—Charles O. Schmidt lumber yard sold 
to J. F. Anderson Co. of Minneapolis, Minn. 


KANSAS. Arkansas City—Kantzer Planing Mill 
stock of lumber and materials purchased by Woods 
Lumber Co.; Dick Kantzer, son of the late M. G. 
Kantzer, will continue to do millwork and glass 
work at the present location. The Kantzer stock 
will be moved to the Woods Lumber Co. yard. 


KENTUCKY. Barbourville—Rapp Lumber Co. 
purchased by Ed. Pope and John Mackey. 

Prestonsburg—Jessee & Blackburn Lumber Co. 
succeeded by E. W. Jessee & Co. 


MINNESOTA. Freeport—J. Borgerding & Co. 
succeeded by Dahlquist Bros. 


MISSOURI. Carthage—Carthage Planing Mill 
a: Lindsey purchased the interest of 
Charles Aldridge and is now sole proprietor. 
Salem—Day Lumber Co. succeeded by Day- 
Stephens Lumber Co. 


NEBRASKA. Oxford—Pettygrove & Koller suc- 
ceeded by Foster Lumber Co. 

Papillion—The former J. C. Wright & Son Lum- 
ber & Coai Yards are being remodeled and will 
be used by the Harberg Lumber Co. 


NEVADA. Carson City, Lovelock, Minden, 
Reno and Virginia City—Hobart Lumber Co. suc- 
ceeded by Nevada Lumber Co., with headquarters 
in Reno. 


NEW YORK. Brooklyn—Varet Lumber Co., 286 
Division Avenue, changed name to Active Lumber 
Co. 


Cc 


NORTH CAROLINA. Graham—Staley Lumber 
Co. sold plant to Graham Lumber Co., a new con- 
cern which will re-equip the plant with new 
machinery. 

Salisbury—Graf-Davis-Collett Co. reorganized as 
Rowan Lumber & Supply Co. 


OHIO. Cleveland—Lakewood Lumber Co. sold 
retail yard to Lakewood Lumber & Material Co., 
10237 Berea Road. 

OKLAHOMA. Bartlesville — Fullerton-Stuart 
occa Co. succeeded here by Bartlesville Lumber 
oO. 

Kaw—Thompson-Parker Lumber Co. here sold 
to Baughman Lumber Co. 

Okmulgee—Fullerton-Stuart Lumber Co. sold lo- 
cal yard to T. H. Rogers Lumber Co. 

Wagoner — Fullerton-Stuart Lumber Co. suc- 
ceeded here by Wagoner Lumber Co. 

PENNSYLVANIA. Morrisville—A. W. & W. M. 
Watson Co. succeeded by Cooper Lumber Co. 


SOUTH CAROLINA. Kingstree—T. R. Owen 
Sr., has bought the interest of his former part- 
ner, W. E. Bynum of Sumter, S. C., and is now 
sole owner of the Bynum-Owen Lumber Co. of 
Kingstree. Executive and sales offices have been 
moved from Sumter to Kingstree. 


SOUTH DAKOTA. Wessington Springs—J. F. 
Anderson ‘Lumber Co. local yard purchased by 


Fullerton Lumber Co., with headquarters’ in 
Minneapolis, Minn. 


TENNESSEE. Trezevant—J. J. Boaz Lumber 
Co. succeeded by J. J. Boaz & Son. 


TEXAS. Dallas—John F. Hanson succeeded by 
Anderson-Hanson Co. 

East Bernard—Farmers Lumber & Implement 
Co. succeeded by Boettcher-Hlavinka Co, 

Houston—Southeastern Lumber & Supply Co. 
purchased by H. E. Tomlinson, president of the 
Tomlinson-Mills Lumber Co., to be operated as 
his second unit. The stock of the former company 
was not purchased, and the plant is being re- 
stocked with lumber, building hardware, paint 
and other building materials. 

Lockhart—Lockhart Planing Mill succeeded by 
Texas Shade Factory. 

Lockhart—Stripling Lumber Co. changed name 
te Stripling-Blake Lumber Co. 

Lufkin—<Angelina Building Material Co. sold 
wholesale building material department to William 
Cameron & Co. (Inc.). 


VIRGINIA, Cleveland—Jessee & Blackburn Lum- 
ber Cc. succeeded by E. W. Jessee & Co. 


WASHINGTON. Aberdeen—Physical properties 
of the Endresen Spar & Timber Co. sold to Andrew 
Pakanen, who will overhaul the yards and con- 
tinue a boat repair and shipbuilding business. E. 
N. Endresen will continue his spar making, having 
only recently acquired a number of naval orders. 

Puyallup—Voights Creek Shingle Mill succeeded 
by Crocker Shingle Mill. 

Seattle—Jacob Siler Lumber Co. succeeded by 


Siler Box Co. 
New Ventures 


ARKANSAS. Mena—Three States Lumber Co. is 
opening a branch here. 

KANSAS. Sedan—Fred Ackarman is adding a 
lumber and building materials yard to his present 
business. 

NEW YORK. Brooklyn — Norge Lumber Co. 
opened at 50th Street and 8th Avenue. 

PENNSYLVANIA. Philadelphia—Hedges & Jones 
recently opened a retail lumber business at 6025 
Germantown Avenue. 





TENNESSEE. Morristown—-O. W. Creech is 
opening a woodworking plant on South Daisy 
Street. 

se 
Casualties 
ILLINOIS. Palmyra — Alexander Lumber Co. 


yard here destroyed by fire; loss is covered by 
insurance. 

MARYLAND. Baltimore—Baltimore Lumber Co. 
Fallsway plant destroyed by fire, with loss esti- 
mated at $250,000, covered by insurance. Arrange- 
ments are being made to rebuild. Business is 
proceeding without interruption, orders being filled 
at the warehouse and millwork establishment on 
East Baltimore Street and at the retail yard on 
Eastern Avenue and Haven Street. 

NEW YORK. Albion—Colburn Lumber Co. stor- 
age shed and lumber stock damaged by fire, with 
loss estimated at $6,000, covered by insurance. 

OHIO. Dayton—Ohio City Sash & Door Co., 
721 Germantown Street, damaged an estimated 
$5,000 by fire. 

OREGON. Brownsville—Ray Aspinwall sawmill 
destroyed by fire; loss estimated at $4,000, with 
no insurance; lumber piled on the dock was saved. 
Plan to rebuild. 

CANADA. BRITISH COLUMBIA. New West- 
minster—B. C. Manufacturing Co. (Ltd.) swept by 
fire, with damage estimated at $250,000. The 
Westminster Shook Mills (Ltd.), an associate com- 
pany, will operate on a 24-hour basis, and as soon 
as insurance matters are adjusted the company 
will reach a decision regarding rebuilding. 


New Mills and Equipment 


ARKANSAS. Harrison — Hammerschmidt Lum- 
ber Co. has established a planing mill a mile 
north of here on Highway 65, to be operated as 
a branch division under the name of Bossi Lum- 
ber & Post Co.; cost $25,000. A dry kiln will also 
be installed. 

IDAHO... Rexburg—Montana & Idaho Lumber 
Co. installing new equipment and making other 
improvements, costing about $10,000. 

PENNSYLVANIA. Reynoldsville—Penn Mill & 
Lumber Co., a new company, will manufacture 
special lines of woodwork such as display cases, 
counters, flooring, etc. 

WEST VIRGINIA. Grafton—W. A. Woodyard 
Lumber Co. plans rebuilding mill recently de- 
stroyed by fire. 


Sells Charcoal, Gas Mask Fill 


CENTRALIA, WaAsH., March 16.—Kenneth 
Carlisle, Carlisle Lumber Co., Onalaska, near 
here, says it has two contracts recently awarded 
to it by the War Department. One is for char- 
coal amounting to $283,990. The other is for 
$61,627 worth of Whetlerite, an ingredient 
used in gas masks. 
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CLASSIFIED 


ADVERTISING 
DEPARTMENT 


How to Figure Costs for Advertising 
In Classified Department 


One issue ..............++eeee02-.30 Cents a line 
Two consecutive issues...........55 cents a line 
Three consecutive issues..........75 cents a line 
Four consecutive issues...........90 cents a line 
Thirteen consecutive issues...........$2.70 a line 
Twenty-six consecutive issues........$5.40 a line 

Seven words of ordinary length make 
one line. 


Count in the signature. 
counts as two lines. 


No display except the heading is 

















Heading 


permitted. 
Extra white space figured at line 
rate. 


One inch space advertisement is 
equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 

















SALES SERVICE AVAILABLE 


Old est. Chicago Jobber with large clientele wants 
to make sales connection with good Pon. Pine 
shipper for Chgo. district on Com. or profit sharing 
basis. Full line industrial & Yd. stocks—including 
Midgs. & other wood products. Also interested in 
Fir, Hem., etc. We solicit your replies if our zell 
equipped live sales organization would be beneficial. 
Address ‘“D. care American Lumberman. 





IMPROVE YOUR ARITHMETIC 


Modern method. Amazingly simple, swift and sure. 
Complete 50c. Coin or stamps. ARITH-MAGIC, 
Dept. 25, Maywood, IIl. 


LEXINGTON LUMBER COMPANY 


Spec. in Low Cost Homes—$4000, $5000, $6000. 

Comp. Home Financing thru your Bank, F.H.A., 

ete. Full Line of Bldg. Mat.—Latest Products. 
LEXINGTON, MASS. 








Salesmen 


WANTED SALESMAN TO REPRESENT 


30-year old Southern wholesale firm in West Vir- 
ginia territory, handling West Coast stock, yellow 
pine, cypress, hardwoods. Will consider young man 
with yard or mill exp. or both who wants to be- 
come a salesman. Give age, full details, ref. 
Address “D. 72,” care American Lumberman. 


WANTED SALESMEN 


Industrial and yard stock commission salesmen 
= desired by West Coast mill. Exclusive terri- 
or 








y. 
Address “C. 41,’’ care Aerican Lumberman. 


WE WANT SIX EXPERIENCED 
Wholesale lumber salesmen working for us ex- 
clusively, to work retail yard and industrial trade 
for the following approximate territories, viz: 
Cleveland, Ohio Buffalo, N. Y. 
Cincinnati, Ohio Louisville, Ky. 
Huntington, W. Va. Chattanooga, Tenn. 

We will pay salary and commission for experienced 
men, after they have demonstrated their ability 
to produce profitable business. 

GRAYSON LUMBER COMPANY 

Birmingham, Alabama 



















WANTED 








Salesmen 


ARE YOU INTERESTED IN A BETTER JOB? 


An unusual sales opportunity? 

A Retail Lumber and Building Material Sales 
Company located in the suburbs of Boston, Mass., 
is expanding their sales department and will add 
two wide awake, progressive salesmen to their 
force this spring. Men with knowledge of home 
modernization and new home construction expe- 
rience, with a pleasant forceful sales personality, 
have an unusual opportunity open to them. Ex- 
ecutive sales position for the man who shows 
capabilities of handling an active sales organiza- 
tion is open. Only men with real sales ability and 








imagination, together with executive capabilities 
will be considered. 
Address “E. 25," care American Lumberman. 
Sending picture and reasons why you think you 
can qualify for such openings. 

OPPORTUNITY 


Johns-Manville Guild Trained consumer salesman 


wanted. Thriving southern Michigan city of 15,000. 
Drawing account $125.00 monthly, liberal com- 
mission. Give full particulars, experience and ref- 
erences. 





Employees 


WANTED—DIVISION MANAGER 


Company operating four retail yards in Arkansas 
handling lumber and building supplies wishes to 
engage an experienced man to supervise buying, 
selling, and management of yards. State age, ex- 
perience, give references, when available and sal- 
ary expected. 
Address “‘D. 99,’” 


WANTED EXP. LBR. OFFICE AUDITOR 


And accountant. Prefer man with 5-10 years’ ex- 
perience in Northern Wisconsin or Michigan. State 


particulars regarding experience, ability and refer- 
ences in reply. 
Adress “D. 76,” care Amercan Lumberman. 


WANTED: DEPARTMENT MANAGERS 


Exceptional opportunity for managers of Whole- 
sale Hardwood and Wholesale Pondosa Pine de- 
partments. Must have established trade and ac- 
customed to soliciting business by mail order. 
Profit sharing basis. 

Address “D. 78,” 





- 


care American Lumberman. 








care American Lumberman. 


WTD. PLANT & POSSIBLY ASS’T. MGR. 


For Spruce sawmill company operating two plants 
in central Canada to a total of about 40 million 
feet per year. Must have thorough lumber manu- 
facturing, seasoning and shipping ability. Please 
submit references and reasons for being considered 
for the business as well as age and picture. Our 
men know of this ad. 
Address “D. 67,’’ care American Lumberman. 


WANTED MALE BOOKKEEPER 


Stenographer to take full charge wholesale lumber 
office middlewest. Must have previous experience 
and give reference. 

Address “D. 75,’" care American Lumberman, 











Employment 


OPPORTUNITY FOR YARD OWNER 


Do you need a reliable married man with college 
education and experience in lumber, hardware, and 
allied lines? Willing to do office, outside work, or 
both. Desire permanent work as second man, with 
prospect for advancement—References from present 





and former employers. 

Address “E. 26,” care American Lumberman. 
WTD.: POS. IN CHARGE OF PLANING MILL 
16 yrs. with present firm. Can meet the public, 
estimate, detail, bill and handle production. Col- 
lege and business college graduate. 

Address “E. 33," care American Lumberman. 





PROGRESSIVE YOUNG LUMBERMAN 


Now employed by reputable southern lumber con- 
cern, seeking opportunity to learn billing with 
large softwood or hardwood producer. 1% years 
thorough training in all departments of two large 
mills. College degree in lumbering but realize 
experience is best teacher. Love lumber and hard 
work. Interested only in definite prospects for 
billing experience with modern manufacturer. 
Address “D. 94," care American Lumberman. 





LUMBER SALESMAN 
20 yrs. exp. in Chicago territory. 
dept.’s of the industry. 
Address “E. 36,” care American Lumberman. 


Trained in all 








WANTED 








March 238, 1940 








WANTED 








Employment 


RETAIL LUMBER & MILLWORK MAN 


Over eighteen years’ experience, desires position 
as manager or head of millwork dept. Capable 
of estimating, detailing, buying, selling and han- 
dling construction. Opening must be permanent 
with opportunity for advancement. 

Address “D. 95,’’ care American Lumberman. 


WTD.: POS. AS BOOKKEEPER 


Two years bookkeeping experience, three years 
yard experience. Business college graduate. 
Address “‘E, 32," care American Lumberman. 


WANTED—POSITION 


As hardwood mill foreman. Twenty years’ 
perience. Will go anywhere. Phone 7845. 
ROY HALLOCK, General Delivery, Baton Rouge, La. 


SALESMAN WITH SUBSTANTIAL FOLLOWING 


Desires mill connections with Southern Yellow Pine 
and Cypress mills, West Coast fir, red wood, and 
shingle mills, also Ponderosa white pine and West- 
ern white pine. 
Address “D. 97,’’ 


EXPERIENCED RETAIL LUMERMAN 


Desires position as yard mgr. or asst. Thorough 

knowledge of retail sales & buying, lbr. millwork, 

bldg. matl. & fuel. 25 yrs. exp. Competent. Married. 
Address “‘E. 28,” care American Lumberman. 


TEN YEARS’ EXPERIENCE 


In lumber and millwork, billing, detailing, estimat- 
ing, and selling complete units. Age 32, desire $150 
first month, $175 per month thereafter with year’s 
contract; after first year, bonus of future sales 
made over reasonable quota. Good references, neat 
appearing, pleasing personality. 

Address “D. 77,” care American Lumberman. 


YOUNG MAN, 23 YEARS OLD 


with three years’ experience in lumber office desires 
change. General office work. Best of references. 
Address “B. 89,” care American Lumberman. 


DESIRES POSITION 


With future. 14 yrs. exp. in retail lumber, hard- 
ware and paint. Last 10 yrs. as manager. 
Address “D. 63,” care American Lumberman. 


ACCOUNTANT: CAPABLE OF INSTALLING 


And maintaining complete accounting and cost sys- 
tem. Available for work May 1, 1940 preferably in 
Ark., Texas or La. Age 31, married, four in fam- 
ily, good habits and hard worker. 

Address “D. 65,” care American Lumberman. 








—— 





ex- 





care American Lumberman. 




















ESTIMATOR-DETAILER: STOCK 
And special millwork, lumber, building materials; 
18 yrs. exp. including Plan Service, Costs, Super- 


vision. 
=. 39,”" 


Address care American Lumberman. 





MILLWORK & LUMBER EXECUTIVE 


Practical experience all departments, including 
management. Manufacturing, Jobbing and Retail- 
ing Millwork; Retail Lumber. Position must be 
permanent and have a future. North or Northwest. 
Address “D. 40,” care American Lumberman. 


DETAILER AND BILLER 


Well experienced for special millwork. Can take 

care of any class of work. Also can supervise plant 

and list work from plans and do some estimating. 
Address “‘C. 97,” care American Lumberman. 








SURVEYOR-TIMBER CRUISER 


Age 30. Wishes change of location. Now in Texas. 
Address “B. 69,” care American Lumberman. 


RETAIL LUMBERMAN, SALESMAN 


Can make estimates and figure cost from blue 
prints and plans. Capable, dependable, aggressive. 
Address “C. 58,” care American Lumberman. 


RETAIL LUMBERMAN AND ESTIMATOR 


Experienced in estimating millwork from blue- 
prints. Cost Book A graduate. 15 years’ experi- 
ence in listing materials and millwork from plans 
and specifications. 

ddress “D. 27,’ care American Lumberman. 











Lumber and Dimension 


WANTED 
Northern White Cedar Tis 





50,000’ 4/4” and 5/4” 


Siding, 8’-0” long, in a grade equal to that of N+ 
2 Common & Better hardwood. 
“D. 71,” care American Lumberman. 


Address 








Lumber and Dimension 


PITTSBURGH LUMBERMAN 


With over 20 years’ experience in lumber industry. 
Has fully equipped office and personnel desires 
connection as selling agent or manufacturer’s rep- 
resentative in western Pennsylvania. 

Address “E. 31,” care American Lumberman. 


WANT TO COMMUNICATE 


With responsible manufacturer interested in fur- 
nishing regularly several cars per month 1” No. 1 
Common Poplar, band sawn, kiln dried, and will- 
ing to meet legitimate competition. 

Address “E. 29,’’ care American Lumberman. 


WANTED HARD MAPLE SQUARES 


Air dried and kiln dried in 4/4, 5/4 and 6/4, 
lengths 24 to 48 inches, 

Address “D. 93,’’ care American Lumberman. 
3-C—Lumberman— 6857 3-18 NIK(5%) 


IN THE. MARKET FOR 


Reject Hardwood Furniture Squares. 
Sound Hardwood Stacking Strips. 
IVORYDALE LUMBER CO. 
Vine Street & Murray Road, Ivorydale, 


WANT TO BUY 


4/4 Quarter Sawn Common and Better Air Dried 
New York State Hard Maple; quote f.o.b. cars or 
truck your shipping point. 

Address “E. 34,” care American Lumberman. 














Ohio. 








WANTED 


2x2, 24%x2%, 24%x2%x30” long, Maple, Birch, Mag- 
nolia, Black Gum clear squares. 
Address “D. 48,’”’ care American Lumberman. 


Retail Lumber Yards 


WANTED TO BUY 


All or part of lumber yard with position in same. 
Address ‘“‘D. 64,’’ care American Lumberman. 


Timber and Timber Lands 


WTD: STAND OF BASSWOOD TIMBER ; 
In Kentucky or West Va. Give location, estimate 


& price. 
E. L. NORTON, 
Avilla, Ind. 


Used Machinery 


WANTED 


One electric screw type lumber lift, capacity 8 to 
10 tons, platform size 7%’ x 20’, height 10 ft. 























Address “D. 61,” care American Lumberman. 
WANTED 
Used sash sticker, plow, and bore attachment. 


Tenoner, with two copes. 
TREETER LBR. CO., Keokuk, Iowa. 


WANTED 








Clutch pulley for 8 ft. band mill. Specifications 
21” face, 54” O.D., 4 7/16” base. 
Address ‘“‘D. 98,” care American Lumberman. 
WANTED 


Good used 84” Double Edger. 
D. W. ALDERMAN & SONS CO., Alcolu, 


Steel Rails 


RAILS WANTED. ANY SIZE OR QUANTITY 


Particularly 20 Ib., 25 lb., 30 lb. and 40 lb. Secure 
our price before selling. MIDWEST STEEL CORP., 
Charleston, W. Va. 


RAILS WANTED 


2 cars of 30 or 35 lb. 1 car 16 to 26 Ib. 
Address ‘‘D. 69,’” care American Lumberman. 


Ss. D. 

















A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 


. 








